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~ Here is the new Disston Saw 








GAIN Disston presents a new achieve- 
ment—the D-18 Saw with the Disston- 
ite Handle. 


The Disstonite Handle is hard, tough, and 
strong. Knocks and falls do it no harm. It 
will not shrink—the blade is always tight. 


The Disstonite Handle will not warp, 
crack nor check under any working 
conditions. 


The beautiful finish is permanent. 


Carpenters will want it; amateur saw 
users will buy it . . . because it is new, dif- 
ferent, better—and because it is a Disston. 


To show the D-18 Saw is to sell it. Your 
jobber can fill your order. Consumer price 
$4.50 each. 


HENRY DISSTON & SONS, INC. 
Makers of *‘ The Saw Most Carpenters Use’’ 


Philadelphia, U.S. A. 


. 4 " 4 j 7 
‘The Saw Most Carpenters Use’’ 


SAWS TOOLS FILES KNIVES STEEL 
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(Reduced Size) 


Why do women want more silverware? inna a 


If they have tea spoons and dinner forks and dinner knives they can eat anything— 
why do they want salad forks and cold meat forks and berry spoons and _ butter 
spreaders and the other so-called “fancy” pieces ? 


There are two reasons. ne is that all these extra pieces mean daintier service, a 
more gracious living and more successful entertaining. 


The other reason is that they see these beautiful pieces in your window or find them 
illustrated and described in the magazines. 








If it’s your window display that arouses their interest, it’s likely to be your cash Anntecraty Nas tak 
amaenetane . mere - ealae Vegetable Dish 
register that records the sale. Pale ape sco 
i ; ; You will use these graceful, durable 
For advertising and display helps ask your jobber or write pieces every day. A wide variety of 
; ; ; or k : 3 such silverware matches the knives, 
Sales Promotion Dept., International Silver ( Pixs Meriden, ( oni. forks and spoons of 1847 Rogers Bros. 
patterns. 
i 
SALESROOMS: CANADA: 
NEW YORK . INTERNATIONAL SILVER ComMPANY 
CHICAGO 5 I L V E R 4 L A T E or Canaba, Limitep 
SAN FRANCISCO HAMILTON, ONTARIO 
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There are two tools of particular 
merit that should be in every car- 
penter’s tool chest — V. & B. 
Vanadium Hammers and V. & B. 
Unbreakable Planes! 


V.& B. Vanadium Hammers are 
made from V. & B. formula 
vanadium steel and handled with 
the finest hickory. They are 
octagon necked and round faced, 
with a firm gripping, special non- 
slip claw. 


V.& B. Unbreakable Planes won’t 
snap when dropped. They are 
drop forged—not cast—from a 
solid bar of V. & B. Supersteel, fur- 
nished with all vanadium steel 
blades, which can be sharpened 
all the way to the slot. 


Here are two tools that every car- 
penter wants. They are profit 
makers in the quality class. 


VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 


Makers Of Fine ‘Toots 








2114 Carroll Ave.~ + Chicago, Wh U.S. A. 
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The Six Best Reasons for Stocking the 
Original Turret Head Glass Cutter 


Are the six keen wheels in the turret itself. Made of the 
finest steel, hardened by a special process that gives won- 
derful uniformity and honed twice on India Stones to 
give just the right cutting angle. That’s the story of 
Goodell-Pratt Glass Cutter Wheels. And just to make 
sure that there hasn’t been a slip anywhere in the process 


each wheel is actually tested on glass before final accept- 
ance. 


And you sell six times the cutting ability of a Single 
Wheel Cutter at slightly more than twice the price. 


GOODELL-PRATT COMPANY 


Loolumiths 





GREENFIELD, MASS., U. S. A. 


GOODELL- PRATT 
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SAW TOOLS AND 
SAW SPECIALTIES 


‘ste. SAWS 


























Buy These Standardized 
Saws, Saw Tools and 
Saw Specialties 

















Junior Mechanic 
Hardware merchants who are in 
business to serve the saw and saw 
tool users dependably, and. to 
make a legitimate profit on sales 
can increase turnover and earn- 
ings by stocking this well known 
line exclusively. 


Order from Your Usual 
Source of Supply 





” Cable Saw 











Insist upon being supplied with 
Atkins goods. Accept no substi- 
tutes. Buy only these better 
saws, saw tools and saw special- 
ties, which are advertised in 
many of the leading magazines 
and trade papers, and backed by 
over 68 years of successful man- 
ufacturing experience. 








Post up on this high grade line; ask 
for “Saw Sense” and “The Man Be- 
hind the Counter.” 











N 
0, a Pruning Saw 





Hand Saw Filer 


Se. AWPRINSS -8:.. COMPANY 


ESTABLISHED 1857 THE SILVER STEEL SAW PEOPLE 









Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
BRANCH HOUSES 
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If yowre a 


“Dyed-in-the-Wool” rns 


Hardware 


Man— *% 








& 


you love to handle and sell 
fine tools. It’s in your blood. 
You can appreciate just how 
a man feels when you hand 
him a genuine Maydole Hammer. 
Advertising is telling over 870,000 
hammer users why Maydole Ham- 
mers are worthy of their 82-year 
reputation for supreme quality. More and 
more of your customers will be asking for 
them. 

Will you give Maydole Hammers a chance to 
prove that they’re greater profit producers? 
If your stock isn’t complete get in touch with 
your jobber and write us for interesting hand- 
book and Catalog 23 “‘C.” 


The David Maydole Hammer Co. 


Norwich, New York 









Why the Maydole 
Is Superior 


The head of the Maydole 
Hammer is_ press-forged 
of selected steel, tem- 
pered separately at each 
end for the _ particular 
work it has to do. The 
handle is of clear, second 
growth hickory, air-dried 
for years. It. stays tight 
for the life of the ham- 
mer. The perfect “hang”’ 
of the Maydole has never 
been duplicated. 
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Why yj unters Demand ppfotees Pees Powder 
“These Famous Shells ees 


When you sell Winchester balanced load shotshells, you e” 
sell pattern and penetration. % 
These are the shells the shooters want—the shells you can i 
most readily sell—and we are emphasizing them strongly in ae Winchester 
our fall advertising. 
, ; World's 
There is a Winchester balanced load for every purpose, but 


é Standard 
the list is held down to allow you a rapid turnover. And store | 


advertising on Winchester shells is furnished without charge. 
Order from your jobber. 





WINCHESTER REPEATING ARMS CO., DEPT. A., NEW HAVEN, CONN. 


WIN CHESTER 


TRADE MARK 
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Crescent Ground 
im Cross Cut Saws 


ey Is your stock of Simonds 
eee CC rrescent-Ground Cross- 
¥ ' Cut Saws sufficient to 
meet the fall demand? 











The popularity of these 
high-grade brand Saws 
warrants your attention. 


a" From the standpoint of 

(il a : : bs. quality, cutting effi- 
a ciency and ability to re- 
tain an edge longer, 
Simonds Cross-Cut Saws are un- 
equalled. Then, too, dealers who 
handle this brand Saw are assured 
of more sales with greater profit. The big demand means 
quick turnover of stock. Order from your jobber for im- 
mediate delivery. 


Simonds Saw and Steel Co, 
[stablished 1832-Fitchburg,Mass. 
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The White ‘Kiddie’ Vehicle line 


& 


STABILITY of— 
Quality 
Price 
Demand 
Dealer Profits 


© 


Our whole sales plan is based on pro- 
tecting dealer profits. This is good busi- 
ness for the dealer and us. 


— 


H. C. White Company, 
North Bennington Vermont 


“KIDDIE KAR” and “KIDDIE” Vehicles 
Trade Mark Trade Mark 


New York Sales Office—Fifth Avenue Building 
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NICHOLSON 
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cy" Fall Advertising Campaign starts in 

September and lasts thru to Christmas. It 
isthe product of more than five years experience 
in helping you, by the printed word, to sell more 
NICHOLSON Files. 


Practically every class of file user is covered : 





The general user by Saturday Evening Post, 
Collier's and 39 Metropolitan Dailies. 


The Farm market by the Country Gentleman, 
The Farmer, Wallace’s Farmer, Wisconsin Ag- 
riculturist, Nebraska Farmer, Indiana Farmer’s 
Guide, Missouri Ruralist, Kansas Farmer, and 
Prairie Farmer. 


A special class by Scientific American, Popular 
Mechanics and Popular Science Monthly. 


Professional file users of every industry will 
read the NICHOLSON message in their trade 


or business papers. 


Business, like a sensitive person, goes where it is invited 
and stays where well treated. We are giving out a 
national invitation for prospects to buy NICHOLSON 
Files from you. Treat them right. Stock an ample 
supply of NICHOLSON Files. There are busy days 
dnd worth while sales ahead. 


NICHOLSON FILE CO 


PROVIDENCE, R. 1., U.S.A. 


~a Fil 
F LE S Every > al 
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The Established Line of Water Systems for Homes, 


Farms, Estates, Public and Private Institutions 


Sales follow the lines of least resistance. It is a difficult matter to convince a well informed 
buver that “so and so” is just as good or superior to some widely advertised article that has 
been thoroughly established and is known for its high quality. 


Myers Water Systems have attained the right to occupy a high place in their respective field. 
Not merely because of their real worth but because they have been and will continue to be 
advertised in leading trade, class and farm journals. And it is this consistent use of printers’ 
ink that is paving the way to increased water system business for Myers’ dealers everywhere. 


KR KT TTT TTTTTT TTT L TTT TTL TT TTT TT TTTT TTT TTTTTTTTTTTTTTTTTTTTTTLLTTTTTLTTTATTTTTTTTTTTLTTTITIE. 


Nearly every country and suburban home and estate, summer cottage or hotel, pleasure re- 
sort or golf course, centralized school or college, hospital or sanita- 
rium, creamery or dairy, if not already equipped with modern power 
water facilities, is now a prospect for a MYERS SELF-OILING 
WATER SYSTEM. And this condition has not “just happened.” 
It is the result of persistent effgrt to break down sales resistance for 













a 











| wee .-- , ; , 
“RESIDENCE © Myers dealers and give to them every sales advantage in the securing 
} | oe MAL incres systen ness. 

{ WATER SYSTEM of increased water system business 


WATER UNE am 


| After considering all of these important elements—qual- 
AT 40 POUNDS PRESSURE Bs 


ity—dependability—completeness of the line—production 
; and shipping facilities—vigorous publicity—write us. We 
will be pleased to send catalog, information and prices by 
return mail to responsible dealers. 



















The F. E. MYERS 


& BRO. CO. 
Ashland, Ohio 


Pumps—Water Systems 
—Hay and Grain Un- 
loading Tools— 
Door Hangers. 
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“Life Insurance” In Screen Cloth 


Back of every lasting success there is a 
logical reason. The reason for the success of 
Gray-Wick Screen Wire Cloth is found in the 
service it gives. 


Gray-Wick is produced from rust-resisting 
Open Hearth Steel made in our own furnaces. 
The wire is drawn in our own mills. Every 
operation from the raw material to the finished 
product is done under our own supervision. 


Gray-Wick carries an extra~heavy electro 
zinc coating enameled with transparent var- 
nish. “Life Insurance” is built right into it. 


LTT TT rrrrerrsresisryTiiriririitritrtT 
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Pte ee eee 


12 Mesh, No. 33 gauge each way 
14 Mesh, No. 33 gauge each way 
16 Mesh, No. 33 gauge filler 

No. 34 gauge warp 
18 Mesh, No. 34 gauge each way 


GRAY-WICK 


Gray-Wick has a pleasing Gray color. When un- 
rolled it lies smooth and flat and not wavy. This is a 
great advantage to customers in applying it to screen 
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Ht Every WICKWIRE BROTHERS Product is backed os 
case by fifty years of experience. sas 
HE Our Other Brands of Screen Cloth rH 
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saan White Metal Finish osa8 
cnae Wickwire Premier sass 
sess Wickwire Bronze ees 
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Machine Screws 
Stove Bolts 
Tire Bolts 
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American Screw Co. 


PROVIDENCE , a 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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Buildings 
Deserve 
| Good — 


Hardware 


T is traditional that Good Hardware is Corbin 
Hardware --that Corbin Hardware answers 
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every hardware need of every type of building. 


Hl) P. & F. CORBIN, New Britain, Conn. 
| New York Chicago Philadelphia 
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This advertisement with suitable text appears in the September issues of six national magazines whose 
five million readers are told every month why Good Buildings Deserve Good Hardware—Corbin. 








16 


HARDWARE AGE 


September 10, 1925 











Any Pattern 
Any Weight 
S. B. or D. B. 
Men's, House, 
Hunter, Boys’ 


Lightning Grass Shears 
No. 1—Japanned No. 2—Polished 






Neowateco 








121% in. long 





* Handle— 
3% ft. long = 
The Original Hiram Holt Lightning 
Hay Knife 
We also make 
The Little Giant and Blizzard 





NORTH WAYNE 
TOOL COMPANY 


Plants at North Wayne and Oakland, Maine 





Sales Office Main Office 
1409-1410 Ford Bldg. Plant Office 
Detroit, Mich. Oakland, Maine 


Little Giant, Kitchen peer and Nokrum Bread Knives 





Licensed under Earle, Tilden, Sellers, Barden Patents. Other Patents Pending 


Little Giant Scythes 


The All-Day-Edge Kind 












Nowatoco 


Scythook 


Not a 
scythe and 


snath. 


Not a 
Grass 


Hook. 
Half-way 
between 

A 
Scythook. 


Blade— 
18 in. long 













Blade— 
13 in. long. 
Teeth 

that stay 
teeth. 

Cuts fast 
and easy. 
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for 1926 
“Mowers That Wear” 





For Hand Service, 
Horse, or 
Tractor 

Ball Bearing and 
Plain Bearing 


We have an unusually Attractive and Complete line that 
you surely ought to see before you decide on your next season’s 
order. No matter what type you have a call for, we have it.: 


From the Pennsylvania “Aristocrat” retailing in the several” - 


sizes at $35.00 to $45.00 each down to our “Pilot” which you 
can retail profitably for about $6.98; no line is more com- 
plete, nor contains better values. | : 


We are especially strong on the standard types, which you 
retail at about $10.00 to $20.00. Have them in High and 
Low Wheel, Plain and Ball Bearing, Solid or Open Wheel, 
with 3, 4, 5, 6 or 7 cutting knives, all very attractively 


finished. 


We are now book- 
ing orders for next 
season, and would like 
an invitation from 
you for our represen- 
tative to call and talk 
over the subject. 





The GEO. WORTHINGTON CO. 


CLEVELAND — OHIO 


ESTABLISHED 1829 











* WORTHINGTON LINE ~ 
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usm Darker Days Again! More Lantern Customers! 


ANTERNS that have been out of use during the Summer are now being 
cleaned and put back to work. Some have seen their best days—should 


be replaced with new ones. 

Merchants making the most money do not wait for customers to remember 
eventually that they need new lanterns. They use timely reminders that 
induce customers to buy NOW. 

Dietz fine Window Display is a reminder that sells lanterns. Why not plan 
to use yours immediately? If you do not have this Display send us the Coupon 
and you will receive one—quick. 


R. E. DIETZ COMPANY - NEWJY,ORK | 


LARGEST MAKERS OF LANTERNS IN THE WORLD—FOUNDED 1840 
OUTPUT DISTRIBUTED EXCLUSIVELY THROUGH THE JOBBING TRADE 


—_— Cut Out the Coupon and Mail Before You Forget It 


R. E. DIETZ COMPANY, 60 LAIGHT STREET, NEW YORK 
Please send us Without Charge One Dietz Window Display. 


Address 
Address 





BROADCASTING 


from Cambridge, Mass. 


OUR PROGRAM OF 

STANDARDIZED 

FAST-SELLING HARDWARE 
SPECIALTIES 





BROADCASTING 


Tut Announcer: This zs Station B. W.H., Boston 
Woven Hose and Rubber Co., Cambridge, Mass., 
R.E.C. announcing. We will begin our program 
wth a bedtime story called “The Two Bull Dogs.” 


A long time ago before there was any radio or any broadcasting and 
when you could even drive around on Sunday afternoon and keep 
moving almost half the time, Mr. John Doe of Subbubville bought 
a BULL DOG garden hose. He grumbled about the price, but 
the hardware man who was very conservative, promised it would 





last ten years. 

Mr. Doe actually had used his BULL DOG hose nearly that long 
when the war broke out and Johnny, who was young, took his gun 
and went to France. The house in Subbubville was leased, a lot of 
their personal property stored away in the garage loft and Mrs. 
Doe took an apartment in town. 

When Johnny came back the Doe’s tenants hung onto their lease 
like grim death (vou know this is a true story) and Johnny and Mrs. 
Doe rented a smaller house in Commutintown. They bought another 
BULIL DOG hose because they believed it was the finest wearing 
hose in the world. 

At last the five year lease on their own house ran out and the Does 
joyfully moved back with the new possessions they had accumulated. 
When they cleaned out the stuff in the top of the garage John found 
the old BUILL. DOG hose under a pile of garden tools and brought 
it out to throw it away. It looked pretty good, however, so he turned 
the water on and found that the old BULL DOG hose hadn't 
a erack or a leak. 

Now the Does have two nice lengths of BULL DOG hose and the 
only way they can tell the old one from the new one is the little 
marks where the wheels of the lawn mower rested on it for over five 


vears. 








BULL DOG 
GARDEN HOSE 





ae 





THe ANNOUNCER: Continuing our program from B. 
W.. H., we well listen to an address on “Fact and 
Superstition, or why GOOD LUCK is Lucky,” 
delivered by the Live Hardware Dealer 


We talk about many things in the language of superstition but we 
think about them in terms of common sense, 

Take my GOOD LUCK hose, for instance. I like the cheerful name 
but I like it all the better because there are so many things which prove 
its appropriateness. 

irst of all itis good luck to get your money's worth, and there never 
was a better bargain in hose than GOOD LUCK. The strong 6-ply 
structure makes it highly durable and the family that can’t make a 
GOOD LUCK hose last until they've forgotten all about the price is 
too careless to have a garden hose or anything else. 

It’s lucky to have your work made lighter. Ward work was the primal 
curse and few people have ever learned to like it. GOOD LUCK 
hose is light and easily lifted around. The garden needn't die of thirst 
hecause there is no one strong enough to bring out the hose and attach 
it. 

It’s good luck to be favorably known. Solomon himself said a good 
name is better than great riches, and GOOD LUCK has a splendid 
name with both the trade and the public. It has been advertised for a 
number of years and thousands of amateur gardeners know GOOD 


LUCK by name. 





FROM B-W- 
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GOOD LUCK 


GARDEN HOSE 





ROADCASTING 


THe ANNounNcER: This ts Station B. W. H. Con- 
tenueng our program we will listen toa talk by Mr. 
Keene of the Hose Department on “How Milo Hose 
's Made.” 





MILO as most of you know is one of our three famous brands of 
‘ths hose. As our little “live hardware dealer” has been telling you 
for years there was never any good reason for any size of garden hose 


but \¢ths, since they all have to take water from '4 inch water fittings 


and 5¢ths is the correct size to deliver this stream rapidly and eco- 
nomically. 


MILO is different from BULIL DOG and GOOD LUCK, our other 
two 5gths brands, because they are wrapped sheeting hose with seven 
and six plies respectively while MILO is made of braided cord jackets 
and heavy rubber tubes molded into one flexible unit. It is really three 
lengths of hose in one. ‘To do serious damage to MILO vou have to 
take the axe to it. 

MIILO is great hose to use around garages and greenhouses and other 
places where it is likely to lie around on the floor and get stepped on 
and run over and treated generally with the utmost disrespect. 





The name MILO is to help you remember that we make it by the mile, 
hut we sell it in 250 and 500 foot lengths or coupled in 25's and 50's. 




















GARDEN HOSE 








FROM B-W- 


Tue ANNOUNCER: We will now broadcast from B.W.H. 
a lesson tn home canning by Mrs. Canny Canner, 
who zs doing so much for the economic progress of the 
country by saving food, relreving transportation, 
balancing the family ration and making shortcake 
bloom on the dinner table the year around. Mrs. 
Canner: 


Getting your work done up ahead is a grand and glorious feeling, and 
this is what every home canner feels when she surveys a sparkling row 

of glass jars containing freshly canned food. f. - 
But suppose some of it spoils? | 
Well, there’s no reason why canned food should ever spoil if it 1s 
properly sterilized and sealed. ‘There are always people in the world 
willing to “take a chance.” Canned food spoilage comes from “taking 
au chance.” Some folks take a chance with over-ripe or partly spoiled 
fruits and vegetables. Others get tired before the processing period 
is up and take a chance by shortening the time. Still others are too 
careless or too busy to inspect the Jar tops and shoulders for nicks that 
are bound to cause trouble. And then there are others who will take 
a chance on an unknown rubber, and this is one of the biggest chances 


of all. 


Can fresh clean foods only. Use cleanly methods throughout. Ster- 
ilize thoroughly. Above all seal every jar with aGOOD LUCK jar 
rubber which will not dry out, crack and let in air, GOOD LUCK 
jar rubbers can be had from hardware stores and department stores 
throughout the country. 
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GOOD LUCK 





BROADCASTING 


Tue Announcer: B. W. H. broadcasting. The Child 
Wonder of the hardware trade wall tell you how he 
hecame famous tn the first six months of his life. You 
well find this little chap on Mazin Street in nearly 
every city and town in the country. Speak your 
peece, Jackie. 








Most everybody in the hardware trade thinks I am a wonderful little 
chap and so Lam. I am the youngest member of the GOOD LUCK 
family at BWA. 

Until I came people were always looking around for hose washers. 
The hardware man had a few old dried up washers somewhere in a 
drawer or box, and when someone came in and asked for a hose washer 
he would hunt around a while and when he found them they would 
look so miserable he would throw a couple out and collect a cent or 
two cents or a nickel, according to his disposition. If it was a very 
good customer he would make a little joke about charging up ten 
dollars and letting it go at that. 

Well, this nothing-at-all price was about right for the hose washers 
the customer got, but they couldn't be called a profitable item in the 
store. 

Then someone down in our factory got the idea of making nice plump 
A REAL pliable hose washers, packing a dozen in a box and selling them at a 
price which gave the hardware man a good profit on re-sale at a dime. 


HO SE WASHER als it enabled the man with the leaking hose to get a washer that 
would stop the leak. 

I am little but I have eliminated a real nuisance from the hardware 
trade and added a real item of merchandise. Good night, everybody. 
When you want a hose washer ask for me. 
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GOOD LUCK 
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FROM B- 


THe ANNOUNCER: We have a real novelty on_ the 
program tonight. The name of it ws “The bath of 
the Flowers” given by the flowers themselves, broad- 
cast direct from the garden after the evening watering. 


THE SEEDLINGS: Oh dear, we’re almost drowned to death. A 
great brute suddenly turned a water spout on us and flattened us 
right down in the earth. 

THE ROSES: B-r-r-r!) We're chilled to the root. He turned that 
large cold strong stream on us too. 

THE PANSIES: Our velvet frocks are covered with mud. The 
water seemed to bounce up from the ground instead of coming down 
the way water ought to. 

THE LAWN GRASS: Well, he dug up a lot of my roots too, but 
[ don’t think he meant to do it. When he tried to get a spray and that 
big stream came he said a short bad word and walked away. Here he 
comes back again. 

THE OWNER OF THE GARDEN: Well, I went down to the 
hardware store and bought a real Boston Nozzle—‘Stream, shower 
or mist with a twist of the wrist.” What's the use of getting on with 
a nozzle which won't do what you want it to when a Boston Nozzle 
will last a lifetime. 
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BROADCASTING 


THe ANNOUNCER: We wall conclude our program from 
B. W. H. with a Question Box conducted by the 
Experienced Hardware Clerk, the man who can tell 
you anything you want to know about any item in 
the whole hardware catalog. 


I. Is there much difference in makes of friction tape? 


There is a difference in quality in almost every piece of mer- 
chandise, and in friction tape this difference is obvious. In some 
tapes the friction compound is not correctly made and dries out 
in the roll. This of course makes the tape worthless. 


IT. Is there any way I can tell a good piece of friction tape? 


Il. 


Certainly! Good tape is alive. When the roll is unwound the 
heavy fibrous filaments resist separation. The surface of the tape 
is sticky and when the tape is applied to another surface it makes 
a firm solid joint. Dried-out tape which has lost its life is prac- 
tically worthless. 


How does the man who isn't an expert tell good friction tape? 
Kasily enough. He simply looks for the blue box in which 
BULL DOG Friction Tape is sold. This cheerful blue box is 
an absolute guarantee of the excellence of the tape inside of it. 


THe ANNouncER: This 2s Statton B. W. H., the fac- 
tory of the Boston Woven Hose & Rubber Co., at 
Cambridge, Mass. You have just listened to a pro- 
gram about our fast-selling live hardware specialties. 
The various speakers would be glad to hear from their 
radio audience by post cards addressed to Boston 


Woven Hose & Rubber Co., Cambridge, Mass. 








BULL DOG 
FRICTION TAPE 
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“The Netting Skat StandsCVloz2e" 


Customers are quick to grasp and appreciate the remarkable advantages of U. S. Poul- 
try Fence once these are called to their attention. These outstanding sales fea- 
tures will aid you in selling U. S. Poultry Fence with the minimum of effort. 


Superiorities of U. S&. 
Simplify Selling 


It’s All in U. S. Poultry Fence is built like a Farm Fence. Line » 
the W wires run parallel the full length of the roll. The in- 
items tertwisted, reinforced joints lock the line wires so firmly 


together that they cannot slip or spread. This superior 
construction is found only in U. S. Poultry Fence. 





-7 U.S. Poultry Fence requires no top rail, no baseboard. 
- aa = d It stretches like Farm Fence, without buckling, bagging 
as sagging. The tighter you stretch it the better it 


looks and the better it stays. 


Rolls Out U. S. Poultry Fence rolls out flat like carpet. It cuts 
Flat on FI without waste. The neat, compact rolls occupy one- 
Qf ON LV00Fr “third less space than old style netting. 





Costs Less With all its superiorities, U. S. Poultry Fence costs no 
“Put Up”? more. Really it costs less “put up” for it requires no 
| p wood frame and fewer posts to erect it. 

[Pe Sa te a do 





A Fence to The neat, symmetrical appearance of U. S. Poultry 
be Proud of Fence appeals instantly to all buyers. It is easy for a 
customer to picture just how well a fence made of U. S. 
will look upon his own place and when he weighs all 
of these features, there can be no doubt in his mind 
which fence he will buy. 


+ COMMER Os 


There are few items in your store which will sell as readily, 
as profitably and as satisfactorily as U. S. Poultry Fence. 





Indiana Steel & Wire Company 


Muncie, - - Indiana 
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Far more sanitary than rope—las. 
longer. Save the dairyman’s time. 
Good profit makers. Furnished in 
welded or weldless chain. 


Elwel Heel Chains 


Another big seller to the farm trade. 
Try making a window display of 
heel, trace, breast chains and all the 
chain items the farmer needs. Then 
watch sales multiply. 


Tie-Out or 
Picket Chains 


No rotting like rope— 
will last for years. 
Lengths, 20 to 50 feet. 
You will get more busi- 
ness if you suggest them 
to your trade. Ask for 
Tenso pattern. 


ea. Dog Leads — 
.¥ Kennel 


Chains 


You can sell 
dozens in your 
locality. The 

Sate “Acco” line 
covers the whole field and simplifies 
ordering. Ask your jobber for an 
assortment displayed on attractive 
metal hanger. 








General Utility Chains 


Log or binding chain will serve your 
customers much better than rope. 
Every farmer, every lumber com- 
pany, every haulage contractor needs 
one or two of these general 
utility chains. 
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The Farm 
offers you big 


Carry the chain and repair 


, pe are missing real chain prof- 
its if you haven't a chain de- 
partment with harness, chain and 
hardware, halter chains, tie-out 
chains, etc.—the score of chain 
specialties required by the farmer. 


The farm market is the big chain 
market—it’s your field—feature 
the items listed here and develop 
your chain profits. Many dealers 
are making special window dis- 
plays of farm chain specialties — 
and doing a big chain business 


Atititbiehs hi 


Your Jobber can Supply you with 


Cow Ties Stage Traces 
Tie-Out Chains Butt Chains 
Kennel ‘Chains Harness Hardware 
Dog Leads Well Chain 





American Chain 
Bridgeport, 


IN CANADA: Dominion Chain Company, Limited, 
Niagara Falls, Ontario 


World’s Largest Manufacturers of Welded 


ACCO 
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DEVELOP CHAIN SALES FOR A 
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Market 


chain profits 


items the farmer must have 


as a result. It’s worth trying. 
The Acco Line covers practically 
the entire field—dquality is assured 
as Acco specialties are made by 
the largest manufacturers of 
welded and weldless chains for all 
purposes—makers of the famous 
Weed automobile accessories. 


Numerous sales helps are avail- 
able to help you build up a profit- 
able chain department —ask 
your jobber’s salesman to show 
you the Acco Line. 


FUT CT TT ¢ 


these profitable Chain Specialties 


Halter Chains Pump Chain 
Heel Chains Porch Swing Chain 
Log Chains General Utility Chain 


Breast Chains . Wagon Chains 





Company, Incorporated 


Connecticut 


DISTRICT SALES OFFICES: Boston : Pittsburgh 
Philadelphia - New York : Chicago « San Francisco 


and Weldless Chains for All Purposes 


CHAIN 


every purpose”’ 
BIGGER HARDWARE BUSINESS 
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Fitted with welded ring, wire toggle 
and snap. Let customers know you 
carry them—one of.the most popu- 
lar of farm chain specialties. 





There’s good profit in Breast Chains. 
Feature them in achain window or 
wall display. Also a complete line 


of Elwel Breast Chains in single, 


double ar tapered chain. 








EL-WEL-TRA Traces 


Most dealers do a big business in 
these electrically welded tracechains. 
You can double the profits from your 
chain department by displaying them 
with the items listed here. 


Harness Hardware 


Rings, Bits, Clips, Dees, Cockeyes 
—practically everything in harness 
hardware the farmer will call for. 
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No. 22B Dish Drainer 


Here is a dish drainer that is built to meet the 
wants of the housewife. Frame wires No. 10, 
filling wire No. 15. Size 12 x 16% x 4 inches. 
Retinned. The placing of the plate holders, the 
removable silver basket and the welded construc- 
NATWIRE tion are strong selling features. 


Complete information about this and the other 
items of the big Natwire line of wire goods will 
be sent to you upon request. 


<RATwinE><NatTwine> 
<RATWinE> 
<RATWiRE> 
<RATwinE> 
<RATWwiRE> 
<RATwinE> 
<RATWiRE> 
<RAtTwinE> 
<ai> 
> 
<Ratwine> 
<Ratwine> 
= 
<RaTwine> 
<Ratwine> 


<RaTwinE> 


Wire Goods Distributors 


: 


Chase & Francis, Boston. H. A. McKinnon, Detroit. 
Benjamin Factor, Bridgeport. M. J. Geraty, Chicago. 
|. Walter Eckenrode, Baltimore. Paul C. Eckhoff, St. Paul. 
€ . SS _ . > > : i ; ’ 
: a ne etm Co., Baltimore C. C. Donoghue, Kansas City, Mo. 
toy L. Ashcraft, Louisville. rere : 
" h& “a on ille Lloyd S. Knight, St. Louis. 
ouch & jackson, Atlanta. , “ - 
; ‘ C. M. Bollinger, Salt Lake City. 

J). H. Menge Sales Co., New Or- Pahl s . , 

leans. National Sales Co., Denver. 


kmil Vutech, Cleveland. subar & Company, Fort Worth. 





Wickwire Spencer Steel Company 


General Offices: 41 East Forty-Second Street, New York - 
| WORCESTER BUFFALO CLEVELAND DETROIT CHICAGO 
SAN FRANCISCO LOS ANGELES SEATTLE 
rs ee a ~ «SER eR NATWIRE_> 
Siigon age 
<RatwiRE><KATwinE> NATWIRE <RaTwinE> NATWIRE NATWIRE> 
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Women everywhere are responding to 
Osborn national advertising, bringing to 
retail stores thousands of dollars in brush 
profits which formerly went to house- 
to-house canvassers. 


Osborn is out definitely to keep the brush 
business where it belongs—in the retail 
stores—in your store. 


Osborn Blue Handle Brushes are 
better made — better wearing brushes 
at lower prices. Women appreciate 
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Osborn National Advertising 
Bringing Profits to Retailers 


their greater value and buy them. 


You deserve the brush business in your 
locality — get it with the fast-selling 
Osborn line. 


Write us today for full details about 
Osborn Blue Handle Brushesor ask your 
distributor. Now is the time to capture 
the demand for better Household ana 
Personal Use Brushes in your neighbor- 
hood—don’t let “house-to-house” can- 
vassers take your profits away from you. 


* Osborn Blue Handle Brushes are advertised in the Saturday 
Evening Post— Woman’s Home Companion—Good House- 
keeping Magazine and The Christian Science Monitor. Read 
them and see what Osborn is doing to bring profits to you. 


TE OSBORN MANUFACTURING LOMPANY 


CLEVELAND, OHIO 





QUALIZ EI 





BRUSHES 







This window and counter 

display stand will work 

for you. Ask us, or any 
Osborn distributor. 





These well-known houses are author- 

ized distributors for Osborn Blue 

Handle Household and Personal Use 
Brushes. Ask them. 


W. Bingham Co., Cleveland; Bost- 
wick-Braun Co., Toledo; Bronson & 
Townsend Co., New Haven; Buhl 
Sons Co., Detroit; Burhans & Black, 
Inc., Syracuse; W. W. Conde Co. 
Watertown; Decatur & Hopkins Co., 
Boston; Evansville Supply Co., Evans- 
ville; Farwell, Ozmun, Kirk & Co., St. 
Paul; Geller, Wafd & Hasner Hard- 
ware Co., St. Louis; C. H. & E. S. Gold- 
berg Co., New York: L. Gould & Co., 
Chicago; Harper & McIntire Co., Cedar 
Rapids; Harper & McIntire Co., 
Ottumwa; Huey & Philp Hardware 
Co., Dallas; Janney, Semple, Hill & 
Co.. Minneapolis; Kelley-How-Thom- 
son Co., Duluth; Kinney & Levan Co., 
Cleveland; Lee Kountze Hdwe. Co., 
Omaha; Logan Gregg Hdwe. Co., Pitts- 
burgh; Masback Hdwe. Co., New York; 
C. H. Miller Hdwe. Co., Huntingdon; 
Morley Bros., Saginaw; John Pritzlaff 
Hdwe. Co., Milwaukee; Salt Lake 
Hdwe. Co., Salt Lake City; Schwa- 
bacher Hdwe. Co., Seattle; Supplee 
Biddle Hdwe. Co., Philadelphia; H. D. 
Taylor Co., Buffalo; Townley Metal 
& Hdwe. Co., Kansas City; Treman, 
King & Co., Ithaca; Van Camp Hdwe. 
& Iron Co., Indianapolis; John B. Var- 
ick Co., Manchester; Wayne Hdwe. 
Co., Ft. Wayne; E. L. Wilson Hdwe. 
Co., Beaumont; Geo. Worthington 
Co., Cleveland; Wyeth Hdwe. & Mfg. 
Co., St. Joseph. 
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The US Simplified Shot-Skell 
Line consists of the following 
three shells in 12, 16 and 20 
gauges—a load for every pur- 
pose anda shell forevery purse: 








A high-grade, smokeless 
shell at a popular price 
for all general shooting. 
66 loads — each supplied 
infivestandard powders 








SES. 
DEFIANCE 
20 
.) ra five 
SMOKELESS 





A low - priced, quality 
shell. Loaded with No. 
2 Smokeless. 74 loads. 


<r. 
Ay! 


~SEee 
AJAX HE 

| ice GE Mo ' 

Long-range shells of sur- 

passing excellence. 

Loaded with the latest 

type of progressive- 


burning powder. 13 
loads. 
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in the shot-shell business 


HE order of the day in mer- 

chandising is simplification — 
the trimming down of lines of goods 
to the profitable items. Builders’ 
hardware, cutlery, paint and other 
lines have already been greatly 
simplified. 


Now simplification with its man- 
ifold advantages has been applied 
to another line where it was sorely 
needed — the shot-shell line. A gen- 
eral house-cleaning has resulted in 
the US Simplified Shot-Shell Line. 
This line consists of about four 
hundred loads instead of the usual 
four thousand. 


Only the live items — the profit- 
makers — have been retained. At 
the same time the US Simplified 
Shot-Shell Line is complete. It con- 
tains a range of loads for every 
purpose —in fact, the vcry loads 
that are most popular with shooters 
generally. It includes a shell for 
every purse. It provides for the 
specification of standard powders. 
It has in it a No. 2 Smokeless shell 
and also a group of long-rangeloads. 


Reducing selling expenses, low- 
ering overhead, requiring a smaller 
investment, the simplified line is the 
profitable line for the dealer and 
jobber. At the same time, it is a 
means of effecting economies in 
manufacturing that should lead to 
lower prices and larger future 
profits. Something substantial in 
this direction has already been ac- 
complished. Nearly three hundred 
of the four hundred loads in the US 
Simplified Shot-Shell Line are of- 
fered to dealers at reduced list prices. 


You have been waiting for a simplified 
shot-shell line. Here it is. Ask our sales- 
man or your jobber’s salesman about it 
or write us for full particulars and price 
list. You will be interested, too, in the 
big advertising campaign that is going to 
speed up the sale of the three shells — 
Climax, Defiance and Ajax Heavies— 
which constitute the US Simplified Shot- 
Shell Line. 


UNITED STATES CARTRIDGE CO. 

111 BROADWAY + NEW YORK 
General Selling Agents: National Lead Company, Boston, 
Buffalo, Chicago, St. Louis, Cincinnati, San Francisco; 
United Lead Company, New York, Philadelphia; James 
Robertson Lead Works, Baltimore: Merchants Hard- 
ware Specialties, Ltd., Calgary, Alberta, Canada; Fraser 
Company, Montreal, Canada 


Simplified 


SHOT-SHELL LINE 
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| ( —even greater VALUE ) 





\ 
‘ we 
New beauty, new and finer performance, value. It offers performance which cannot ) 
_% new convenience of operation—alltofurther be surpassed yet, due to fundamental econ- 
, confirm Bee-Vac's position as the pinnacle omies in selling, it is priced $10 to $30 
of electric cleaner value. under comparable cleaners. 
y For 16 years the organization back of the If dealers have found keen satisfaction et 


in offering the Bee-Vac to their trade—that 


Bee-V ac has bent every effort to the produc- 
satisfaction will now be greatly accen- 


tion of an unusual electric cleaner value. 


* <* 
; : . Now, with the confidence of over 12,000 tuated. Dealers will have the assurance : 
. Ch alert dealers, with over 400,000 Bee-Vacs__ that the makers of Bee-Vac are continuing . - 
e <Z in use as proof of correct design and quality that same spirit to excel which has guided y 
Ee ey construction, and with a great new factory, all their many pioncering efforts. Os 
ig one of the finest and largest devoted to The Bee-Vac is being nationally adver- + 
: arn, Y electric cleaner making, the time has come ised monthly to over eight million women. Y BAS 
ee to emphasize Bee-Vac’s wonderful value. Pealers who are not yet handling it, will Om 
a The new Bee-Vac, perhaps even more be interested in our proposition. Your cor- |, Sn 
ex Cc than former Bee-Vacs, offers unprecedented _respondence is invited. ~), a 3) 
“ BIRTMAN ELECTRIC COMPANY, Depr.D-143 4140 Fullerton Avenue, Chicago ek 
A ‘fi —~ 2 ' 
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BEE-VAC Features 


Greater beauty—New purple bag is made 
of a handsome, lustrous material. 
New double bag—Even better protection 
against the escape of dust and germs. 
Improved bag clamp—Compression spring 
clamp—easier to attach and detach; 
neater in appearance. 

Motor refinements—More power for even 
greater suction. 

Attachment prices lowered—Now retail at 


$7.50, instead of $9.50. it 
BEE-VAC retail rice 944.50 7, 


BEE-VAC 
Electric Iron 


Sells easily eo De of its 
energy-saving #¢7/te 
handle. Retail price, $5.75 
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MOVING DAY 


We are moving to a new location where we will have ample space to 
take care of the constantly increasing demand for 


AL. FOSS PORK RIND MINNOWS 
and AL. FOSS EASY CONTROL REELS 


We are equipping it with modern machinery and will have one of the finest 
plants in the fishing tackle industry. 

We have always taken pride in our promptness in filling orders and kindly 
ask you to bear with us if we fail to function in deliveries as we have in the 
past, as a result of our moving. 

You can be assured of prompt service and at the same time give us a helping 


hand by looking over your stock at once and anticipate your future require- 
ments which will leave us free to get our new plant in working order as 


quickly as possible. 
Thanking you for the patronage that has caused us to move to larger 


quarters, I am, 
Yours truly, 


AL. FOSS 


Originator, Patentee and Manufacturer of the Pork Rind Minnow 


Cleveland, Ohio 
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GUN IMPLEMENTS 


With the First 
Suggestion of Those 
Crisp Fall Days 
Come Trooping 


HUNTERS and TRAP-SHOOTERS 





OCTOBER 
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“Everyone who sees our 
TAYLOR-TOT praises it beyond “I wouldn’t sell my TAYLOR-TOT 
words, also our doctor says it is for any money, if I couldn’t get an- 
the finest thing for the baby.” other.” 
“TAYLOR-TOT is the most “TAYLOR-TOT is the 


wonderful article I ever bought only practical Baby 

for any of my eight children.” Walker I have ever seen 
and I am telling all my 
friends to get one for 
the sake of their baby’s 
health and happiness.” 





An “out and out” SELLER 


*—And these parents’ testimonials 
lay bare the reason 


TAYLOR-TOT is breaking dealers’ sales records every day— 
a fact that is not surprising when you consider each of the 
several hundred thousand owners is an active booster. 
Every mother of a baby between the ages of 6 and 12 months 
in your city needs TAYLOR-TOT and our national advertis- 
ing is making them want this famous combination, (1) Baby- 
Walker, (2) Go-Cart and (3) Coaster-Car. 

Right now you are having requests for TAYLOR-TOT that 
can be quickly turned into profitable sales. Ask your sales 
people it—then order a sufficient quantity to prove to your 
own satisfaction that TAYLOR-TOT is the sensation of the 





Important Construction Features wheel-goods business today—direct from us, as TAYLOR- 
TAYLOR-TOT seat is adjustable in Height— TOT is not sold through jobbers. 

always just the right size for baby. No 

cramped or strained positions. Prices F.O.B. Cincinnati 

0 hag Se tee ET 00-66» 60.0.5 ables 0 O0'een $40.00 per dozen 

to the slighest push from baby’s feet. Rubber BERCE TE «OID. 6.6 o 6 cic ccvccves 7.50 per dozen 

bumpers, front and rear, protect furniture. (Less 5% for ordeys of 6 dozen or more) 
TAYLOR-TOT is first a Baby-Walker, then a Advertised retail price $4.95 for TAYLOR-TOT 

gg BI ge may GB og $1.00 additional for TAYLOR-TOT Tongue — 


thru simple adjustments a 4 wheel Coaster- 
Car that steers. In these capacities it will 


serve baby from the ages of 6 months to over Mféd. by THE FRANK F. TAYLOR CoO. 


3 years. 


Absolute safety is assured by TAYLOR-TOT ae ° ° 
mn go Arrangement of wheels, Reed and Norwood, Cincinnati, Ohio 
slant of seat board, construction o ack rest , : 
and supporting ring—all play a big part. osmium — ay . ™ ten Brsage mg ‘ 
, _ . astern Sales Co. e Metropolitan Furn. g. Co. 
S Sean te aeons ee ai gor 41 Union Square, New York, N. Y. 1017 Folsom St., San Francisco 
all babies. 
The Collapsible Wood TAYLOR-TOT Tongue *Nam es on request 
* 


opens new avenues of usefulness to parents as 
a convenient means of pulling TAYLOR-TOT. 













» Specialist:# 


TAYLOR-TOT is fully protected by United 
States Patent No. 1492202, Canadian Patent No. 
242793, and other Patents Pending. Any in- 
fringement will be prosecuted. 
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Mi Club and I have 


been partners for over 
Twenty Ye Carsy 


September 10, 1925 








DURABILITY 


MACGREGOR. GolfClubs 
have Quality ~ and hold tt / 
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EALERS who are looking with a clear 
vision into the future, like to sell 
products which have inherent quality—and 
that hold it through the years. This is why 
the trade has always appreciated that the 
MACGREGOR line is a good one to tie to 
—for they know it.represents quality that 
endures. 

It is not nearly so uncommon as one 
might imagine, for us to get letters from 
golfers reading something like this:—“I 
have two of your clubs, a driver and a 
mashie, which I should like to have 
duplicated as nearly as possible. I bought 
these two MACGREGOR clubs about 
twenty-five years ago, and they are pretty 
near perfection in length and weight and 
balance and ‘feel’. But I know that you 
have developed many improvements in 
your later models—and these faithful old 
clubs have well earned a rest.”’ 


Perhaps they’re not all worded exactly 
that way—but that’s the gist of all of them. 
For always—during more than a quarter of 
a century—the constant ideal in our plant 
has been to build into each club such qual- 
ity as will endure through the years. 

The result is that MACGREGOR Clubs 
have achieved a reputation for durability— 
the kind of products you like to sell, and 
the kind your customers are proud to 
possess. 

There are important patented features 
and certain exclusive materials used in our 
Special Face Clubs today—which make 
these improved mbddels just as durable as 
those first clubs of old which were fashioned 
with such loving care by MACGREGOR 
Golfer-Workmen, who have always been 
golfers as well as skilled craftsmen. 

If you are not now a MACGREGOR Dealer— 


but would like to be—write us for our proposition. 


The Crawford, McGregor & Canby Co. 


Established 1829 


Dayton, Ohio 








MACGREGOR > 








‘MAKE RECORDS WITH 1] MACGREGO RS 
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Inside Dope for 
Fire Arm Salesmen~ 


OST all you fellows know 

Colt Revolvers and Auto- 
matic Pistols by sight. But it 
takes more than a passing ac- 
quaintance to register sales suc- 
cess. You know that. 


Many a man who can tell a Colt when 
he sees it, can’t tell what to tell a cus- 
tomer about a Colt when he’s selling it. 


Everybody knows that Colts are the 
world’s outstanding fire arms; but you 
have to know the outstanding features 
that make Colts stand out. 


Here are X-ray views of Colt Revolver 
and Automatic Pistol intestines. It’s 
what’s inside a Colt that makes it un- 
necessary for the buyer to look out. He 
‘“‘can’t forget to make a Colt Safe.”’ 





These safety features are 
the biggest forward step 
in fire arm making since 
Sam Colt whittled out 
the first revolver model, 
back in 1830. 


That’s why every fire arm salesman 
should be hep to the “innards” of a 
Colt, like a veterinary knows the in- 
ternal anatomy of a full-grown nag. 


Say the word and we’ll dissect Colts for 
you edification—and profit. Address: 





COLT’S PATENT FIRE ARMS MFG. CO. 
HARTFORD, CONN. 


or 







Phil. B. Bekeart Co. 
Pacific Coast Representative 
717 Market St. 
San Francisco, Calif. 





THE ARM OF LAW AND ORDER 











Hagen Mashie 
Tron. 
Stocky, sturdy, 
popular — possibly 
the most useful 
single club. Hagen 
often uses it as 
many as twenty 
times in a round. 
A fast seller, 


Grand Prize Mashie 
No. 7. 


Short blade, 
fairly deep face. 
Unexcelled for the 
fairly long pitch 
and in light rough. 
Every bag needs 
one, 


Grand Prize Mid- 
Iron No. 3. 

Long blade, 
medium deep face. 
A common sense 
mid-iron for the 
long one-shotters. 
A popular number. 


Grand Prize 
Mashie Niblick 
No. 24 

Large head, 
deep face. well 
lofted. Highly 


recommended for 
the high pitches 
and shallow’. trap 


work. In great 
demand. 














‘ 
\ 
‘ 
‘ 
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A Pitch— 
and a Putt— 
and a Profit 


The profit is yours— 
if the clubs are rigAt. 


Burke golf clubs— 
from the famous Golf- 
rite line to the Auto- 
graphed models and the 
reliable Grand Prize 
models in woods and 
irons—are expertly made 
of the finest second 
growth hickory and care- 
fully designed heads. 


They give a double 
value—one to the pur- 
chaser in the form of 
clubs that get results. 
The other to you in the 
form of fast moving 
merchandise that allows 
a liberal profit. 


Stock and sell Burke golf 
equipment if you wish the 
reputation of handling 
the best. Catalogs and 
prices on request. 


The Burke Golf Co. 
Newark, Ohio 


PRIZE 





no UB 
BURKE 
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Viking All - Steel Coaster 
(No. 40),—a strong, sturdy 
Steel Coaster with non-de- 
tachable box, heavy °%”’ roll 
and one inch tires at an un- 
usually low price. 
Not a substitute for such popular num- 
bers as our Champion All-Steel Flyer, 
Blue Streak All-Steel Coaster, Red Bird 
and Fire Fly Steel Coasters. The Viking 
merely completesourSteel-Coaster Line. 


Soe 
(Pee ee eo See ae 


Our production of a complete line 
of steel Coasters—eleven different 
numbers in a complete range of 
sizes and prices, all of one high 
standard of quality—makes possi- 
ble this outstanding number at the 
price quoted. 


Your Jobber will have them. 


The Toledo Metal Wheel Company 
Toledo, Ohio 








De/ Vertes, 


Dae ta camecMtae 


Non-Detachable Box, 

Bottom Seamed in, 

Full 5g” Roll on Top, 

5¢” Half-Roll on Bottom, 
9 1” Non-Skid Tires. 
SRS, ER ore a 
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Three Items a sare Have! 


“Round the World Flyers’’ 


An exciting, interesting game, based on the 
“Round-the-World Flight” of the U. S. 
Army _ Aviators. Indestructible metal 
board; 16% in. square; beautifully colored. 
4 aeroplanes included. Checker board on 
reverse side. 











**The Motor Race’’ 


An amusing game for little folks. A real, 
exciting race over a wr speedway. In- 
destructible metal board; 16% in. square ; 
beautifully colored. Six automobiles in- 
cluded. Checker board on reverse side. 


Write for Cata- 
log No. 3 show- 
ing the full 






- - - 


AEROPLANE RACE 





“Sandy Andy” 
VACUUM CLEANER 


: 
The first practical toy vacuum cleaner. Picks up 
dust and papers. Stands 28% in. high. Beauti- 
fully finished. | 
. 


WOLVERINE SUPPLY & MFG. CO. 


Factory at Pittsburgh, Pa. 
New York Office: 200 Sth Avenue 
Koom 406 Gramercy 3453 
























CROWN 


Trade 





Most Com- merical 


plete Line THE LINE BEAUTIFUL 









in America 





‘Known Around the World’’ 













autemebties Among the many triumphs . 
Velocipedes American Juvenile Vehicles 

Coaster Wagons have meee ee ogy more B O 
Express Wagons outstanding than the success t 

Scooters . of the American Coaster oa ars 
Pedal Bikes Wagon family which is out- 

Hand Cars | selling all others. 


Crown Brand on a boat 















Tricycles : 
Doll Cabs The kids prefer them ‘ 
Ete. and dealers know it. oar means perfection 


and quality. It means 
sales for you and satis- . 
faction for your cus- ( 
tomers. [ 








Ask your Jobber or 
Write for 1925 Catalog 



























Write now for infor- 
mation and prices. 









Manufactured by 
DE GRAUW, AYMAR & CO. 


Established 1827 


34-35 SOUTH STREET NEW YORK 
FACTORY: PLAQUEMIND, LA. 
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Double Your Harmonica Sales 
With This ‘‘HOHNER Boy” Display! 


ERE, at last, is the popular har- 
monica display assortment that will 






50 Per Cent double your harmonica sales, create new 
Profit customers and produce steadily growing 
for You profits for you the whole year ’round. 

9 


Dealers in every city, town and village 
have found that it pays to tie their stores 
to the big, national advertising campaign 
for Hohner Harmonicas; and this attrac- 
tive “Honner Boy” Display is proving 
extremely popular because it stimulates 
sales wherever shown. 


Millions of people in every part of the 
country are reading and responding to 
Hohner advertising which is now appear- 
ing in leading magazines and newspapers. 
They are urged to “go to your dealer and 
ask for the Free Instruction Book”; and 
when they see this attractive display on 
your counter, every request will mean a 
sale. 


The “Houner Boy” Display is one of the 
. most attractive dealer helps ever pro- 
HB A iyi | duced. The figure of the typical Amer- 
+ alt Te bs ican boy is life size and was reproduced 
“ee | from an original oil painting by eight- 
color lithographic process. No one who 
sees it can resist the invitation to “Play a 
Hohner Harmonica.” The more conspic- 
uously it is displayed the more sales it will 
make. 


This No. 425 Assortment consists of a permanent 
display card, 31 inches high by 15 inches wide, 

BS with a patented easel that may be adjusted in- 
es stantly. Mounted on the card are twelve assorted 
i genuine Hohner Harmonicas to retdil at 50c each. 
The price of the assortment complete is $4.00 


““Hohner Boy” Harmonica Assortment No. 425 —_and your profit is 50 per cent. Order from your 
jobber today or write direct for further details. 


M. HOHNER, Inc., Dept. 66, 114 East 16th St., New York 


Canadian Address: Hough & Kohler, 468 King Street, W., Toronto 


Mr. Dealer! 
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YOUR COUNTER SPACE AND 
SHELF SPACE AREWORTH MONEY 
—AND WE KNOW IT. You can’t 
clutter up your sporting goods department 
with a lot of slow moving tackle and 
hunting equipment. Rapid turnover is 
what counts and that’s just what will 
happen with these leaders in the Outing 
line because they’re— 


Lures Your Fishermen 
Customers Will Snap Up 


New and entirely different—hollow bodies of 
indestructible metal, made by a process devel- 
oped by this company which gives them the 
actual form of a live minnow,—all the advantages 
of live bait—none of the disadvantages. 


The throat piece 

gives them a dart- 

ing, wobbling ac- 

tion, rolling over 

me Si jus 

PIKY-GETUM on one side just 


Supplied with treble, double or single like a hurt minnow. 
hooks % colorations. Weight one-half 
OZ. Price ee. 


Fish are cannibals but they re lazy cannibals and crippled 
minnows are lunch for them. 

And on metal the celluloid enamel colorings flash like the 
sheen of a live minnow. Form—action—appearance in 
the watcr—all duplicating the live minnow. They're a 
great pair for bass, muskies and pike. Your customers 
will say just what other fishermen are saying and you ll 
find Outing lures will pay you well for the space you give 
them 


The Feather Getum 

[u-Getum, Porky- ey >—~ 

Getum and Bucky- 

Getum are good 

companions of the BASSY-GETUM 

Piky - and Bassy- Supplied with treble, double or single 


: hooks. i colorations. Weight ™% oz. 
Csetum. ice Oe, 


Metal Decoys Fold Up Flat 


Outings folding metal decoys give 

full body view from any angle, yet 

fold up into small space. Duck, 

goose, snipe, crow and owl. Ac- 
cise anes al curately colored with overlapping 
Aluminum and Steel coats of celluloid enamel. 


The Outing line includes lures, steel 
rods, with or without reels, tackle 
boxes, landing nets, decoys and 
other outdoor equipment. Let us 
send you folder, showing these 
items. Your jobber doubtless has 
them in stock. If not order direct, 
giving his name. 


Outing Mfg Co. 


576 Jackson Blvd. Elkhart, Ind. 


Duck Decoy 


Goose (folded) 











No. 181— 
Boys 


No. 183— 
Girls 


No. 185— 


Juvenile 


The correct slant on the 1926 
Jobber:..i.: skate business shows that 
| it will be one of the biggest years 

ever. Get your share by ordering now. We are 


backing YOU with a national advertising campaign 
on the 


Famous ‘‘Chicago’’ 
Rubber Tire Roller SKates 


Dealers who think twice will order now for the bigger 


Xmas and Spring trade. 


Chicago Roller Skate Co. 
4454 W. Lake Street CHICAGO 

















Bells and Bell Toys 


For 
HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 


East Hampton, Conn. 














WINSLOW'S 
Skates 


are a real asset to any live dealer who 
wants to sell real skates that have had 
a real reputation for 70 years. 


Do you want catalog and prices? 


The Samuel Winslow Skate Mfg. Co. 


Worcester, Mass. 


























Big Profits 








in Small Space 


A year ago the Congoleum Sales 
rack was an experiment—today it 
is helping thousands of hardware 
dealers and other Congoleum dis- 
tributors to bigger and quicker 
Congoleum profits. 


Think of it—a whole line of floor- 
covering displayed in less than 6 
square feet of floor space. 


The beauty of Congoleum Rug pat- 
terns and their rich coloring always 
have attracted favorable attention. 
In the display rack their selling 
a . valueis greatly in- 
creased. And the 
whole Congole- 
um story is seen 
at a glance! 
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Though of sturdy construction, the 
Congoleum Sales Rack weighs less 
than 150 lbs. It is readily portable 
and can be located and relocated 
at will—in the window, near the 
doors, at the entrance to the house- 
furnishing department, etc. It is a si- 
lent salesman, which invites inquiry 
and saves time and effort in bringing 
prospects to the point where your 
salesman can quickly close the sale. 
Many hardware dealers have writ- 
ten us that this rack has doubled 
their Congoleum turnover! 


Yet this splendid fixture—good for 
a life-time of hard, money-making 
service —costs you only $15.00—a 
small sum compared with the extra 
sales and profits it helps to make. 


Send for Circular Telling All 
About This Money - Maker 
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GOLD SEAL 
GUARANTEE 


SATISFACTION GUARANTEED 






















Greatest Sales Rack 
Ever Invented — 


“Yours for *15 


Check over these features and you'll see why hardware 
dealers are enthusiastic about this sturdy rack. It’s a busi- 
ness getter—a bargain at double the price. 









Eighteen room-size rugs can be displayed in this 
rack, patterns and borders of each visible. 





Substantial lock bar swings down to permit re- 
moval or addition of rugs. Handsome gold letter- 
ing and seals provide striking contrast. 








Pockets for color folders welded to the uprights at 
each end of the rack. ‘“Take One” lettered in go 
on each. Folders supplied free. 
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Edges are ‘‘rolled-in" to eliminate scratching the 
rugs. Your goods are protected in every way. 


Built to last a life-time! Frame is of heavy steel. 
Uprights of No. 20 gauge steel—63 x 15 inches— 
rigidly reinforced by two heavy steel bars and two 
steel ‘“‘sway-braces.” 





scratching, non-chipping, olive-green enamel— 
thoroughly baked on. 


Platform for rugs is of No. 16 gauge steel—back- 
tilted at a slight angle to prevent rugs falling 
forward. 


Base is of heavy steel, with provision for fastening 
to the floor, if desired. Seals and lettering are of 


gold. 

Less than 6 square feet of floor-space is required 
for this rack, which is 4 ft. 6 in. wide by 15 inches 
deep at the base. 


Se 


6) Entire rack is finished with two coats of non- 
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~ Only *15% 


F. O. B. our nearest warehouse. Shipped crated. 
ross weight 150 lbs. 
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You need this Sales Rack! Any of our offices will 
gladly send you an interesting folder describing 
how it is making extra profits for other Congoleum 
dealers. Write today! 


CONGOLEUM-NAIRN INC. 
Philadelphia New York Chicago Boston Pittsburgh Dallas 


Cleveland Kansas City San Francisco Minneapolis Atlanta 
New Orleans Montreal London Paris Rio de Janeiro 
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ways level. Rocks forward 
and backward. Adjustable 
for children up to four vears old. 


1 ROCK-A-TOT. Seat al 
. 





PEDAL-BYKE. Triple 

2 strength steering post. 

° Safety guard to keep front 

wheel from turning sharply and 
tipping over. 


\ 





TRAIL-O-WAG. A tiny 

3 wagon strong enough to 

© hold a grown-up. Fitted 

with Mengel Ply-Wood wheels. 
Won't scratch polished floors. 
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| PLAYTHINGS 


My) 
Here 









PUT these attractive Mengel 
Playthings in your 
stock. They won't stay there 
long! 

Each one is bright, catchy and 
attractive. [hey are proved favor- 


ites that children love. Quick, 


- sure sellers that bring quick, sure 


profits. 

Like all Mengel Playthings, 
they are remarkably well made. 
Their sturdy, sound construction 
and their absolute safety make 
them appeal strongly to parents—- 
and any parent can see that they 
give good, honest, dollar-for-dol- 
lar value. 

There’s a mighty fine profit for 
you in every Mengel number. 
Get our catalog showing the com- 
plete Mengel Line. Write for it to- 


day. 


The MENGEL COMPANY 


INCORPORATED 
LOUISVILLE, KY. 


Mengel Playthings on display permanently at 
860 Broadway, New York City 


45 


are six numbers that will 
hurry out of your store 





MENGE L COASTER 

4 JUNIOR. The _ super-safe 
© speed wagon. Extra strong. 
Scientifically braced. Ball bear- 


ings, rubber tires and specially 
constructed steel disc wheels. 





with demountable slatted 

sides. Fine to play with 
—it holds so many toys. Has 
Mengel Ply-Wood wheels. that 
can't scratch. 


5 HAY WAGON. A wagon 
* 





duction of a real speed 

boat. 14% and 18 inches. 
Genuine mahogany hull. Brass 
fittings. Unsinkable. Motor runs 
200 feet at a winding. 


b MOTOR BOAT. A repro- 
7 


Mengel Playthings 








Famous for Accuracy 


and Hard Hitting 










Model 43-A 

12 gauge, Hammerless 
Made in 20 gauge 

Model 44A 


How Are Your 
Skate Sales! 


If you are not getting your 
share of roller skate busi- 
ness, stock KoKoMoS. The 
youngster of today prefers 
KoKoMoS, with their truss 
frame construction, “rocking 
chair” movement and self- 
contained ball-bearing 
wheels. 


Consistent advertising in ju- 
venile publications carries 
the KoKoMo message to chil- 
dren in your community, who 
recognize KoKoMo points of 
superiority and distinguish 
them by the RED DISC ON ~ 
THE HUB. 


Why not cash in? 


KOKOMO STAMPED METAL CO. 


KOKOMO, INDIANA 
Write today for the KoKoMo 


catalog on roller and ice skates, 
games and toys. 


THE MARLIN FIREARMS COMPANY, 
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Give Them the Gun They Want 












HE Marlin, greatest game gun, delivers every bit of pat- 
tern and penetration they load in the shells. Your 
shooters know its fame and want it. 

Sell the guns the shooters want, that pull down the 
long shots and take the trap prizes. Stock the full Marlin 
line—super-accurate, hardest-hitting Shotguns and Rifles. All 
Jobbers. Write us for Catalog. 


145 Willow Street, New Haven, Conn. 












— Send for Sample 
Rubber Ride-A-Way 






~, Quick Sales—Repeat Profits 


Send no money, but order a sample RIDE- 
A-WAY to be delivered through your jobber. 
Price for sample is $3.15 and it may be 
returned for full credit if you are not con- 

tinced that it is an unusually quick 
selling profit producer. 


Painted a beautiful cherry red with 
ivory stripes. Indestructible, because 
made of heavy sheet steel. Steel disc 
wiieels with cold rolled steel axles. 
Electric welded. Heavy rubber tires. 
Big production on this specialty enables 
us to produce a wonderful value for 
low cost, thus insuring a good profit for 
you. Sells on sight all year round with 
many reorders. Send us sample order 
- yout jobber—we guarantee satis- 
action. 


JMETALCRAFT CORPORATION 


4127-33 Forest Park Bivd., St. Leuis, Me. 





















World and National 
Champions who 
Have Won on 


Northland Skis 


—Anders Haugen 








— =_— And many others = 
[IA A M6] re ag 
& :@: :e@: ski to stock. 
l ; —I} NORTHLAND SKI MFG. CO. 





World’s Largest Ski Manufacturers 
22 MERRIAM PARK ST. PAUL, MINN. 




















THERE IS ONLY ONE 
" Folding WATCH 


FOR 33 YEARS THE RECOGNIZED STANDARD | WARE AGE 


ORDER EARLY.  GoLD MEDAL CAMP FURNITURE MFG. CO.. RACINE. WIS 


‘GoLp MEDAL 








for 








Watch the Weekly Market Reports 
in this paper and you'll buy Hardware right. 


Remember mency saved at the buying end is as GRE ATER TOY SALES 


good as money made at the selling end. 


timely hints 
on 
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) WD ) ~Ky a each nae seri ~~ pl i, 
Locomotive No. 8 Locomotive No. 10 Locomotive No. 251 
This 1 ° “li is A. A he N “yy; ” ° — ° 667,99 
fae te rte: Aen te 4 untddcimnrenn ee 
Super Motor. It is the very last word in With its Lionel Super Motor this locomotive de- and closely resembles the most modern 
model locomotive construction. velops extraordinary hauling power. types of electric engines. 
= 
— 3 
? « 
—and Lionel Leadership Goes On 
N 1900 Lionel began the manu- Look for These LIONEL 
facture of built-to-scale MODEL 
Patented Features 


Electric Trains and Railroad Ac- 
cessories. 

First in the field, Lionel has re- 
tained and increased its Leadership 
during the past 25 years by pro- 
ducing each year new fast selling 
outfits and accessories—models of 
Mechanical and Electrical Perfec- 
tion. 

The three model locomotives 
shown above are typical of Lionel’s 
1925 innovations. Many. new pas- 
senger cars have also been added. 

Do not fail to see all of the mar- 
velous additions to the Lionel Line 
for 1925. 

Look for the patented features in 


Inserted panels in doors and windows of 
cars and locomotive bodies, which give 
great strength and add real detail to con- 
struction. Far superior to representing 
these details by lithographed process on 
tin. Patented July, 1918. 

Inserted etched brass plates in locomo- 
tive bodies. Patented July, 1918. 

A perfect die-cast wheel with nickeled 
steel rim over the tread—insuring accu- 
racy and long use. Patented April, 1923. 

Removable motor brush holder. Pat- 
ented May, 1925. 

Self-feeding brushes. Patented Feb., 
1922. 

Insulated fibre frogs on switches. Pat- 
ented April, 1925. 

‘“‘Lockon”’ Track Connections. Pat- 
ented April, 1925. 
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Lionel Trains. The right to sell — -nnomeng Headlights with individual switches and 
f . green and red transparent side panels. 

Model Electric Trains and Acces- Patented April, 1925. 
sories embodying these novel ideas a eS oe Automatic Train Control—the only de- 
is exclusive with Lionel, and viola- Centrale the Operation of vice that automatically controls the oper- 
oe Sree ation of the train. Patented August, 1917. 


tions of these rights will result in an sis 
e greatest achieve- 


ment in model railroad 


infringement action. Dealers are iaiiliccden. anaes The LIONEL CORPORATION 











. D4 t trai ic. 
liable for any damages sustained by i neo ieteetean Entire Sixth Floor 
w ful realisti ail- ~e 

reason of the unlawful sale of pat- | raducvicesintheLionei | 48-52 East 21st Street, New York City 
ented articles in the same way that Line of Accessories. Western Coast Offices, Display Rooms and Service Station 
manufacturers are liable for dam- 788 Mission Street — 

a San Francisco, California 
ages arising from the manufacture M. SWEYD, Representative 
thereof. THE COMPLETE LIONEL LINE Always on Display 


NOW IS THE TIME TO WRITE FOR THE LIONEL DEALER PROPOSITION 


BLEECRIC TRAIN 8 











































































Model 330 Double 
Barrel Hammerless 
Shotgun in 12 ga.— 
16 ga.— 20 ga. and 
-410 ga. 


Quality and low price can 
be secured by large volume 
production. Here is re- 
markable gun value for 
$27.50 retail because it is 
made by Stevens—the 
largest manufacturers of 
Shotguns in the World. 


The 330 Stevens double gun has a se- 
lected Black Walnut stock and fore- 
arm, that are deeply checkered and 
beautifully finished; barrels and breech 
mechanism are perfectly fitted. It will 
give the same service in safe, accurate 
shooting qualities as any Shotgun re- 
gardless of price. 


Even those sportsmen who have se- 
lected their arms by high price influence 
to secure the best, and whose preju- 
dices are hardest to overcome, are 
today buying Stevens firearms because 
of their fine finish, reliability and 
moderate prices. 

Single Shot Rifles Double Barrel Shotguns 
Single Barrel Shotguns Repeating Shotguns 


Repeating .22 cal. Rifles Pistols 
Telescopes and Accessories 


J. STEVENS ARMS COMPANY 
Chicopee Falls, Mass. 
Owned and operated by Savage Arms Corp. 


STEVENS 


61st Year—The Largest Manufacturers of 
Shotguns in the World 


Send your new catalogue giving selling points on Stevens arms to: 
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Dependability % 


Seegeeenrpeeeeese eee aeeeeaeeaawans = 
J. STEVENS ARMS COMPANY, Dept. No. 348 Chicopee Falls, Mass. | 
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| Nothing Else Like It 


GO-BOY 
SPEED CAB 





A Hit! 






GO-BOY 
SCOOTERETTE 














can I buy them & 


Folks keep asking us in scores of letters 
we receive from GO-BOY national 
consumer advertising 








ROM the very start, each ad in GO-BOY’S 
sales-producing national consumer adver- 
| tising campaign has brought an unusual num- 
ber of inquiries. Tremendous buying inter- 
est is being stirred up by these remarkable 
health-building playtoys—every youngster 
wants at least one GO-BO Y—and parents are 
buying NOW. | 
GO-BOYS embody unusual construction, un- 
usual merits, unusual appeal to kiddies and 
thinking parents—play toys on which your 
competitor cannot substitute! 
Put them in for PROFIT—THEY SELL. Get your 
share of the good Fall 
| business—wire or 
write your nearest GO- 
BOY distributor — or 
us—for prices, details, 


etc. : 
Do it today! 























GO-BOY RACER 


GO-BOY BIKE GO-BOY Spring SCOOTER 


The GO-BOY Corporation 


602-S Caxton Bldg., Cleveland 
NEW YORK OFFICB: 7 East 17th Street 
DISTRICT REPRESENTATIVES 


_ WASHINGTON: Globe Wholesale & Distributing Co., Inc., 423 K_ St., 


\.W. COLUMBUS: H. H. Ashmead, 421 Clinton Bldg. KANSAS CITY, 


| MO.: Reese & Penny, Orear Leslie Bldg. DENVER: G. E. Dalton Oo., 173 
| Arapahoe St. SAN FRANCISCO: G. E. Dalton Co., 180 New Montgomery 


St. LOS ANGELES: G. E. Dalton Co., 747 Warehouse St. SEATTLE: 


1. D. McLean, L. C. Smith Bldg. SAN ANTONIO: ©. V. Millard, 239 


W. Huisache Ave. NEW ORLEANS: A. J. Schnaider, 209 N. Rochblave St. 
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Janesville 
Sturdy Steel Coaster 


If there ever was a coaster built to stand the 
slam bang of a regular boy in action, it’s this 
Janesville Sturdy Steel Wagon. Show it to 
any boy and see his eyes light up with the de- 
lightful anticipation of his actually owning it. 


Order from your jobber 


JANESVILLE PRODUCTS COMPANY 


Janesville, Wisconsin 











Quality Wins 
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Beware of imitations 





TELL YOUR JOBBER . 
You Want More Hoppe’s No. 9 


E has been supplying you for Summer trade only. 
The Hunting Season is here now—you'll need more 
and more Hoppe’s No. 9. Every shooter should buy it. 


Don’t wait! 


Get it in and out on the counter—plenty of it, in its free 
counter display cases. Put up the handsome display 
cards. Every hunter needs it every time he goes shoot- 
ing. Sell it right along with every sale of ammunition. 


Cleans all firearms right, prevents after-corrosion. For 
more than 20 years the one reliable solvent for every kind 
of primer and powder residue, also dissolving leading and 
metal fouling. Recommended by Uncle Sam. 


—_| = . L * e ° .— 
NepP rs They Need Hoppe’s Lubricating Oil HOPPE 
[UBRICATINg &“ ATING 
ren All your shooting customers need Hoppe’s Lubricating Oil for the work- rt 
ing parts of gun or rifle, revolver or pistol. Costs no more than harmful 
substitutes. A pure lubricant of highest viscosity, refined for the best pos- ee mc 
sible service in fine mechanisms. Excellent also for cleaning and polishing. DCYCLES, FISHING REELS. 


Like No. 9, the Oil also is supplied in a handsome colored counter display tare shea ows 
case, with display card enclosed, when bought by the dozen. 


All leading Jobbers. Write us for free folders. 


FRANK A. HOPPE, Inc. 








Sa Pa. 


2314-H No. 8th Street 
W. Simon, Inc., L } / L. Bowlds, Mason Opera 


Ed. 
Representatives: 258 Broadway, New York an Bidg., Los Angeles 
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screw drivers for every purpose 





The Stanley line of screw drivers is 
complete. In it you will find a size 
and style to suit every screw driver 
need. All are typical Stanley quality 
—good for years of faithful service. 


The Stanley Rule & Level Plant —n 


THE STANLEY WORKS, New Britain, Conn. (3 roo! iJ 


New York Chicago San Francisco Los Angeles Seattle 


- STANLEY 
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Irwin makes a complete line of sets from which the 
Home, Handy and Carpenter sets have been chosen 
as the most representative selection to meet the set 
requirements of the greatest number of buyers. 
These positively are the sets on which the bulk of 
the demand centers. 


For window trim orcounter display~hese sets are great 
sales provokers. They make one of the finest, most at- 
tractive displays that a hardware merchant can make 
in anywhere near the small amount of space required. 


The three sets are all that are needed—we'll gladly 
send you counter cards to go with them. Just try 
merchandising sets in this way—the margin of profit 
and turnover will prove to you that it is worth while. 


THE IRWIN AUGER BIT CO. Wilmington, Ohio 
‘Largest Makers of Wood-Boring Tools in the World” 


EUROPEAN AGENTS: MARKT & HAMMACHER CO., 193 West Street, New York City 


The RWINBit 


REG. U.S. BAT. OFF. 


COMYAN: 


























HARDWARE AGE September 10, 1925 


What One Dealer Has Done 


Take any one of the examples shown here—consider the : 
size of the town and the number of homes, and compare 
these figures with the actual sales made by the Sunbeam 2 
Dealer. Then you will appreciate the sales possibilities of 
this wonderful heating device in your territory. 
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Cald 274 in Twa nths Time 
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In Wallins Creek, a little town of*less than 1,500 people, 
G. J. Hatcher & Company sold 24 Sunbeam Cabinet Heaters 
during November and December, 1924. They started 1925 
with an order for 50 more. 


Zanesville Buys 99 in 3% Months 


An average of 30 Sunbeam Cabinet Heaters per month 
was sold by the Price Implement Company, Zanesville, 
Ohio. All last fall, newspaper advertising and personal 
selling put this dealer in the car-load class. 








New Bedford Beats the Record 


In four months time our dealer in New Bed- 
ford, Mass., sold 106 Sunbeam Cabinet Heaters 
and started off the new year with another car- 
load. They’ll more than double up in 1925. 








There are two essentials in any selling prop- | 
osition—a good product and an equally : 
food selling proposition. The Sunbeam 
Cabinet Heater makes good on both counts. 


What Thousands Do 


SAY 
j Az Ss 
*. CABINET } 


MADE BY THE LARGEST MAKERS OF HEATING 
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: In towns, large and small, in country districts everywhere, 
Sunbeam dealers have surprised themselves by the volume 
of quick, easy sales they have made in a comparatively short 
: time. We have hundreds of examples like these shown here. 
What these dealers have done you can do! 
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Camp Point, IIl., is a town of less than 1,000 people, 








yet the Sunbeam dealer there, A. C. Boger sold 17 heaters 
from October 16th to January Ist, and then ordered 50 more. 
Mr. Boger did it largely by outside personal selling. 


Another Small Town Makes Record 


“The Sunbeam Cabinet Heater is one of our big profit 
items,’’ says J. A. Parsons of Leipsic, Ohio, a town of less 
than 1,800 inhabitants. Mr. Parsons sold 46 heaters in a 
few months. Newspaper advertising and outside selling 
were by-factors in Mr. Parsons’ success. 
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52 Heaters Sold from October to january 


Knoxville, Tenn., buys Sunbeam Cabinet Heaters by the 
car-load. The King Ayers Company received its first ship- 
ment on October Ist, 1924. They chalked up 52 sales ina 
few months and they’re still going. 





We have just published a new ‘“‘selling book’’ that will 

tell you why these remarkable results are possible. Let 

us send you a copy—without the slightest obligation. 
THE FOX FURNACE COMPANY 


Largest Makers of Heating Equipment 
ELYRIA, OHIO 








Thousands of Dealers Will Do 


‘ 


ec ee SO Se ee Oe 2S Se @ 2 @ ee @ ~~ ew hd 











56 HARDWARE 





AGE September 10, 1925 


Better, Cleaner 
Heat for 
HOMES 

SCHOOLS 
STORES 
OFFICES 
GARAGES 
SHOPS 














An 


Stove 





Oil Burner and Heating 
--in One Complete Unit 








a 





ERE’S something new in heating stoves. 

The result of 14 years’ experience and 
achievement. In appearance, a finely built 
coal-burning heater—but in reality, a mod- 
ern Oil-Burning heating unit; an Oil Burner 
of national reputation and a heating stove, 
built as one complete unit. More heat, cleaner 
and more dependable heat, without the work 
and dirt of coal. 
The Burner is the famous Oliver No. 20. It 
is a fixed part of the stove—buz/t in, solidly, 
not just set in. Hermetically sealed in. 


Stove Built in 3 Sizes—Full 
Nickel Trim 


The “Olco” Oil-Gas Heater is made in 3 sizes 13, 15 
and 17-inch firepots, each providing a flood of heat. 
More than any ordinary coal or wood heater of equal 
size will give. Full nickel trim. Nickeled ornamental 
dome, upper ring, foot rails, base and legs . . . . 
Main body of best grade, rust-proof, satin-blue finish 
sheet steel. 


Gravity Type—Natural Draft 


I-mbodied in this remarkable heating unit are all the 
sound, basic principles of oil burning for domestic 
heating. Gravity type. Natural draft. No motor, no 
moving parts, spark plugs, wiring or electrical con- 
nections. 


Intense Heat—Perfect Combustion 


The new “Olco” automatically and properly mixes the 
exact proportion of air with oil vapor—providing in- 


Request details of the “Olco”’ No. 22—a larger unit 
for commercial installations: Shops, Garages, Stores, 
Lodge Halls, Schools and Picture Shows. 


OLCO OIL-GAS HEATER 








Made in 3 Sizes 
Surprisingly low 
in price! 









Olco Heater No. 219 


tense heat, any degree desired, at the turn of a specially 
designed dial-valve. To light 
the stove all you do is turn a 
valve and strike a match. Oper- 
ates on as little as one pint per 
hour, depending upon amount of 
heat desired and size of stove. 
Has automatic cut-off valve 
neatly concealed in base. 





The famous Oliver 
No. 20 Oil Burner 


Send for Complete Details of This 
Profitable New Heating Unit 


Just as Ol is rapidly replacing coal as a fuel for 
furnaces, Oil is now destined to replace coal and wood 
as a fuel for heating stoves. Add the “Olco” to your 
stove line and you'll find it one of the fastest selling, 
most profitable stoves you’ve ever handled. Comes 
complete with fuel tank and necessary fittings. Write 
at once for complete details and discounts. 


OLIVER OIL BURNER CORPORATION 


L-250 Oliver Bldg., St. Louis, Mo. 


Oldest and Largest Manufacturers of Oil-Gas Burners in the World 
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NCE feel the satisfaction of 
the Vixen file cutting metal 
without great pressure and clear- 
ing itself of filings and you realize 
it cuts time and keeps right on 
doing it. 

The Vixen, made of special alloy 
steel, has a lasting keen cutting 
edge with the proper rake and 
clearance angles that actuallyshears 
the metal instead of just pushing 
it off—and it clears itself of filings 
automatically. Each tooth is indi- 
vidually milled. 


Specify your kinds of filing and 


VIXEN 








CURVED 
TOOTH 


on a VIXEN 


test Vixens will be placed in your 
hands free of charge to prove their 
dependable speed and economy. 





Time is money and Vixens save 
time. The various Vixen cuts can 
be used for hard and soft metals 
— fibre — marble — stone —slate— 
wood—rubber. 


Your dealer will be glad to tell you 
more, or if you wish, write directly 


to us. 


HELLER BROTHERS COMPANY 
Newark, New Jersey, U.S. A. 


FILES 
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“Reason No. 77 


| or Perfection Dealer Profits 


Perfection Cook Stoves have been 
recognized as giving the most satis- 
factory and dependable oil stove ser- 
vice for more than thirty years. 


Quick lighting, fast cooking, clean 
and odorless, economical and con- 
venient—Perfection or Puritan Stoves 
are now used in more than half of 
all the oil stove homes in the world. 


There is no better guide to a success- 
ful business than this overwhelming 
evidence of consumer satisfaction. 


THE CLEVELAND METAL PRODUCTs Co. 
7609 Platt Avenue, Cleveland, Ohio. 





















































Read below 
what typical 
users say about 


their Perfections 

] “After using a second-hand Perfection for seven “The Superfex stoves you sold me have far ex- 
years I got a new one. It is all that the name ceeded your claims and are so efficient that I 
implies. It is easy to light and clean, and does have discarded the hotel ranges. 
not smoke up cooking vessels. I use it through- 
out the year.” Mrs. J. N. Scott, As you know, we serve only the best and our 


Oklahoma City, Oklahoma. servicé is the same. Our Superfex Oil Ranges 
have raised our kitchen efficiency to the equal of 


. “Weare using two four-burner Perfection Stoves ee W.R.Wagener, Prop. Cross Keys Inn, 
in our cooking classes at the Des Moines Town- Elbridge, N. Y. 
ship Consolidated School, near Rolfe, lowa, and 
find them simple, safe, and convenient to operate 


and very easy to keep ot ly I am using my third Perfection, and should I 


buy a new stove, it will be a Perfection. Mine 


We served hot lunch during the winter to as never smoked a pan or kettle, and with this 
many as 135 in one day, and found these stoves good record, I have induced several friends to 
very Satisfactory.” buy Perfections.” 

Louise Stebbins, Rolfe, Towa. Mrs. Frank Lehman, Nappanee, Indiana. 








PERFECTION 


Oil Cook Stoves and Ovens 
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4 The Universally Accepted Line 
5 The Line of Fastest Turnover 
6 The Line of Greatest Yearly Profit 


The Line of Complete Dealer | 
Cooperation. 


| "ET ahd MORO eh arated te ge a eg ane wi : be . ee 
\7 other Reasons | 

| 5 for Perfection Dealer Profits | 

© 1] The 100% Complete Oil Stove Line 

p The Line That Sells the Year 

| Around 

3 The Best Advertised Oil Stove Line 
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“After using several other stoves I bought a ‘I like the Perfection because it is free from 
Perfection with built-in oven 12 years ago. I am soot and odor; because it lights easily and gives 


5 


glad to state that it holds first place in my estima- instant heat. I recommend it to all my friends.” 
tion. It has been satisfactory in every way.’ 
Mrs. Charles Ludwig, Marengo, Iowa. Mrs. Geo. Bobst, Kingman, Kansas. 


“T thought possibly you would be interested to know how delighted I am with 
my Superfex Perfection Oil Stove. 
It cooks and bakes just as quickly as gas. It i is very easy to keep clean, and 


I am very much pleased with it in every way.’ 
Mrs. W. C. Rogers, Interlocken, N. J. 





Tf you have not received the 1925 Perfection Dealer Catalog which 
illustrates every item in the 100°, complete oil stove line, write today 


THE CLEVELAND METAL PRODUCTS COMPANY, 7609 Platt Avenue, Cleveland, Ohio 


In Canada, the Perfection Stove Company, Ltd., Sarnia, Ont. 


Oil Cook Stoves and Ovens 











a 
a 
* 





60 HARDWARE AGE September 10, 1925 









Warehouse 
Door 
Hangers 



























No. 17 

ANY builders 

and _ architects 
who want “the right 
hanger for every 
door,” specify Allith 
hangers and_hard- 
ware. 

















































The high carbon steel No. 6 No. 3 No. 68 

and malleable iron ; No. 68 Hanger is 
that goes into Allith No. 6 double adj ust- No. 3 Allith Fire shown’ above. For 
designs insure long = able hanger is de- Door Hanger—built use with Allith No. 
useful service, with ; 67 trolley track. 
maximum carrying signed to accommo- of malleable iron Wheels are - in 


weight for busy door- 
ways. 


Above is shown 
Allith No. 17  Ware- 
house Door Hanger 
for doors from 13%” 
to 3%” thick. Ap- 


date doors from 134” 
to 334” thick with ap- 
proximate capacity of 


1,000 pounds. 


with roller ‘bearings. 
For doors 134” to 
244” thick. Capacity 
of 1,000 pounds. 


diameter — malleable 
and steel construction 
thruout. 

Write for full par- 
ticulars on any of the 
Allith designs, and be 
sure you have our 







proximate carrying new No. 91 Garage 
capacity 2,000 pounds. Hardware catalog. 
ALLITH-PROUTY COMPANY = ‘tino 





Manufacturers of 





Rolling Ladders 
Spring Hinges 


Fire Door Hardware 
Overhead Carriers 


Representative Iobbers distribute A-P Products 


Door Hangers 
Garage Door Hardware 
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Septem ber | 0), 1925 “T enjoy reading HARDWARE AGE 
very much and wait with pleasure 

641 each issue.” 


Using the Radio to Keep in the Vanguard of Progress 
(Signed) Carlisle Hardware Co., 


Give Them Both Barrels. By Charles P. Catlin 68 
. ‘ a : Springfield, Mass. 
Winners in the Devoe & Raynolds Window Display 
Contest 70 
’ , | o “We note with a good deal of in- 
Toys—The All-Year Profit Makers (2 . 
Sellj E] bo OF . ; - , terest the long years of service 
r sg . wo > y > « a y > 
Se ne 7 ctric Cleaners in the Small Town. By Enoch ‘a your paper has rendered the hard- 
sonaqutist 
; f ' ware trade, and realize that all 
Are You Content with 3 or 4 Per Cent Profit? By Hamp sections of the business should give 
Williams (6 you their support.” 
How Minnesota Hardware Retailers Retain Local Trade — 78 (Signed) Harry C. Martin, 
Al and Jim—The Hardware Twins 79 Managing Director, 
Modern Ideas in Stencils for Show Cards. By Joseph me EM, areeny & on —— 
Bertram Jowitt 80 Vancouver, B. C. 
Our Readers’ Forum 82 
, . ; ” ro q ; “The boys at the store often take 
Why the Coming Winter Will Be an Unusually Success- icity: ciate te SNe tien 
ful Radio Season 83 ' nepheeaieansapi —— 
AG 1] B : ] to read it and ask them to—but I 
yeneral Letter. By Saunders Norvell 84 wh te ote 2 Beet” 
Washington Information. By W. L. Crounse 88 (Signed) Wood Hardware Co., 
9) Norton, Va. 


Current News of the Trade 


General Market Information 95 
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™ returns from McKinney’s 
national advertising show 
there is a definite trend toward the 
best in hinges. Be sure you have on 
hand samples of such delightful 
finishes as Old Iron and dull rubbed 


Antique Bronze. 


McKINNEY MANUFACTURING CO. 
Pittsburgh Penna. 
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Youngsters Are Ready 


for School— 
- Are You Ready for Them? 


ewe HOOL vacations are over. Youngsters of proper 


Based! age are either back at their studies or just about to 


Crepe 
aN 4 reenter school for the fall term. ‘They are ready 





with books, pencils and pens. Their enthusiasm 


for their studies may not be very apparent, but their enthu- 
siasm for the fall sports of school days will be boundless. 


The younger ones will be roller skating. The older boys 
and girls will be playing basketball and football. Fall golf 
and tennis may be played in most sections of the country. 
These youngsters are all ready for these sports. Are vou 
ready for them? 


Have you arranged to bid on the athletic equipment for 
the local schools, churches and clubs? Have you made a 
window display or newspaper advertising appeal to equip . 
the individual? Have youa can of oil handy for the kiddies 
to use in lubricating their roller skates? The roller skaters of 
today are the basketball and football players of tomorrow. 


There is a big fall market for sporting goods. A friendly 
letter will augment the displays and advertisement. Get busy. 
Throw off any summer sluggishness and get ready for the 
big outdoors business of the coming months. 
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1—Fishing Scout Car with 

Jack Boaz at wheel. 2— 

Two Jacks—Jack Boaz 

and the other Jack. 

3 — Larry Spooner, in 

charge sportsmen’s depart- 
ment, 
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4—The Scout off the 
beaten trail. 5—Beans 
and fish. The snaps were 
made in part on_ the 
Upper Lespe River at an 
elevation of 3500 feet, 








Using the Radio to Keep in the 
Vanguard of Progress 


NSTEAD of admitting that business is off, the 
New York Hardware Trading Company, of 
621 South Main Street, Los Angeles, Cal., 

finds ways and means of stimulating trade apart 
from the beaten path. In itself the radio an- 
nouncement would be of little value, if the effort 
had not been backed from its inception by a guar- 
antee that the information is authentic and based 
upon facts obtained by Jack Boaz, the company’s 

own fishing scout who visits every section of the 


country tributary to the demands of a large num- 
ber of those sportsmen who listen in. 

However, this company keeps in touch with the 
scout every day, so that a like service can be ren- 
dered by competent men behind the counter to 
any person desiring it. Naturally, the effort is 
appreciated and calculated to make friends who 
in turn readily become patrons of the store in any 
of its departments. 

In 1910, J. C. Guerrant, just 25 years of age, 
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reached Los Angeles to recuperate. He had been 
injured in a fall from a ladder in one of the stock- 
rooms of the Simmons Hardware Company, St. 
Louis. He returned to his home town, Danville, 
Va., first, but conditions forced him to find a more 
salubrious climate than even that which his native 
State possesses. 

John sought rest and health in southern Cali- 
fornia after his accident and found the latter, 
but missed the temptation to rest by sending 
earnest epistles back home to his brothers, W. R. 
and P. D. Guerrant, when he had found not only 
«& good place in which to recover from his ills, but 
« mighty fine bunch of opportunities. J. C. had 
sold harness and hardware for the Virginia Hard- 
ware & Manufacturing Company, Danville, in 
which both his brothers were interested, and so 
was a fairly good judge of possibilities, as he saw 
them during his prolonged stay. A year later 
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W. R. Guerrant answered “the call of the wild,” 
and promptly recognized the truth which had been 
so vividly presented through the mail. 

In 1911 a store was opened in premises leased 
at 418 West Seventh Street at a rental of $250 
a month, the late W. R. Guerrant having decided 
to remain. J. C. Guerrant, now president, was 
the other active member, vice-president P. D. 
Guerrant, the third brother, remaining in Vir- 
ginia two years longer to wind up affairs there. 
Credits extended in the old home town held down 
the available capital of the new store to about 
$3,000 cash, but W. R. Guerrant succeeded in 
purchasing in New York City on the basis of 
their own sound credit $7,000 worth of merchan- 
dise with which to open. A 99-year lease at their 
first Los Angeles stand would have made them 
independent for life. 

However, in 1912, a year later, the brothers 
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Builders’ hardware is easily shown 
in this special display room and 
orders for ordinary quantities are 
as easily handled from the shelves 


behind the displayed samples. 


This sporting goods display gives a 
fair idea of the method of break- 
ing down buying resistance by en- 
couraging easy selection. Price. 
are always shown on each tag and 
the articles are identified by stock 
numbers or otherwise. 
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found that they had made $10,000 profit in busi- 
ness, and that they were the proud possessors of 
a $15,000 stock all paid for. At present they 
have two large stores, the second at 263 South 
Main Street, and carry over $300,000 worth of 
stock, part of which is necessarily stored in one 
of the Terminal Warehouse Company’s buildings 
at Seventh and Warehouse Streets. 

The secretary-treasurer of the New York Hard- 
ware Trading Company is N. J. Haynes, former- 
ly of Nashville, Tenn., and for a number of years 
in the Philippine civil service. J. B. Spooner, for- 
merly with the Union Hardware & Metal Com- 
pany of Los Angeles, is a buyer, devoting his 
energies to the general run of purchases, as well 
as to the unusual stocks which do not receive the 
attention of J. C. Guerrant whose master mind 
directs quick action on deals involving extraor- 
dinary quantities. In 1920, after W. R. Guerrant 
had passed into the Great Beyond the firm was 
incorporated, with its present officers and J. B. 
Spooner, a director, together with four depart- 
ment heads, the principal stockholders. 

To tackle a subject of so much importance as 
the success of this firm, necessitated a few words 
with the man whom everybody appears to call 
John, and when he learned that it was to help 
others in the business which had suffered some 
hard wear throughout the country, J. C. Guer- 
rant smiled as he replied: “Heads or tails, and 
you either win or lose.” It was heads, and like 





RADIO STATION KFWB 
Warner Bros. Siudivus, 
Hollywood, California 


7:45—ANY THURSDAY EVENING— 
LISTEN IN! 


We have with us this evening the New York 
Hardware Trading Company’s Fishing Scout, 
who will give you a detailed report of fishing 
conditions in Southern California, ete. 











the good sport he is, he came across handsomely, 
and this is part of his story: 

“While I was recuperating in 1910, I visited a 
hardware store one day and waited a long time 
to be waited on. At last one of the clerks found 
it worth while to drift from his fellows in the 
service to ask me roughly: ‘What do you want?’ 
Without hesitancy I told the clerk in that hard- 
ware store of long ago that I had waited so long 
that I did not want to be waited on at all. Ever 
since then I have believed that promptness and 
courtesy pay. 

From that time on I watched, as I would pur- 
chase a hammer, or a fishing rod, or anything in 
our line that I happened to want, and thus mv 
enthusiasm to enter the hardware business de- 
veloped and I wrote home to my brothers. When 
W. R. came out, he, too, saw the possibilities, and 
laughed when a wholesale hardware man told us 
that with our capital we ought to find a location 
in the country, and not take a chance of losing 
in a city. Well. we were made of the stuff that 
determines quick action. We worked day and 
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night to open our first store. When on West 
Seventh Street we bought a carload of lawnmow- 
ers, we worked like beavers to build a balcony 
to hold the stock which had to be unpacked on 
the sidewalk. We have been crowded for room 
ever since. Nine years ago we came to Main 
Street, taking a small store until we leased this 
one opposite the Pacific Electric Railway station 
which controls so much of the suburban travel 
and of excursion traffic to the many points which 
make up our sportsmen’s paradise, although now- 
adays the automobile brings thousands of cus- 
tomers to our very doors. 

“We are quick buyers,”’ said this man of rapid 
fire transactions. “I unhesitatingly bought a car- 
load and a half of drop forge clamps a short time 
ago, and we sold enough in quantities to enable 
us to retail the balance at a fair profit. At one 
time I picked up about 1000 high-grade fishing 
rods—worth from $10 to $30 apiece—at good 
prices. That was in the dead of winter and we 
sold them fast right after Christmas. We reached 
prospective buyers—trout fishermen—in the list 
of persons who had bought their fishing licenses 
from us, in order to sell these fishing rods. 

“Buying NOW is our plan. For instance, when 
we were offered 4200 dozen machine screw taps, 
all sizes, I said yes. We sell the same way. One 
thousand dozen pocket knives were advertised and 
backed by a suitable window display and they 
sold like hot cakes to a hungry man in the desert. 
We create demand. When I bought 1700 pairs 
of clippers one day, right after bobbed hair for 
women had come into fashion, we advertised to 
the gentle sex with that appeal in the newspapers 
and sold them quickly. 

“Who would think,” asked wide-awake John, 
“of picking up 50 dozen 30-in. screw drivers, 
and then creating a real market by suggesting 
their use as a tire tool, only to be forced to re- 
order 50 dozen more, before they were all gone 
at the source of supply. One thing more. We 
buy for cash. All our stock must be first class, 
whether in the regular routine, like our fine lines 
of tools, builders’ hardware, fishing supplies, or 
in any, surplus stocks. And last, but not. least, 
we advertise our wares, using the daily news- 
papers with large hardware announcements.” 

P. D. Guerrant, who has charge of the floor 
with his aides, was next compelled to make a clean 
breast of his share of the achievement, and grace- 
fully responded: 

“My brother told you that we buy for cash. 
Let me add that we sell for cash. Notice in turn, 
now, the cutlery department which occupies the 
center of the store with plate glass showcases in 
which is attractively displayed the most complete 
line of cutlery and household appliances. We do 
not carry heavy hardware, the heaviest thing be- 
ing perhaps lawn mowers, of which we sell about 
two carloads a year. We also carry garden hose 
and garden tools, our sale of garden hose in the 
season of 1924 being about 300,000 feet. 

“Our tool department is large, each item being 
conspicuously sampled, and each man in this de- 
partment trained to his line. In the builders’ 
hardware department you will find a room where 
the customer can be seated in a comfortable chair, 
and follow with his eye and ear the well-versed 
salesman, as he goes from sample board to sample 
board. From the front door knob and hinges to 
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the fine interior hardware supplies necessary for 
any building an easy means of selection is thus 
afforded. 

“We believe in the policy of ‘make your sales- 
men,’ rather than picking up so-called experienced 
men. Our men get good pay and most of them 
stay and later give us the benefit of the knowl- 
edge they acquire here.”’ 

When I next inquired about the finances of the 
firm, P. D. turned me over P. D. Q. to Mr. Haynes 
who stated: 

“This firm had a store fourteen feet wide when 
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it started here on West Seventh Street. Look at 
it now. For the past four years we have gone 
into each new year with a clean slate, without 
any liabilities and without the need of borrow- 
ing.” 

This is anything but a fish story, for investiga- 
tion shows that even their fish stories furnish re- 
liable information. Nor is the item of $50,000 
worth of fishing tackle a myth, any more than 
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the fact that they sell each season about twenty- 


(Continued on page 94) 





When scenes such as these are described 
by the New York Hardware Trading Co. 
representative, through Radio Broadcasting 
Station KFWB, is it any wonder that the 
lure of the trail gets into the blood and 
that the sales in sporting goods soar? 
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Give Them 
Both Barrels 


By Charles P. Catlin 





ERE they come, hundreds of them! Quack! 
Quack!! Now’s your chance—give them 
both barrels! Bang! Bang!! Well-timed 

shots bring down the game—sales from displays. 

The hunting season offers an unusual opportu- 
nity to make two or more sales to sportsmen 
where you formerly made one. Hunting for 
business like hunting wild game demands keen- 
ness and alertness. Merchants, like sportsmen, 
must know when, where and how to make every 
shot count. 

The aggressive merchants of today use modern 
merchandising ammunition. They have a full ap- 
preciation of the value of featuring and display- 
ing in their windows timely, unified lines, are 
shooting straight at the target of success and 
are ringing the bell on their cash registers—reg- 
istering many additional bull’s-eyes: second sales 
—created through the power of suggestion. Thus 












they raise the percentage of sales per customer, 
increase their profits and lower distribution costs. 

Now is a good time to make an attractive win- 
dow display of the merchandise you have in stock 
that sportsmen and campers will need this fall 


to complete their outfits. This is “‘open season” 
for hunters’ and campers’ equipment. There is a 
big advantage in an early opening of the season’s 
showing. It is a forceful, timely reminder to your 
townspeople and country folk that your store is 
headquarters for sportsmen’s equipment. 
Ammunition for ducks should be the feature 
now with a representative line of Rabbit, Squir- 
rel, Grouse, Snipe and Dove Loads in the States 
where there is early shooting. Don’t duck sales to 
duck-hunters! Shoot duck loads straight at the 
duck hunter with other seasonable lines and you 
will surely bag increased business. Loaded shells 
are the backbone of this business. Every sports- 
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man who shoots a shotgun must have ammunition 
—loaded shells. It is the loaded shells that bring 
the greatest number of sportsmen to your store. 
Therefore, it is possible to make loaded shells help 
you to unload many other items and tap a gold- 
bearing lode if you follow this suggestion: 

When a sportsman comes into your store and 
asks for duck ammunition, call his attention to 
your line of duck calls, decoy ducks, ete. Point 
out to him how desirable it is to have an alarm 
clock to get him up before daybreak and a vacuum 
bottle of hot coffee with him in his duck blind. A 
flashlight always comes in handy. And today 
many a duck hunter is using that wonderful, com- 
pact camp stove with built-in drum heater to 
break the chill on those cold frosty mornings 
while waiting for the ducks to come in. There 
is always need for oars, oarlocks, paddles and 
padlocks, etc. 

Here is a list of items recommended for display 
now in addition to the other articles you have in 
stock that will appeal to the sportsmen in your 
locality: 


Duck Loads Corkscrews 
Duck Calls Can-openers 
Decoy Ducks Drinking Cups 
Swivels Shotguns 
Snaps Gun Cases 
Pocket Match Safes Hunting Coats 
Flashlights Shell Boxes 
Camp Stoves Hunting Boots 
Camp Chairs Game Carriers 


Camp Tables 
Vacuum Bottles 


Hot and Cold Jugs 


Hunting Axes 
Hunting Knives 


Gun Oil 


Lunch Kits Gun Grease 
Canteens Powder Solvent 
Flasks Rust Remover 





Here are two suggestions for window placards 
(signs) : 





Shoot Our 
Long Range Duck Loads— 
Get the Thrills from Long 
Clean Kills! 











| Most of ’Em 

ARE Within Range 
When You Shoot 
Our Long Range 


Duck Loads. 





Go after the sportsmen’s business in a sports- 
manlike way and you will find real sport in mak- 
ing displays that pay. 

The storekeeper does not become a merchant 
because he is big and prosperous. He becomes 
big and prosperous because he is a merchant. 

Take any great merchant you can think of and 
you find just two foundation stones for his suc- 
cess: Alert, seasonal publicity in his windows 
and sales suggestions. 

Give them both barrels and you will turn dull 
days into profits. 
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Prize Winning Float 


This float won first prize for the 
Shelby Spring Hinge Co., Shelby. 
Ohio, in a parade held Aug. 19 
celebrating Shelby Day. The prize 
was awarded this hardware float a-~ 
being the best decorated entrant in 
the parade. The two men dressed 
in armored suits, weighing 80 Ibs. 
stood as footmen. These armored 
suits were constructed out of 304 


pieces of hardware specialties. 
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The first award of $250 went 

to the Cairo Lumber Supply Co., 

of Cairo, Ill, for the striking 

and effective display presented 
herewith. 


Award Winners in Devoe & Raynolds 
Window Display Contest 


HE award winners in an extensive window 
display contest held by the Devoe & Raynolds 
Co., Inc., for their agents were announced at 
a luncheon held recently by the judges in the 
State Apartments of the Waldorf-Astoria Hotel, 
in New York, where the final decisions were made. 

The staff comprised three expert window deco- 
rators of New York: H. Stone of Gimbel Bros., 
I. Eldridge of R. H. Macy & Co., and Edward 
Munn of Franklin Simon & Co. These judges 
went through hundreds of photos, comparing one 
with the other, deciding their merits on the basis 
of beauty of design, sales appeal and originality. 
This weeding out process reduced the mass of ma- 
terial submitted to about fifty photos from which 
the final selection of the five winners was to be 
made. 

The relative merits of these displays were so 
close, in many respects, as to make a final de- 
cision for prizes extremely difficult. Considerable 
time was consumed before the five winning photos 
were turned over to T. E. Damm, advertising 
manager for Devoe. The prizes and the prize 
winners were as follows: 


The first prize of $250 went to the Cairo Lum- 
ber Supply Company of Cairo, Ill. It was selected 
for this distinction chiefly because of its beauty 
of design. Secondary reasons given included the 
novel manner in which the paint cans were used 
to represent a fence with a garden gate, and also 
to spell out the words DEVOE PAINT on the 
terraced lawn in the foreground. 


The second prize of $100 was awarded to E. K. 
Ortiz, Inc., a hardware firm of Mamaroneck, 
N. Y. The chief source of appeal in this instance 
was the novelty of the idea coupled with what win- 
dow experts term “tempo of arrangement.” In 
other words, they thought the novelty of the 
miniature countryside would first attract the at- 
tention of the pedestrian and his eye would natur- 
ally follow the road which winds up through the 
center of the scene, thus assuring his reading of 
the signboards. The sales arguments presented 
were strong and hence the general appeal was 
strong. 

The third prize of $75 went to the George W. 
Hubbard Hardware Co. of Flint, Mich. The fea- 
ture of this window, in the judges’ opinion, was 
its sales appeal. They liked, also, the strength, 
simplicity and extreme neatness of its arrange- 
ment. 


The fourth prize of $50 went to another hard- 
ware firm, E. J. Hallet & Son (Hallet’s) of Pon- 
tiac, Mich. In this case arrangement and sales 
appeal were the determining factors in the award- 
ing of the prize. One of Mr. Hallet’s hobbies is 
window displays. 

The fifth prize of $25 was won by the C & C 
Paint Company of Marion, Ind. The general 
arrangement; the paint sales appeal of the pyra- 
mided cans, and the novel way in which the back- 
ground was played up in spectrum colors all 
helped to bring this display among the prize win- 
ners. 
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Four of the Award Winning 


Windows 




















Noveity of arrangement won the 
second award of $100 for E. K. 
Ortiz, of Mamaroneck, N. Y. 
The attention of the passerby 
was first attracted by the mini- 
ature countryside and_ then 
transferred to the signboards 
and their messages. 





















The third award of $75 went to 
the Geo. W. Hubbard Hardware 
Co., of Flint, Mich., for the 
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E. J. Hallet & Son (Hallet’s) of Pontiac, Mich., took the 

Fourth Award of $50 with the display shown above. Here 

arrangement and sales appeal were the determining factors 

in the award. The Fifth Award of $25 was won by the 

C. & C. Paint Co., of Marion, with the nove! display 
shown to the right. 
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Here’s an idea that’s worth try- 
ing out. When a mother and child 
enter the store of the Tremont 
Hardware Co., Ed. Ferguson, the 
owner, gives the youngster an inex- 
pensive set of toy blocks and let’s 
him play while his mother shops. 
He takes them with him when he 
leaves. Consequently, whenever the 
child or his mother think toys, 
they think also of the Tremont 
Hardware Co. 








Toys—the All-Year Profit Makers 


Some Practical Suggestions That May Be Applied to Your Business 


REMONT is not an independent township. 

It is a well populated community in Bronx 

Borough, New York City. The Tremont 
Hardware Co. is one of those human establish- 
ments which fills a genuine community need in 
that section. Edward Ferguson, the owner, 
knows the cop on the beat, most of the children 
and grown folks who trade at his store and prides 
himself on his window displays. 

During the month of December, toys become 
the principal line of hardware on display and sale. 
The main floor table and counter display space 
will be filled with playthings. Electric railroad 
systems will be in action and the store will be 
crowded. Ed. Ferguson received several cases 
of electric toy trains last week and will soon have 
a preliminary display. 

Ferguson also has an all year toy section which 
consists chiefly of a show case and a juvenile 
vehicle displays stand. The show case contains 
miniature auto trucks, sand hoists, construction 
derricks and small taxicabs selected carefully, 
because Ed. has found that modern day kiddies 
prefer toys which are faithful reproductions of the 
real thing. One of the miniature building derricks 
handled can actually be put to work lifting sand 
and resembles a real builder’s derrick. 


The fact that the Bronx has been having con- 
siderable heavy apartment house construction 
near the store helps sales in the small derricks, 
and auto trucks. The Tremont Hardware Co. 
recently had a sand pit window display where four 
kiddies operated the various miniature pieces of 
construction equipment much to the envy of kids 
outside the window. Ferguson sells two or three 
of these items every week and when there is a 
rainy or stormy spell sales will increase. 

Frequently an adult interested in a stove or 
some other substantial item will come in the store 
with a fidgety youngster. The fidgets of the 
youngster will disconcert both the salesman and 
the prospect. Ed. Ferguson has a good plan to 
eliminate the fidgets. He gives the child an in- 
expensive set of toy blocks and lets him play with 
these on the counter. The blocks are good adver- 
tising, the child’s attention is riveted and the 
salesman has the prospect’s undivided attention, 
while the child plays away. The blocks are given 
with the compliments of the house and only cost 
about ten cents retail. 

When the child grows up he continues to appre- 
ciate the present of the blocks. The parent appre- 
ciates the thoughtfulness of the store and makes 
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it her headquarters for Christmas toys and any 
household hardware needs. 

The juvenile vehicle stock includes bicycles, 
coaster wagons and various types of scooters. 
Some of these sell at $30.and more so you can 
realize such sales are worth while. These vehicles 
are displayed up in the front of the store and on 
counter which flanks the back of the window. 
Saturday is the best sales day on these lines and it 
is a poor Saturday which will not sell at least two 
vehicles worth perhaps $50 in all. 

Mr. Ferguson conducts a branch store at 
Throggs Neck. Both stores have vehicles and the 
derrick-auto truck lines. This summer the Tre- 
mont Hardware Co. sold three playground slides 
to a nearby church recreation association. The 
sales were made by placing-one of the slides in 
front of the store. It was crowded with kiddies 





all day. One of the playground directors saw the 
slide and recognized the interest of the children. 
He stopped and placed an order for three of them. 
A small lawn swing is also displayed in front of 
the store and has been an aid in selling two or 
three swings each week sinee the middle of June. 

Mr. Ferguson finds toys one of the most inter- 
esting lines he has. He believes that a good dis- 
play of toys, swings and the vehicle wiil always 
attract attention and bring sales. He also notes 
that toy sales bring in many new people and lead 
to many additional sales in other departments. 

Ed. Ferguson is vice-president of the Manhat- 
tan and Bronx association and has always been 
a booster for better window displays and for the 
selling of toys in the hardware store. He boosts 
both of these advantages because of the results 
he has observed in his own business. 
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Selling Electric Cleaners in the 
Small Town 


Enoch Londquist 


Tf you wish to snow the road he fore You, ask 


= | JE can use that thought to advantage in al- 

\ most every daily activity. Someone, before 

us, has tried the way, knows its hazards and 
where it leads. From the experiences of others 
we can gain. 

To learn how to conduct an electric cleaner de- 
partment at a profit it is worth while to consult 
the experiences of those who have made a success 
of marketing this product. Accurate figures from 
hardware stores are not available, but as near as 
can be learned, the average hardware dealer han- 
dling electric cleaners sells about ten in a year. 
This line, therefore, contributes approximately 
only $500 yearly to the average store’s volume. 
The sales do not come easily because no consistent 
effort is made to sell, and consequently the profits 
are not heavy. Asa result, some hardware dealers 
are content to let other merchants handle this line, 





those who have traveled it.—Old Chinese Proverb 


unmindful of the advantage the hardware store 
has in being a natural outlet for such merchandise 
and overlooking the fact that success will come 
if the effort is consistent and sound. If the under- 
lying essentials to getting good volume were 
known and proper merchandising practices 
adopted the volume of the average hardware store 
would increase several fold, sales would come 
more easily and neat profits would grace the 
ledger at the end of the year. 

A store that has a less than average opportunity 
but is doing a much better than average business, 
is the Mizener Drynan Hardware Company of 
Port Clinton, Ohio. The population of Port Clin- 
ton is only 3928 and the homes of 893 of its fam- 
ilies are wired. Yet, in this comparatively small 
field, the Mizener Drynan Company has sold over 
275 suction sweepers in five years and one half of 
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this total in the last two years. Early in its ex- 
perience the Mizener Drynan Company found that 
electric cleaners should be demonstrated in the 
home if they are to be sold to any considerable 
extent. Neither firm member could take the time 
to do this, however. And Port Clinton was too 
small a city to justify hiring a man to concen- 
trate on selling electric cleaners alone. 

So, one day when the manufacturer’s district 
manager visited Port Clinton they discussed the 
situation with him. He suggested that a crew of 
four men, that he had doing special work for a 
dealer in a nearby city, be brought to Port Clinton 
for a month’s time. This would give them the op- 
portunity to visit every Port Clinton home to 
demonstrate the suction sweeper. Of course, this 
would be costly, the men would have to be paid a 
good commission if they were to live and work 
in a strange town. Their commissions would ma- 
terially cut into the dealers margin. But, rea- 
soned Mr. Mizener and his partner, not every 
home in which there was a demonstration would 
be able to purchase from the special crew, a favor- 
able knowledge of the performance and merit of 
the suction sweeper would be spread throughout 
the town and many sales would later result at 
the house-cleaning season that would follow and 
at Christmas. 

With these things in mind, the Mizener Drynan 
Company undertook a special campaign. Five 
men were brought in and their month’s work in 
1923 resulted in 50 sales. 

Last August again, a special campaign was held 
with three, at one time four, members of the orig- 
inal crew. The city was covered three times, 
demonstrations were made in 120 homes and 37 
cleaners and 25 sets of attachments were sold. The 
volume totaled $2627. Seventeen of the cleaners 
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were sold for cash, although the special induce- 
ment offered to Port Clinton housewives during 
the campaign was the purchase at $5 down. 
Twenty cleaners were sold for $5, or more, down, 
the balance payable in 10 months and less, with 
a carrying charge added. 

Here’s what Mr. Mizener says: 
months prior to the campaign, through our own 
efforts, 10 suction sweepers were sold. From 
Aug. 4 to Sept. 1, the special crew sold 37 cleaners 
and 25 sets of attachments, a total in dollars and 
cents that was nearly 5 times as large as our own 
sales in seven months. We were especially grati- 
fied over the seventeen sales for cash. 

“We invested $20 in newspaper advertising and 
about $10 in postage to circularize our town and 
vicinity with broadsides, letters, and inserts 
furnished by the manufacturer. 

“The large number of home demonstrations 
made by the special crew stimulated our business 
so that six machines were sold by our own force, 
at our full dealer commission, during the first 
month after the campaign crew left and 26 is the 
total sold in the four months following. 

“We are going to have another campaign this 
year.” 

That is a record of what one average hardware 
store has done. It shows the soundness of going 
after the business; of taking to the consumer 
those articles of merchandise which are best 
demonstrated in the home. A little more of such 
work would help materially to do away with the 
so-called “summer slump.” 


“For seven 





Realism is the keynote of this splendid Sporting Goods display of the W. F. Smith Hardware Co. 
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Are You Content 


with 


or 4 Per Cent 
Profits? 





By Hamp Williams 


are half million or more to be content 

with three or four per cent profit. He 
probably has enough to live on the balance 
of his life anyway. Why should he worry‘ 
He can in a way command and get a larger 
profit than the small merchant who has a 
wife and eight or ten children to support, 
and sales not to excced $30,000 or $40,000 
per annum. ‘This little man cannot wait. 
His children can't wait for an education. 
He must have something now upon which 
he can live and educate them. 

The larger stores of every kind have the 
advantage in quantity buying, freights, dis- 
counts, advertising, accounting, store ar- 
rangement, location, show windows, variety, 
volume and prestige, political and _ social. 
They can pay their clerks more and sell 
their goods for less than the small merchant. 

They ride in a Lincoln while you ride in 
a Kord. ‘They go to the opera while you 
go to a ten cent picture show. They come 
to Hot Springs and spend the season, take 
our radio-active hot water baths, and go 
back to their business regenerated; while the 
little fellow takes his baths in a number 
three wash tub, water heated in a tea-kettle. 

I am not trying to array class against 
class. No, indeed, 1 am not, but am try- 
ing to show you where the small merchant 
stands as compared to the large ones. No 
wonder the average life of the retail mer- 
chants are only ——— years. It is the small 
merchants that bring this average down. 
You rarely ever hear of a large retail estab- 
lishment of any kind going broke; in fact 


|: is all right for a merchant whose sales 





vou don't hear of the small ones because they 
are so small they are not noticed. 

This old reliable stuff has played out. 
“They are high, but they handle first class 
goods,’ and when they come to buy this first 
class stuff they bring under their arm a 
Sears and Roebuck catalog and expect us 
to meet their prices and wait on them for 
60 days to six months to pay. 

We retail hardware merchants are very 
jealous of our good names, our reputation 
for honesty and integrity. We boast of it, | 
“Good reliable merchandise at fair prices 
and one price to everybody” etc; Deacon in 
the church, charitable to every call, good 
citizens in every way and some little two by 
four foreigner who has just blown into this 
country can set up a junk shop beside us 
and put us out of business. People are 
looking for the best of it. ‘They buy where 
they can get the cheapest. What do they 
care about you or your goods’ Prices are 
what they are looking for. A farmer with 
his wife and ten children came into one of 
our general stores last week and sold them 
a bale of cotton and wanted shoes for the 
winter. As the children are growing, their 
shoe numbers change every year. He told 
the merchant he wanted to fit them up and 
the merchant began to fit them and as he 
did so he set each pair to one side and the 
farmer took down the numbers. When they 
had finished the merchant footed the total 
cost of the ten pair shoes and said, “What 
else?” ‘The farmer said, “Nothing else to- 
day, I just wanted to get the sizes of shoes 
my children wore so that I could order them 
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from Sears and Roebuck; and by-the-way, 
the farmer said: “If some of them should not 
fit will you exchange with me’ Yes, you 
Son of a Gun, you buy your shoes from 
Sears and Roebuck and I will exchange 
them. We are here for service, that is all, 
and not for profit nor pleasure. 

Several have written and asked me for 
the remedy. ‘They say: “You are a fine 
diagnostician, but you don’t tell us the 
remedy.” ‘They know they are sick and 
want a remedy. 

Well, here it is. If you are playing a los- 
ing game and you can’t meet the rotten com- 
petition you have, sell out and go on a small 
farm, which is just a little better than com- 
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mitting suicide, takes a little longer, but it 
is certain, and if you don’t want to do that, 
learn a trade and join the union. That is 
the surest way of making a living without 
capital. 

Now if neither of these plans suit you and 
you want to succeed and believe that you 
can succeed in the business you are in, go 
into copartnership with your clerks, cut their 
salaries half, cut your own the same, and 
give them part of the net profits at the end 
of the vear. If they are not willing to do 
that, let them go and get some clerks who do 
not know how little you are making, or how 
much you are losing—they may bring the 
business up, that is, if you will allow them to 
do so. 
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Self Elevating Truck 


A self elevating truck 
“Tasco” 


called the | 
and intended for general use | 


around the house, yard or farm is be- | 


ing manufactured by the Taylor-Shantz 
Co., 478 St. Paul Street, Rochester, N. 
» 
vice that is said to facilitate the mov- 


ing of ashes, boxes, bags, barrels or 








heavy loads up or down steps. 


It is constructed with a lifting de- | 





sash, through the rollers on which the 


| communicate the upward motion to the | 


sash runs, preventing friction with the | 


trame. 


It is claimed the inclined plane in 
which the roller runs can be brought 


forward or backward by means 


of | 


screws, thus accommodating the “bal- | 


ance” to a tight or loose sash. 


Bearing on the lower part of the in- | 
clined plane is a double leaf spring, | 


which by the adjusting screw, can be | 


tightened or loosened so that a light or | 


| heavy sash can be taken care of by the 


' same size of balance. 
'serew is accessible at all 


the window. 


The adjusting 
times by 
throwing the sashes up to the top of 
When properly adjusted 


_the pressure is said to be just sufficient 
to hold the sash suspended so that a. 
slight pressure of the hand will move 
_the window, the sash traveling on roller 
bearings free from friction with the 
| Jambs. 


It is 


said to be sturdily built, but light in | 
weight, with rubber tired disc wheels | 


and roller bearings. Claim 


is made | 


that operation is noiselessfi simple and | 


easy. The weight is 22 lbs. 





nails in 25-lb. packages. 
_is said to facilitate handling nails by | 


Window Balance Substitute 


for Weights and Cords 


A window balance that is said to per- 
mit easy running of the sash without 


the aid of cords and weights is being | 
marketed by the Sterling Window Bal- | 


ance Co., 


N. Y. 


101 Burr Street, Roochester, 
} 


It consists of a face plate, an inclined 


plane, a flat two-leaf tempered spring, 
a hard maple roller and three screw 
adjustments, each part is said to be so 
fitted to the others that they are held 
in place by the adjusting screws. 


It is the combination of the inclined | 


planes actuated by the springs that 


No rivets or bolts are used in putting 
it together. 





Improved Handling of Nails 
in 25-lb. Packages 


The Columbia Steel Corporation of | 


now putting up 
This method 


Pittsburgh, Cal., is 


eliminating the necessity of weighing, 
sacking and tying. 


It is claimed that when it is set up 
and bolted each corner becomes of 
double strength and is absolutely rigid. 

It is said to be practically indestruc- 
tible. There is a special type con- 
structed for use by industrial plants 
and institutions. 

There are four with 


models, A, 


tapering sides 32 in. by 20 in. top by 


Baa 


[- PIT 
RHE 





14 in. bottom; B, with straight sides 
32 in. by 16 in.; C, with tapering sides 
27 in. by 20 in. top by 14 in. bottom; 
and C, with straight sides 27 in. by 14 


_in. and weighing approximately 36, 35, 


It is thought this | 


will mean a great saving in time and | 
make possible a more orderly, progres- | 


sive store. Packages are made of box- 


board. 





Improved Rubbish Burner 
The Skyscraper Rubbish Burner is 


33 and 28 Ib. respectively. 
It folds into a space 3 in. 
is packed in a strong carton. 


deep and 





Special Brushes Features 


The Tyrrell Brushes, 5001 Suther- 
land Ave., St. Louis, Mo., is featuring 


_ special brushes for special purposes at 


being manufactured by H. B. Bornside, | 


6 Winter Street, Providence, R. I. 


is made in two styles, with tapering 
sides or straight sides and constructed | 


of No. 18 gage steel strips 1% 
electric welded to the patented angle 
frame. 


wide and | 


—, —— 


It | 


special times. Each brush of the va- 
riety produced by this company, will 
have its “day.” Any brushes that are 
slow moving may be exchanged for 
others that would be more popular in 
a neighborhood. Satisfaction is guar- 
anteed by the manufacturer. 
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NOTICE TO PEDDLERS §$! 
Agents and Order Takers 


NO ADMITTANCE 





We don’t need your goods ) 
Your Town merchants carry complete stocks, and § 


We Trade at Home! 














MRS. HOUSEWIFE: 
} This card is furnished to you by a group of 


- Your Town - Business Men 


who are interested in the future welfare of this community 
Your Town, Minnesota 

Additional copies will be mailed to yourself or 
friends upon request. It is given you with the 
thought.that it might aid you in getting rid of ite 
‘“‘peddler”’ and ‘‘agent’’ nuisance. 

We suggest that you tack it up where they will 

see it, and use it when called on to reject them; 











How Minnesota Hardware Retailers 





HAT the “Glorified Peddler” evil is a live 

issue and one that needs united effort to 

combat is evidenced by a plan of action re- 
cently evolved in the office of the Minnesota Retail 
Hardware Association and which is being pushed 
among the hardware men of that State. 

The plan is to supply the retail merchants of a 
town, through the hardware dealers, with a quan- 
tity of weatherproof cards with the wording as is 
shown in the illustration on this page. These cards 
are, in turn, distributed among the housewives of 
the town with the plea that they be tacked on the 
door in an effort to abate the bother and nuisance 
of house-to-house solicitation to which the average 
woman at home is subjected. The Association 
states that the plan has already been used success- 
fully in several towns, and in a bulletin to its 
members urging the use of the cards, some inter- 
esting arguments are set forth. The bulletin says 
in part: 

“Every day witnesses the birth of new competi- 
tion for the retailer as the natural evolution of 
distribution or the forced efforts of those who seek 
to temporarily capitalize on present circum- 
stances. It is nevertheless certain that the di- 
rect-to-consumer peddler is making huge inroads 
on a community’s business. In fact, statistics show 
that over three hundred million dollars of direct- 
to-consumer business was carried on last year. 

“Only recently the Supreme Court of the United 
States ruled against local ordinances designed to 
restrict this direct-to-consumer bugaboo. While 


this action on the part of the government may be 
discouraging, it only emphasizes the fact that the 
real solution of the peddler problem will come, not 
through legislation, but rather as a result of meet- 
ing this new competition on a merchandising 
basis. 





Retain Local ‘Trade 


“We can, of course, sit back and argue that the 
peddler is a merchant pirate and that he is usurp- 
ing the approved channels of distribution. Yet in 
the last analysis, it is the consumer who is boss, 
and we cannot arrive at arbitrary conclusions. We 
must acknowledge the fact that retailing has 
fallen short of what the public expected of it or 
these new forms of competition would have re- 
ceived no encouragement. It is quite evident that 
the direct-to-consumer peddler is rendering some 
service and appeal that the public is willing to 
pay for. Under those circumstances, we must 
not expect improvement through condemnation. 
Rather let us all put our houses in order to the end 
that our methods and service will appeal strongest 
to the consumer. 

“There has grown, too generally, a wall or gap 
between the business interests and the home in- 
terests of 4 town or community. In some measure, 
the peddler has bridged this chasm in his appeal 
and made capital of the circumstance. 

“We do not recommend slanderous advertising 
in an effort to check consumer peddling. There 
is, however, the idea of furnishing the consumers 
of a town with ‘Notice to Peddler’ cards that can 
be placed above the door bell, near the front door, 
or even on the gate, for the edification of agents 
who attempt a house-to-house canvass. 

“This card is designed to appeal to the house- 
wife who is constantly annoyed by these solicitors. 
This is the one phase of direct selling that nearly 
every housewife resents, and any possible plan 
that will save her the trouble of answering the 
door bell or the rapping of a peddler is going to 
strike a responsive chord. Incidentally the card 
will bring home again the message that the town 
merchants carry complete stocks and are well able 
to take care of the community’s needs.” 
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Al and Jim 


The Hardware Twins 


Pulling Up the Profit Anchors 


N another day during Jim Winthrop’s visit 
() to his twin brother Al Winthrop, the for- 


mer commented: 

‘“‘With all these sales efforts in so many differ- 
ent directions you must have to carry a stock. as 
large as a wholesale house, much greater than 
what I need for my regular trade. Perhaps that’s 
one of the biggest reasons why you have such a 
big store in such a small place.” 

“Come,” said Al, “and we’ll compare stocks.” 
He escorted Jim out of the office to the saw sec- 
tion. “We find,” Al stated, “that our customers 
have a preference for two makes of this line and 
a variety of about five types of each make. Con- 
sequently we carry ten items of the line in all.” 

“Ten!” Jim was greatly surprised. “Why, in 
my little store I carry fully 25 different types of 
that line—made by seven or eight manufacturers.” 

“Why do you need so many?” asked Al. There 
was a trace of a grin at the corners of his mouth, 
but Jim did not notice it. 

“Have calls for them. Have to keep them.” 

“That’s what I thought, once,” added Al. “But 
I got some awful surprises when I went into the 
matter. Found I did not sell more than one or two 
of some of the types in a year. Spread my buying 
all over the country, so that I wasn’t much good as 
a customer for any single maker.” 

“That may be. But you need ’em when custom- 
ers do call for them!” 

“No; I found that keeping a myriad of makes 
in a single line just to meet a few such infrequent 
sales was putting anchors on my profits.” 

“Anchors on your profits ?” 

“Yes, siree! Suppose it took me a year to sell 
a duplicated item for $1.50 on which I made a 
profit of 25 cents. If I put the $1.50 into some- 
thing else that I could move three times a year 
and get behind one or two good makes I would 
make 75 cents profit from the $1.50 investment. 
So I was losing 50 cents annually by keeping that 
extra $1.50 tied up in an odd brand.” 

“But you must keep what people want!” reiter- 
ated Jim in an insistent tone of voice. He added 
with finality: “Or you’ll lose customers!” 

“It’s not necessary to go as far as you’d ordi- 
narily think. I find that with a stock of ten differ- 
ent types of only two makes I sell more of those 
items than I did when I had 20 to 30 different 
varieties and brands.” 

. Now you’re shooting words through your 
at !”’ 

“No! I concentrate on these kinds and push 
them. Once in a while somebody asks for an item 
that is slightly different in price or type from the 
ones we carry. But in practically every case we 
are able to convince the prospect that one of the 
types we have will serve equally as well. In fact, 
in many cases the limited variety is a help instead 
of a hindrance to sales. Often the more types of 


an article the customer looks at the harder it is 
to make a selection. We do, however, keep a good 
range of sizes and patterns and an adequate 
stock.” 

Jim still was unsatisfied. 

“The money we had tied up in a bunch of du- 
plicated lines I’ve gradually rescued from anchor- 
age and put into fast sellers—ones from which I 
can get three to six turnovers annually.” 

Jim grunted lack of credulity. He had done 
nothing of the kind in his store. 

“TI discovered that throughout the whole store 
fully 75 per cent of the business was being done 
on half the stock. The other half was bringing 
only 25 per cent of the business. Thus I was get- 
ting three times as much business with half of my 
investment as I did with the other half. By 
switching the slow-selling- half to fast moving 
stocks the annual return upon my investment be- 
came much larger. I haven’t cut down my invest- 
ment or my service, but I’m making them pay 
better interest.” 

Jim’s face showed reluctant admittance that 
there might be considerable in Al’s method after 
all. 

“Saleable merchandise is what brings profits; 
not just stock,” Al went on. 

“Yes, but by buying large quantities you get 
larger discounts and consequently better profits,”’ 
cut in Jim. 

“True—if the merchandise moves fast enough. 
Besides we do buy more of the lines we carry. 
But if it takes a year to turn over a few articles 
which are duplicated in your stock, you are tying 
up money that might be used to turn over three or 
four times as much other merchandise in the 
course of that year.” 

“Guess I see the point,” exclaimed Jim. 

“There are numerous other good points to sim- 
plifying stocks. For instance, if you don’t have 
too big a variety of cheap articles for a customer 
to view in making selections, the chances are bet- 
ter that you can prevail upon him to buy a good 
quality article. 

“Yes,” Jim admitted, “if it works.” 

“TI try now to make every article carried pay its 
share of the profits. A close check is kept on 
stocks. Some articles do not pay a direct profit 
but they do pay indirectly. Those that are merely 
boarders are weeded out as fast as possible and 
the money formerly tied up in them is put into 
profitable merchandise. 

“By this method our average turnover has been 
raised from around two to five times a year. In 
other words, on the same investment I’m making 
approximately two and one-half times the profit 
that I did years back.” 

“But how can you keep track of everything— 
so’s, for example, shelf warmers won’t get buried 

(Continued on page 94) 
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Modern Ideas in Stencils for 
Show Cards 


By Joseph Bertram Jowitt 


a very simple process if the following direc- 

tions are observed. Almost everyone now 
and then is in need of stencils of some kind, 
either for making signs in quantities such as, “‘wet 
paint” “no smoking” “Danger” “No Admittance” 
etc., also for stenciling patterns for decorative 
purposes. 

The choice of material from which stencils are 
cut depends to a great extent on the number of 
prints required from one stencil. If one dozen im- 
pressions are required use a plain piece of manila 
wrapping paper, after marking out the letters in 
pencil give the paper a coat of orange or white 
shellac, the pencil marks will show plainly through 
the shellac. In from ten to fifteen minutes the 
shellac will be set enough to cut out the letters. 
It is a good plan to make one or two impressions 
on paper before the stencil begins to wear out, 
this will save the time required to draught another 
should the stencil break. 

If fifty prints are wanted it is advisable to pro- 
cure the regular prepared stencil paper which is 
oil soaked, easily cut and will last for some time. 
When a permanent stencil is wanted, or something 
indestructible they should be made of sheet cellu- 
loid, such as is used for side curtains on automo- 
biles. It comes in sheets 20 x 48 inches, and may 


(COs very s out letters for Stencil patterns is 





be purchased at auto supply stores. This celluloid 
being transparent may be placed over letters or 
any design and the cutting done with a sharp 
pointed pen knife. All stencils should be kept be- 
tween the leaves of a book or under some heavy 
weight to prevent them from curling up. 

In cutting paper stencils, first sketch out the 
design or letters roughly in lead pencil, then lay 
over a smooth surface to cut, preferably glass. 
Care must be exercised not to cut through the 
ties which hold the center of letters in place, a 
single tie cut may spoil the whole stencil. 

Be careful to hold the stencil firmly while sten- 
ciling or the color may work under the pattern 
and the edges of letters will be ragged. Coach 
colors ground in japan if used in heavy paste 
form work the best (if too thick add a few drops 
of turps). Water colors may be used for indoor 
show cards but also must be used thick. Only the 
regular, round stencil brushes should be used 
these are of bristle, the hairs short and stubby 
and may be had in several sizes. 

In working the color through the stencil use a 
patting or pouncing movement instead of a side 
to side movement. The ink must be thick because 
if too thin it will work under the stencil and spoil 
the letters. 

The breaks or white lines through each letter 








September 10, 1925 


show where the tie or supports hold the center of 
letters in place, the wider the tie the stronger the 
letter. 

After the show card is finished the ties may be 
painted out and all the earmarks of stencil will 
be removed, as is shown in the accompanying 
card, “Supports Painted Out.” The letters which 
require most care in cutting are: B, C, D, G, O, 
P, Q, R and S. The remaining letters will be found 
very easy on account of their straight simple 
lines. 

The writer uses the small blade of a pen knife 
which may be kept sharp by using an oil stone 
occasionally. Do not attempt to cut a stencil with 
a dull pointed pen knife. 

The beginner will observe that some letters re- 
quire one, two or three supports or ties to hold the 
centers in place while the letter “I’’ requires none 
at all. The letters, F, J, L and T, would hold up 
for a while without any ties as there is no centre 
to be cut away like in letters A, B, D, O, P, Q, R, 
&. The beginner should remember one thing that 
the more supports used the stronger the stencil 
will be. | 

Every article of merchandise that is sold should 
bear the retailer’s name unless it be a small article 
which would make the name too conspicuous. Here 
is where two or three size stencils would come in 
handy. 

The alphabet shown here is known as single- 
stroke Egyptian. The letters are formed in one, 
two, three or four single strokes as the arrows in- 
dicate. The first stroke taken in forming these 
letters is always at the left, then at the right and 
then the center. For letters of this type two or 
three inches high use a number 12 Red Sable 
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brush. Each time the brush is dipped in the ink 
it should be flattened out on a piece of card or 
paper; this will train it to keep a flat chisel edge. 
Never attempt any lettering without first draw- 
ing the horizontal guide lines. An alphabet of this 
character is especially suitable for headings or 
such words or lines as may need emphasis. The 
stencil show cards illustrated here demonstrate 
the fact that it does not require artistic ability to 
do lettering. Success in this line is only a matter 
of purchasing red sable brushes which were made 
for show card writing and a few hours each week 
devoted to conscientious practice. Without these 
two important features it would be next to an im- 
possibility to make any real headway in show 
ecard writing. For practising with the lettering 
pen a ten cent copy book is the best to use and 
has the lines already drawn. The paper is smooth 
and the pen will not catch or scratch. But for 
brush practice ordinary manila wrapping paper, 
or better still, old newspapers make an ideal back- 
ground for practice work. 

Some show card writers have their pet ideas 
about colors. While some prefer the ready-made 
colors that are on the market, others prefer to 
mix and grind their own. For a satisfactory white 
it is recommended to use English flake white, this 
to be rubbed with gum arabic and mucilage and 
thinned with water. While some prefer to mix 
and grind on a glass slab, others prefer to rub 
the color in a glass tumbler with a round stick. 

Very fine zinc white and flake white, mixed half 
and half make up a splendid white for brush and 
pen lettering. The older this white color becomes 
after mixing the better as it improves greatly 
with age and if mixed thick enough it will cover 
well over a dark background with one coat. 
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Signs made in accordance with 
suggestions outlined by Mr. 
Jowitt in this article 





|| PAINT 

















HARDWARE AGE 








Our Readers’ F orum 


A Word of Appreciation from 
Mr. Schwartz 


‘°WT is with a great deal of pleasure that 
I open my copy of Harpwarr AGE 
each week and hurriedly glance thru 

it and put it away for that night when | 

have read it from cover to cover. 

“T particularly like your opening page 
and feel its message each week is ‘worth the 
price alone.’ 

“Of course Saunders Norvell’s articles 
are invaluable and priceless. 

“I firmly believe if every salesman, no 
matter what his line, would closely study 
your publication and put some of its 
thoughts to practice each week, he would 
see his business ‘pick up’ and after all, isn’t 
that what each of us want all the time?” 

(Signed) Lron ScHWARTZ, 
President “The Nutmeggers’’ 





On Mr. Norvell’s Articles on “Russia” 
‘ew is going to be interesting to hear 

something more about Russia. Mr. 

Norvell is very careful not to commit 
himself. No one can accuse him of being 
radical. Ever since I was a boy I have won- 
dered how a gréat and magnificent people, 
living in a fertile and abundant country, 
could have submitted as the Russians, until 
recently, have done. 

“Probably the Russians are making an 
earnest search for truth and justice. Both 
difficult to find.” 

(Signed) R. ALEXANDER, 
Pacific, Mo. 





“Advertising” 
si HE object of advertising is to call 
to the notice or attention of the 
public anything you wish them to 
know. 

‘In olden times, this advertising was done 
by a “Town Crier,’ who carried with him a 
large bell, and after ringing same profusely, 
on either public square or street corner, so 
attracting a crowd, told them about the new 
events of the town. Birth and death notices, 
arrival of fresh fish or fine meat, in fact 


everything was called to the public notice in 
this manner. 

‘In later years, a man went from door to 
door, calling out the dweller of the home, by 
vigorously using the old door-knocker, and 
so privately informed him of the latest do- 
ings. Even in those years ‘advertising paid,’ 
inasmuch as this ‘Town Crier was followed 
by the proverbial street urchin, who in turn 
ran home to announce the happy news; espe- 
cially was this so when the circus came to 
town. 

“Now the word ‘bargain’ is made up of 
two words, namely bar and gain, and is 
meant a saving or gain at the bar or coun- 
ter. Of course when the saving or gain was 
not genuine, it was NO'T a bargain, but a 
misstatement, which if it happened too 
often would turn a prospective customer 
against the store instead of favoring it. 

“The large storekeeper soon perceived the 
fallacy of such publicity and directed his 
thoughts towards TRUTHFUL §sstate- 
ments in his notices, and today through this 
change as well as the help of our Govern- 
ment (which does not condone any misstate- 
ments, especially in the food notices) adver- 
tising is fairly reliable. 

“APPEARANCE is also a way of ad- 
vertising, namely the appearance of the 
store in which you receive your customer. Is 
the store clean and tidy, orderly and up-to- 
date, or is it conducted in a slip-shod man- 
ner, with shelves untidy, and merchandise 
dusty’ If either of the above two mer- 
chants ever had a newspaper ad. I will bet 
dollars to doughnuts that the first merchant 
is getting the trade. 

“It is very essential nowadays that a 
store is well kept and clean, and with the 
help of the right kind of fixtures and show 
‘ases, Of which there are many on the mar- 
ket, a merchant can improve his business 
many fold. In fact it spells EKIFI- 
CIENCY, which means PRODUCING 
RESULTS. The same applies to window 
dressing, store lighting, store arrangement, 
price cards, how to treat a customer, and so 
on. It all means EFFICIENCY and 
EFFICIENCY is ADVERTISING.” 
(Signed) M.M.GopscuHa.Kk, Newark, N. J. 
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Unusual features now contribute to the entertain- 
ment of radio fans. For example, Station WGBS 
recently broadcast a program from a giant Sikor- 
sky passenger plane. The attractive young lady 
speaking into the “mike” is Maxine Brown, musi- 
cal comedy star.—Photo, Kadel & Herbert. 
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broadcasting of addresses by our Chief 
Executive and other prominent men is now a 
regular occurence, and these talks are heard in 
every village and hamlet throughout the country 
because of the comprehensive system of linking 
stations by wires. 





Why the Coming Winter will be 
a Very Successful Radio Season 


HE fall and winter of 1925 promises to 

witness an unusually successful season for 

the radio business. The reasons for this 
prediction are to be found in the efforts now 
under way to render programs more acceptable 
and novel than heretofore, and the fact that the 
quality of transmission and reception has been 
tremendously improved of late. Stations are 
now linked by land lines, thus making it possi- 
ble for listeners in the most remote villages 
and hamlets to enjoy the best that the great 
Metropolitan centers have to offer. 

Early this fall, an innovation in radio 
broadeasting of much importance will take 
place. This is the rebroadcasting in this 
country of British programs. The novelty of 
hearing our British cousins across the water 
will give great stimulus to the sale of radio 
sets in this country. That this important in- 
novation will take place is now definitely as- 
sured, and a 50,000 watt English station has 
been opened. Chelmsford has been completed 
and will transmit on a 1600 meter wave to 


Belfast, Me., from which point signals will be 
rebroadcast on a short wave to New York, 
and again put on the air for the benefit of 
fans. 

The broadcasting of addresses by our Chief 
Executive and other prominent men and women 
is now a regular occurence, and these talks are 
heard throughout the entire country, because 
of the comprehensive system of linking stations 
with land wires. 

Unusual features will also contribute to the 
entertainment of radio fans. For example, 
WGBS, New York, recently broadcast a pro- 
gram from a giant Sikorsky passenger plane. 
The coming fall and winter months promise to 
see many novelties of this sort, all of which 
will mean extra profits to retailers energeti-. 
cally pushing radio. 

Musical programs are steadily reaching what 
at one time would have been an unbelievable 
degree of excellence, for the broadcasting sta- 
tions have spared no expense in securing the 
services of prominent artists. 
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A General Letter 


By Saunders Norvell 








Recently the head of a large manufacturing concern in New York wrote a General 
Letter to his organization. This house sells its goods through jobbers all over the 
United States. A copy of this letter was sent to each of these jobbing houses. There 
was such a demand for duplicates that it was necessary to reprint the letter. Each of 
these jobbing houses sent a copy to all of their employees and salesmen. The executive 
who wrote the letter was very much surprised at this unusual demand. He said in 
writing the letter he merely attempted to cover a number of points in business manage- 
ment in a simple, straightforward, A. B. C. manner. He had no idea that he was writing 
anything that would be particularly interesting. . 

I have taken the liberty, as I happen to be rather busy this week myself with my own 
business, of stealing this gentleman’s thunder by copying parts of his letter. I asked his 
consent and he said he had no objections if I thought the letter was worth while. 
The points that appeal to me especially in this letter are, first, the simple manner in 
which it is written and, next, the fact that matters of business methods are covered 





that I have never before seen in print. 


Are We Interested In Our Work? 


As it is impossible for me to chat with each 
employee every month, I am using this General 
Letter just for an informal talk with you. These 
letters are distributed to every officer, salesman 
and employee in our organization. They are dic- 
tated hurriedly and I do not make any attempt to 
be impressive. I simply wish to tell each one 
of you about our business and about our plans. 
We want each employee to feel that this business 
is his business. We are seeking to build up a per- 
sonal interest. No working man or woman can 
be happy unless he takes a real interest in his 
work. It is our desire to have every employee 
feel that he is an important cog in the great 
machine of this business. 

Genius Is the Capacity for Taking Infinite Pains 


In this world there are no little things. Im- 
portant events hang upon what happens in very 
small matters. No doubt many of you have heard 
the story of Mohammed. He was pursued by his 
enemies. They wished to take his life. This 
was at the time when he was starting out as a 
prophet. He hid in a cave and when his pursuers, 
hot after him, reached this cave, they found a 
spider’s web thrown across the small entrance. 
They therefore said—‘Mohammed is not here; 
otherwise he would have broken that web.” This 
small spider had thrown his web across the en- 
trance of the cave after Mohammed entered. His 
enemies did not stop to hunt for him in the cave 
and so he escaped. As a result we have the 
Mohammedan religion and millions of Mohamme- 
dans in the world. If it had not been for this 
small spider, Mohammed would have been cap- 
tured and killed and that would have been the 
end of the Mohammedan religion. 

All of you no doubt have heard the old story 
of the blacksmith who made a poor job of shoeing 
the horse. A rider was being pursued in battle. 
On account of the poor job of shoeing, possibly 


HARDWARE AGE will be glad to supply reprints of this “General 
Letter” at cost 





because a single shoe nail may have been driven 
wrong, the horse lost his shoe. The horse went 
lame. The rider was captured and killed. Hence we 
have the saying that comes down in literature: 

“For the want of a nail the shoe was lost, 

For the want of a shoe the horse was lost, 

For the want of a horse the rider was lost, 

For the want of a rider the battle was lost, 

For the want of a battle the kingdom was lost— 

And all for the want of a horseshoe nail.” 
Therefore when I study our business, / attach 
special importance to small things. 


The Appearance of Letters 


When we receive a letter from some concern 
seeking our business, if this letter is poorly typed, 
poorly spaced and poorly punctuated and if there 
are words misspelled, what is the effect? We do 
not think such a concern is well managed. If 
they were, they would not send out such poor 
letters. We hesitate to do business with them. 
The best houses send out well-typed, well-written 
letters from every department. 

Suppose we buy from two houses. Their prices 
are exactly the same. One house sends out bills 
promptly. These bills are accurately made out. 
The house never makes any mistakes. Suppose 
the other house is slow in sending out bills and 
their invoices are full of errors. Which of these 
two houses do you suppose we prefer to buy 
from? 

The Delayed Invoice 

We have recently been closing our factory on 
Saturdays because we were told that the majority 
of our employees would prefer to have all day 
Saturday off during the Summer months. In 
many respects, this has been quite inconvenient 
for the business. It has caused delays. The other 
day one of our very good customers complained 
of a delay in receiving our invoice. Upon in- 
vestigation, we found that the goods were shipped 
on Friday and the orders were all ready to be 
invoiced on that day. However, the invoice was 
not sent Friday and as we were closed on Satur- 
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day and Sunday, it did not go until Monday. 
Three whole days were lost. Now it seems to us if 
there had been merely a little more care and a 
little more thoughtfulness that all of our invoices 
for goods shipped on Friday might have been sent 
out Friday night. In other words, if we are 
trying to please our employees, it seems to us that 
they should be willing to make some small sacri- 
fices for the sake of the business. 


A Credit That Got Into Slow Company 


A customer recently wrote about our delay in 
settling a perfectly clear claim. There was no 
question about this claim. The claim should have 
been promptly settled the day it was received. 
It happened that we were almost two weeks in 
sending this credit. Upon investigation, we found 
that this simple claim was put with a number of 
other claims. All the claims were sent to the 
Filing Department for the original papers at the 
same time. The Filing Department handled these 
claims in a “bunch.” The perfectly simple, evident 
claims were handled with claims that required 
time for investigation. It seems to us that this 
was not a very intelligent way to handle claims. 


Promptness Is the Essence of All Good Business 


Everyone, in handling his mail, should pick out 
the simple, evident matters and attend to them 
first. He should get them off his desk quickly. 
Every morning when I open my mail there are 
letters that can be answered as soon as they are 
read. As a matter of fact, the majority of my 
letters can be answered the day they are received 
and they are answered promptly. Of course there 
are letters that require time and investigation. 
In such cases I always promptly acknowledge 
these letters, saying that we will look up the 
fact and that they will receive an answer in a 
few days. Don’t you think such a letter of ac- 
knowledgment creates a favorable impression? 
mg methods of doing business build up good 
will. 

They Clean Up Their Desks Every Day 


Recently, on a Monday, I had occasion to write 
six of the most prominent banks in New York 
City, asking the same question. On the follow- 
ing Wednesday, I had an answer on my desk 
from every one of these banks and each answer 
was signed by a high official in the bank. What 
does this mean? It means that every one of these 
officials was answering all of his mail the day 
it was received. I wonder, should I write six 
letters, one each to the head of six of our depart- 
ments, on a Monday, if I would have an answer 
from each of these heads of departments on the 
following Wednesday. 


They Hated to Part With Papers 


All this leads up to the question of TIME in 
doing things. Many employees have no sense of 
the value of time. I have actually known em- 
ployees who would “‘nurse” papers on their desks. 
They seem to think that the more papers they 
have on their desks, the more important they 
appear to be. They think because they have a 
lot of papers piled up around them that they look 


busy. There was never a more mistaken idea. 
A thick accumulation of papers, books, etc., in 
any Office, piled up on the desks, is simply an evi- 
dence of slovenly and inefficient methods of doing 
business. Papers not in use should be filed away. 
Every correspondent should have a “tickler”’ and 
papers to come up in the future should be placed 
in this tickler to be brought up at certain dates. 
These papers covering unfinished business should 
not encumber the desk of the worker. 

If you call on any of our prominent banks or 
any of our mighty industrial organizations, you 
will not find the employees surrounded by a mass 
of papers. Recently I called upon one of the 
Vice-Presidents of The XX Company. He has the 
reputation of being one of the best business or- 
ganizers in the United States. There was not 
a single letter on his desk. There was nothing 
before him but a blank scratch pad and a pencil. 
In the course of our conversation, it was neces- 
sary to look up certain correspondence. He 
pressed a button, a girl appeared and he asked for 
this correspondence. It was brought immediately 
in a neat folder. There was no noise, no delay, 
no excitement. 


Disorder Is Their Middle Name 


Every office should be organized on this basis 
and this is the ideal toward which, in our own 
business, we must work. The chief trouble in a 
good many offices is that in the first place the 
employees do not know exactly what a perfect 
organization means. In the next place they are 
satisfied to live in a state of confusion and lost 
papers. They either do not know any better or 
they do not care. Now it is the job of our man- 
agers all through our business, by example and 
by instruction, to educate these employees to in- 
creased efficiency in handling every part of this 
business. 


Ford Will Not Let Them Dwell On the Job 


You of course know that Henry Ford has 
achieved the most outstanding success in industry 
of any man in the history of the world. I have 
just read a life of Henry Ford and the stupendous 
fact stands out that, starting with nothing, in 
19 years he built up a fortune of $1.500,000,- 
000.00. He is the richest man tn the world to- 
day. He has more cash than any other man. He 
carries a balance in bank of $100,000,000.00. 

It was interesting to read of Ford’s ideas of 
business. You have all heard of course that he 
believes in paying very high salaries. Not an em- 
ployee in his business draws less than $5.00 per 
day—BUT—Henry Ford also believes in working 
every minute. He believes in speed. He will not 
stand, above all things, for any employee wasting 
time. All the work in his factory is arranged so it 
can be done swiftly. All unnecessary and extra 
movements are cut out. He has engineers to study 
every manufacturing move and wherever it is pos- 
sible to cut down and simplify these movements, 
it is done. 

You possibly have heard the story of a man in 
Detroit who applied at an automobile factory for 
a job. “Where have you been working?” he was 
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asked. “At Ford’s,” he replied. “Have you a 
recommendation?” “No.” “Why did you leave?’ 
“Well, the truth is I dropped my monkey wrench. 
Before I could pick it up, my job had passed on 
and I was fired for not keeping up with the 
other workers.” 

Ford makes his cars cheaper than any other 
automobile manufacturer in the world. He is 
thus enabled to sell them cheaper and still make 
a profit. Labor is the largest item of cost in a 
Ford car. Ford can make his cars cheaper be- 
cause his labor in a car costs him less due to his 
having the very best and quickest-moving work- 
men. 

Do Not “Nurse” Your Work 


Do not nurse your work. Do not string it 
along. Get the job done. I would rather see a 
man sitting at his desk without a paper in front 
of him, doing nothing because he has finished his 
work, than to have the same man nursing a lot of 
papers and delaying his work just to have the 
appearance of being busy. 

Once in St. Louis I went through the establish- 
ment of Messrs. Butler Brothers with an old 
friend of mine, the manager of the plant. In one 
department I saw a number of girls sitting at 
their desks without a single paper before them. 
“How does this happen?” I inquired. The man- 
ager replied, “These girls have only certain work 
to do. They are very efficient. They have cleaned 
up one batch of work that has come to them, have 
passed it along to other departments and are now 
waiting for other work to come.” 


They Order Every Week 


Mr. X has several times told me that our Spe- 
cial Distributor in Cleveland, Ohio, The XX Com- 
pany, was one of the most systematic customers 
we had in placing orders. They sent us an order 
every week for goods. These orders are very 
carefully and accurately written. They always 
order goods in full case lots. Therefore their or- 
ders are easy to handle. Their payments always 
come back like an echo. Mr. X informed me that 
this house was one of the most satisfactory Spe- 
cial Distributors on our list and that when many 
wholesale houses were not making any money, 
this house always conducted their business at a 
very satisfactory profit. 

Efficient Distributors 


When I went to Cleveland, I was very curious 
to visit this house. One morning Mr. X and my- 
self called on them. As we entered the front 
door, we were immediately greeted cordially by 
one of their officers. 

They have a very large office, crowded with 
employees, on the first floor. Here are some of 
the things I noticed. All of the men were well 
shaved, wore clean linen and were neatly dressed, 
but not an employee was smoking. I did not see 
a slovenly-looking clerk in the establishment. The 
girl employees had good natural complexions, 
were neatly and quietly dressed and not one of 
them looked like the typical painted “jazz baby” 
that is so common in New York offices. Every- 
body had the appearance of having had a good 


night’s sleep the night before. Their eyes were 
clear and they were working steadily without any 
confusion. There were no coats and hats hanging 
around on hooks or lying on top of files in the 
office. With a smile, I asked Mr. X, “‘Where are 
all the coats and hats of the boys and girls?” 
“Why,” he answered in surprise, “in their lockers 
in the locker room, of course. Where did you 
expect them to be?” “Well,” I replied, “I have 
sometimes in some offices seen them lying around 
almost any old place.” “Let me tell you, you wont 
see that here,” he answered. Next, I noticed that 
the filing cases were clear on top. It was evident 
that in that office they do not do most of their 
filing on top of the case instead of inside of it. 
Everywhere nice-looking, clean-cut employees 
were steadily working. Nowhere in the entire 
institution did we run into a bunch of em- 
ployees whispering and gossiping together. No- 
where, as we went through the building, did 
these employees break away from their gossip 
and then attempt to look busy. Everybody seemed 
to know his own job and to be attending to it. 
As we walked through, we were greeted 
pleasantly by these employees. Everybody seemed 
to be satisfied and happy. 

As a matter of fact, the thing that struck me 
more than anything else about The XX Company 
was the superior character of the people they had 
working for them. Afterward I met Mr. X, the 
head of the house, and I referred to this im- 
pression. “You see,” answered Mr. X, “we are 
very careful indeed about whom we employ. 
We do devote a great deal of attention to getting 
the best people. Then, after we get them, we try 
to treat them well and as a result there are very 
few changes in our force. The employees stay 
with us a long time. Practically all of our head 
men have grown up in the business.” 

After having visited this well-regulated drug 
house, I could easily understand why it is such 
a pleasure to do business with them. The reason 
is that they do a quality business because they 
have quality employees. A first-class man will, 
as a matter of course, do first-class work and a 
second-class man just as naturally will always do 
second-class work. How foolish it 1s in any busi- 
ness to employ second-class people and expect to 
get first-class work out of them! 


Cash, the Life Blood of a Business 


I wonder how many of our employees ever stop 
and think what it means to supply the ready cash 
to pay for all the salaries, expenses and merchan- 
dise for a business like this? Did you ever stop 
to think that no matter whether business is good 
or bad—no matter whether it is profitable or un- 
profitable—we must provide the cash to pay for 
salaries, expenses and merchandise right on the 
dot? Don’t you take it as a matter of course that 
you will get your money in your envelope without 
the slightest delay on pay day? What would 
happen if we should send you, instead of your 
salary, a slip of paper saying, as in the case of 
the invoice, that because the cashier was away 
on a vacation, your salary would not be paid until 
three days later? Wouldn’t there be an awful 
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howl about it? Suppose I told you that we must 
provide several thousand dollars in cash every 
working day just to pay expenses. Still, this is 
true. The cash is always there and it is there 
because somebody is looking after the financial 
end of this business. 


Sales, the Food of a Business—No Food, Starvation 


The next thing was to line up our sales and 
lay out our sales plans and advertising so we could 
go to work intelligently building up our business. 
Naturally sales are the most important thing of 
all in any business. Without sales there is of 
course no necessity for a factory. Sales to a 
business are the same thing as food to a human 
being. If the food is cut off, the human being 
soon ceases to function. 

There is also a very important point in connec- 
tion with sales that you must consider. It takes 
a very large part of our sales simply to pay the 
expenses of running the business. Our net 
profits are made on the extra sales beyond the 
amount necessary to cover expenses. Therefore 
if a manufacturing business has sales enough to 
just about break even, what it is necessary for 
them to do is to increase their sales with the 
same overhead and expenses and they will make 
a net profit. 

In the early months of this year we had very 
fair sales and our showing was consequently satis- 
factory. Then, in the months of May and June, 
we had a slump. Sales went down but expenses 
did not. That is the trouble with the expense 
account. It is established and it stays up, whether 
sales go up or down. We are glad to state, how- 
ever, that our sales, especially of profitable goods, 
very much improved in July and we are looking 
forward to a better statement for that month. 
The prospects are excellent for a good fall busi- 
ness. Weare looking forward hopefully to a good 
business for the rest of this year and we certainly, 
each and every one of us, must be in the state 
of mind to grasp the opportunity and make the 
fd best of the good months immediately ahead 
of us. 


Your Heart Never Takes a Vacation 


At present we are suffering all kinds of handi- 
caps on account of vacations. It is pleasant of 
course to take a vacation but those who are stay- 
ing at home now with an increasing business must 
work like beavers to do their own work and look 
after the work of those who are away. As man- 
agers of the business, we will surely be glad when 
vacations are over and we get them entirely out 
of our systems so we can settle down to work and 
make up for the dull business we had in May and 
June. 


Quick Action Before Saves Explanations Behind 


Right here we must caution our salesmen to get 
to work at once on their fall sales. As I wrote in 
my last General Letter, everything depends upon 
a prompt start. All over the country today, the 
best sales organizations are tuning up and getting 
their men at work now. They are not waiting 
until after Labor Day to get started. In nothing 


is it truer than in sales that the early bird gets 
the worm. 
First, Finance; Next, Sales; Now, Manufacturing 


So, after finance, the next important thing in 
running a business is the selling end of the busi- 
ness. Last, but not least, we come to the manu- 
facturing and the handling of shipments. 
Naturally this must be done right. Naturally 
we must give the very best of service or our 
customers become dissatisfied and we do not 
secure future business. In these days, compe- 
tition in the way of service is keener than it 
ever has been before in the history of this country. 
All the best industrial organizations are giving 
remarkably prompt and satisfactory service. The 
railroads are handling shipments more promptly 
than ever before. The good work being done by 
railroads is surprising. This means that both 
wholesale merchants and retail merchants are 
buying goods only as they need them. They are 
not placing large future orders. They buy frome 
week to week. They expect prompt service and 
are giving their business to those houses who give 
them this service. It is therefore of paramount 
importance for us in laying our plans to realize 
that in order to hold and build up our business, 
prompt and satisfactory service, even in the 
smallest detail, must be given. 


That Dangerous First Floor 


All of our officers and most of our managers 
are up on the top floor. They spend most of their 
time up there. The dangerous part of the factory 
is the first floor. Those in charge of the first 
floor must be most watchful of our interests. The 
reason for this must be obvious. Several times 
when I visited the factory I saw a lot of goods in 
open baskets and crates in our receiving depart- 
ment practically unprotected. Just then our re- 
ceiving clerk was not in sight, but there were all 
these goods exposed with strange teamsters and 
their wagons backed up at the receiving doors. 
These teamsters were sitting there waiting. It 
would certainly have been a very simple matter 
to have “annexed” quite a supply of the best line 
of XX specialties in the world! The gentleman 
in charge of the first floor should appreciate the 
quality of our goods and realize how much some 
people would like to have them! . 

The Big Four 


Just one thought more to our salesmen in going 
into the fall campaign. 


XX 

XX 

XX 
are our leading SPECIALTIES. These items are 
the backbone of our SPECIALTY line. How 
many of our salesmen make it a point every time 
they call on a customer to find out whether he is 
pushing these four items? Every salesman should 
do this. If you are not interested in our leading 
items and if you do not mention them every time 
you call on a customer, how can you expect your 
customer to be interested? Should the retail 

(Continued on page 124) 
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Movement Launched To Double 
Proposed Tax Reduction 


Leaders Would Extend War Debt Refund Period and Put 


American Tax Payers on Same Favorable Footing 


| 


as Foreign Debtors 
By W. L. Crounse 


WASHINGTON, Sept. 7, 1925. 


NFLUENTIAL leaders in Congress are planning a movement 
to bring about a tax reduction at the coming session at least 
twice as large as that suggested by the Treasury Department. 


Mr. Mellon has intimated that the condition of the Treasury will 
stand an annual cut of $300,000,000 but the leaders referred to 
ansist that at least $600,000,000 of the annual tax burden should 
be lifted from the shoulders of the people. 

This interesting movement, of the deepest possible significance 
to business everywhere, is based upon the terms of the war debt 
settlements recently negotiated with the countries to which Uncle 
Sam loaned large sums of money during the great war conflict. 
These terms are far more lenient than the Treasury Department had 
planned and unless the basic project for paying off the war debt 
is modified they will result in the continued taxing of our own 
people to provide a sinking fund for retiring the Liberty bonds 
instead of requiring our European debtors to repay their obligations 
at a rate that would provide the necessary funds for this purpose. 


Twenty-Five Year Funding Period 
Abandoned 


When Congress created the debt 
funding commission it gave authority 
to fund the debts of foreign nations 
on a 25-year basis. 
been carried through, these foreign 
payments could have been applied to 
the retirement of Liberty bonds. 

The entire war debt of $20,000,000,- 
000, half represented by loans to for- 
eign nations and half by our own war 


term for all foreign war debt settle- 


If this plan had | 


expenditures, would have been paid off | 


in the 25-year period. The American 
can people would have been taxed to 
pay off the domestic debt, but they 


would have been relieved of the burden | 
of retiring the other half represented | 


by foreign loans. 
But the debt funding commission has 


not been able to enforce the 25-year | 


basis in the payment by foreign nations 
of their war debts. The British agree- 


ments. 
Square Deal for American Tax Payer 


Under these circumstances certain 
farsighted Congressional leaders are 
taking the position that if foreign na- 


tions are to be allowed 62 years in | 


which to refund their war debts to the 
United States, there is no reason why 
American taxpayers should not have 
a similar privilege. It is proposed, 
therefore, that the sinking fund plans 
of the Treasury shall be modified and 
that maturing issues of Liberty bonds 
should be renewed possibly at lower 
interest rates, and thus a part of the 
war burden placed on the shoulders of 
posterity. 

As indicating the possibilities of a 


heavy tax reduction based on a post- 


ment fixed the precedent with payments | 
over a period of 62 years, a period which | 
has also figured in the agreements with | 


Finland, Poland and Lithuania and more 
recently with Belgium. 

Negotiations are now on foot with 
France and Italy, and intimations have 
already been received that these coun- 
tries will insist upon the 62-year pe- 
riod. It is now generally conceded that 


this period will be the standardized 








ponement of debt retirement, it is es- 
timated that Congress at the time 
the revenue reduction act of 1924 was 
passed might have cut taxes something 
like $425,000,000 more than it did, if 
the law had required that payments 
from foreign nations should go into the 
general fund, and that the funded debt 
retirements should be limited to the 
amount of the sinking rund. But Con- 
gress adhered to the original sinking 
fund plan, which is based upon the idea 
of extinguishing the entire war debt of 
approximately $20,000,000,000 within 


| the next twenty-five years. 
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Heavy Tax Burden Unjustifiable 


The proposition as certain Con- 
gressional leaders view it is a very 
simple one. If the present generation 
is compelled to pay off the war debt, 
it will have to carry a tremendous tax 
burden for the next quarter century al- 
though a cut of $300,000,000 per annum 
in the load will still be justified. 

On the other hand, if our own people 
are to be as liberally treated as those 
of foreign nations that owe war debts 
to the United States, the sinking fund 
requirements can be so reduced as to 


| permit a cut of at least $600,000,000 


in the annual tax burden. It is not 
difficult to work up enthusiasm over a 
project that proposes that the Ameri- 
can people shall be treated as gener- 
ously as their European debtors. 

With the possibility in view of doub- 
ling the predicted tax cut there is much 
speculation as to how the additional re- 
duction may be made. It goes without 
saying that the individual income tax, 
both normal and surtax, would come 
in for another slashing, as this source 
of revenue is counted upon to provide 
the lion’s share of Treasury receipts. 


Corporate Income Tax May Be Cut 


An interesting possibility, however, 
is now under discussion. It is noth- 
ing less than a substantial cut in the 
corporate income tax which is now a 
flat 12% per cent. 

Even with a tax reduction limited to 
$300,000,000, there has been considera- 
ble discussion of two projects with re- 
spect to the corporate income tax, one 
involving a reduction to a flat 10 per 
cent, while the other proposes a gradu- 
ated tax bearing lightly on small cor- 
porations and more heavily on the big 
ones. Treasury officials are opposed to 
a graduated tax and point to the fact 
that big corporations are financed by 
a large number of small stockholders, 
who are on an exact equality with those 
who finance small corporations. 

The Secretary of the Treasury has 
not directly opposed a flat cut in the 
corporate income tax, and it is believed 
in some quarters would consent to a 
20 per cent reduction which would leave 
the rate at 10 per cent. No principle 
is involved in this point, and it is free- 
ly contended that the condition of the 
Treasury warrants this particular re- 


| duction. 
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Publication of Income Tax | 


e 

Payments Authorized | 
7 zero hour for the publication | 
of income tax payments in the daily | 
press struck at midnight last Monday, 
Aug. 31. It then became legal for the | 
daily press to copy these figures from | 
the records of Collectors. of Internal 
Revenue and publish this confidential 
information for the edification of cred-| 


itors, blackmailers, adventuresses, boot- | 


leggers and busybodies generally. | 


right of the newspapers to publish these | 
figures. Although the Commissioner | 
of Internal Revenue made them public | 
a year ago in certain parts of the coun- | 
try, he contested the right of the news- | 
papers to print them, but was beaten in | 
the courts, the United States Supreme 
Court on May 25 of this year holding 
that publication was lawful. 

Be it said to the credit of the press | 
of the country that all the newspapers | 
will not publish these figures. The | 
Star League of Newspapers in Indiana 
gave out a terse announcement during 
the past week that it does not intend 
to publish taxes on incomes “because 
it is a matter of prying into private 
affairs.” 

The law permitting such publications 
is “obnoxious and unjustified in the) 
public mind,” says the Indianapolis | 
Star, and it adds that in common with 
other Indiana newspapers it will work | 
to have it repealed. The Star, says | 
the statement, “cannot conceive that 
any person has the right, much less | 
the desire, to ascertain the amount of | 
income tax paid by his. neighbor; 
therefore, it is not a matter of surprise 
but rather a matter of prying into pri- 
vate affairs.” 


Commerce Department 
Studies Marketing 
Problems 


an effort to eliminate the major | 
fields of waste in our domestic com- 
merce, representatives of the Depart- | 
ment of Commerce are now engaged in 
making thorough surveys of market- 
ing conditions in several of the largest | 
business centers. It is the intention of 
these officials to make their survey. 
nation-wide in scope, but at present | 
they are handicapped by a lack of ade- 
quate appropriations. 

Business organizations are constant- 
ly endeavoring to find the faults inher- 
ent in our present structure of market- | 
ing and are ever attempting to remedy 
the situation by showing where services | 


Toolmakers’ Buttons Have 
Novel Feature | 
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Twelve Per Cent Surtax I[s Scientific 
Revenue Point 


x 


intensive study by Treasury experts of the income tax rates 
for the calendar year 1924 has developed the interesting fact 
that if the maximum surtax rate should be reduced to 12 
| per cent, thus putting 6 and 7 per cent preferred industrial stocks 


on a parity with tax exempt securities, the result in a single year 
| would probably be to increase ‘the national income instead of 
There is no question as to the legal| decreasing it. This is not guess-work but the result of a calculation 


bas 


If you will look over your duplicate | 


return for 1924 you will note that you | 
were asked to give the total amount of | 


tax-exempt securities held by you. 
is an interesting question as to whether 
the Commissioner of Internal Revenue 


It 


had a right to demand this information, | 


but however that may be, the majority 


of those making returns gave the in- | 


formation without protest and thus af- 
forded the Treasury experts the basis 
for this most interesting calculation. 


Of course, the bolshevist element in| 


Congress would protest against cutting 


the maximum surtax to 12 per cent, 


or expenses can be pruned, it is pointed 


out. 


due, it is said, to the varying degrees 
of sales resistance met because of dif- 
ferences in race, purchasing habits, in- 
comes and occupations. 

For the purpose of throwing light on 
the problem, the domestic commerce di- 
vision of the Department of Commerce 


| plans to analyze the purchasing power 
| of each regional marketing district, so 


sales executives will be able to set quo- 
tas and to plan sales campaigns “on a 
basis of knowledge rather than of 
guesses.” 

When business can be placed on the 
market scientifically instead of me- 
chanically, it is pointed out, the market 
value of each article will show a profit 
instead of a loss, as is sometimes now 
the case. 


July Foreign Trade Shows 


| per cent 


Larger Favorable Balance 
— foreign trade of the 


favorable balance of $5,648,000, as com- 
pared with the adverse balance of ap- 





of holes close together is simplified, as 
the long button can be centralized eas- 
ily even when a short button is used in 


| a hole close to it. The additional length 


Brown & Sharpe Manufacturing Co., | 
Providence, R. I., considers that the | 
service of toolmakers’ buttons has been 
greatly increased by the use of one 
long button in combination with 
shorter ones. 


It is claimed the location | 


of the long button gives. sufficient 


_ clearance beyond the short for the use 


of an indicator point or spindle. 


Undoubtedly, one of the largest | 
fields of waste is in the lack of defi- | 
nite knowledge by distributors of the > 
type and relative value of markets in_ 
various sections of the United States, | 


ed upon data taken from the actual returns. 


declaring that this would mean the 
“shifting of the tax burden from the 
rich to the poor.” Such a claim would 
be absolutely baseless, however, for the 
rich would pay much more in taxes un- 
der a 12 per cent maximum surtax 
than they do at present. 

The bolshevist element in and out of 
Congress seems to regard tax laws as 
punitive. Treasury officials, however, 
regard them from the standpoint of 
productivity and do not consider them 
as penalties to be imposed at the sweet 
will of the political party that happens 
to be in power. 


proximately $8,000,000 for July, 1924 
For the seven months ended July, 1925, 
the favorable balance was $262,000,- 
000. 

The total imports in July, 1925, were 
valued at $325,999,000, while the ex- 
ports were $331,647,000. This was a 
gain of approximately $47,000,000 in 
imports over July, 1924, and of $61,- 
000,000 in exports. 

It is significant that by far the big- 
gest item in our imports in July of 
this year was crude materials, which 
amounted to 38.2 per cent of the total. 
Foodstuffs, crude, and food animals con- 
stituted 13 per cent and semi-manufac- 
tures 18.1 per cent, while finished man- 
ufactures of all kinds constituted but 
30.4 per cent. It, therefore, appears 
that our imports of crude and partly 
manufactured materials were more than 
double those of finished manufactures. 

An even more favvurable showing is 
made in the mattér of exports. The 
total shipments of crude materials, 
foodstuffs crude, and food animals and 
semi-manufactures constituted but 41.4 
of the total, while finished 


_ manufactures of all kinds were valued 


United | 


States in July showed a neat little | 
| ished manufactures, of our exports they 


| racy. 


It is said this novel idea in buttons | 


assures precision and absolute accu- 


at 58.6 per cent. Thus, while less than 
one-third of our imports were of fin- 


constituted more than one-half. 


The buttons are carefully built 
with ends ground square with sides. 
Made in sets Nos. 758A, 758B and 758C, 
each contains four buttons, being re- 
spectively .300, .400 and .500 inches in 
diameter. In each set three buttons are 
4 in. long, while the longer button is 
5, in. They are fastened to a suffi- 
ciently thick base to protect the ends 
of screws holding buttons. 
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er, Better Business” Conven- 


tion Slogan of National Council 
of Traveling Salesmen 


Delegates Discuss “Glorified 
and Other Topics—Frank L. 


“B 


A. M. 


IGGER, Better Business” 
convention of the National Council of Traveling Salesmen 
which was held at the Hotel Pennsylvania, New York City, 


Peddler,” Pullman Surcharge, 
Armstrong Succeeds President 


Loeb 


was the slogan of the 1925 annual 


Sept. 1, 2 and 3, whose delegates represent about 900,000 traveling 
salesmen of this country. The National Council is the clearing house 
or composite body of various salesmen’s organizations in varied fields, 
including among others the Hardware Boosters of New York City. 

Among the highlights in the discussions was the opinion of Wm. 
N. Taft, Retail Ledger, whose topic was “The Menace of the Glori- 
fied Peddler,” the seriousnss of which was first adequately brought 


to attention by HARDWARE AGE. 


Mr. Taft said that practically 


all commodities today are being sold by bell-ringers and that if 
retailers are to hold their present places, drastic measures must be 
adopted to combat the house-to-house men. 


In the same session, which was Thurs- | 


day morning, Alvin E. Dodd, manager 
of the Domestic Distribution Depart- 
ment of the U. S. Chamber of Com- 
merce, said that house to house selling, 
having become permanently established, 
is under close watch by business men 
for probable development. 

Mr. Dodd said that the answer ap- 


parently was that direct selling of this | 
kind likely would be specialized more 


and more in certain fields and that 
other fields would be left to the local 
retailer. 


“Regardless of which side of the con- 
troversy we favor—the local retailer or 
the house-to-house salesman—business 
men,” said Mr. Dodd, “just now are 
deeply interested in finding out what 
the probable future development is go- 
ing to be, although the house-to-house 
method largely in the form of the old- 
fashioned peddler 
radic and apparently accidental, it is 
now seemingly of a permanent char- 
acter. Pretty near everything which 





can be bought or sold, including ceme- | 


tery lots, is sold by this method—al- 
though by no means with equal success 
in all lines. 

The speaker presented the two points 
of view regarding house-to-house sell- 
ing: First, that which contends that 
this direct selling grew out of the sur- 
plus of goods resulting from production 
speeded up during the war, which it 
was necessary to move through new re- 
tail outlets. According to this point of 
view the peak of house-to-house selling 
has been passed and the method will 
gradually decrease in importance. Con- 
tributing to this end is the disinclina- | 
tion of the housewife to answer her | 
doorbell several times a day to talk to 


was originally spo- | 


an ever increasing number of canvas- 
Ssers. 

At the closing session of the gather- 
ing, Frank L. Armstrong of the Boot 
}and Shoe Travelers’ Association of 
|New York, was elected president, suc- 
prove es Aaron M. Loeb, who has held 

the post for four years. 





| 





Frank L. Armstrong, President 
National Council 


Other officers chosen are: Albert 
Behning, National Piano Travelers’ As- 
sociation, first vice-president; Reuben 
Hecht, Southern Travelers’ Association, 
second vice- -president; David H. Wilson, 
Associated Millinery Men, third vice- 
president; Edward N. Mayer, Jewelry, 
Leather and Fancy Goods Association, 
| fourth vice- president; Sol Wolerstein, 
| Garment Salesmen’s Association, secre- 











tary, and Archie E. Foise, National 


Association of Men’s Apparel Clubs, 


treasurer. 
The convention was officially wel- 


| comed Tuesday night by John F. Hylan, 
| mayor of New 
| meeting President A. M. Loeb gave his 
| annual address, 


York City. At this 
in which he reiterated 
the council’s advocacy of the “Made 
in America” campaign, “sponsoring 
the supremacy of American-made prod- 
ucts and the desirability of giving 
preference to those things we produce 
in this country as in competition with 
foreign-made and_ foreign-produced 
commodities.” 

“We have every desire to be generous 
to our foreign brothers,” Mr. Loeb 
said, “but we are firm believers in the 
axiom ‘Be just before you are gen- 
erous.’ That spirit which at this time 
seems to regard the label which bears 
the word ‘imported’ as a sine qua non 
of quality is wrong in principle. The 
American mechanic, American artisan 
is the peer, if not the superior, of those 
in any land. Our inventive genius is 
unexcelled. Then why, ask, is it 
necessary for us to bow down before 
the fetish of ‘imported’? Let us rather 
give subservience, give encouragement, 
give patronage to the article which 
bears the imprint ‘Made in America’.” 

At the opening session of the Na- 
tional Council it was discovered that 
carrier rates, hotel rates, the lack of 
interest which salesmen as a body take 
in organization activities, and the time 
lost in selling commission resident 
buyers, are the pet subjects of which 
salesmen complain. 

This initial session was given over 
to an open forum, officially titled the 
‘Kickers’ Conclave,” at which all sales- 
men were invited to publicly air their 
grievances. 

Carrier and hotel rates led by a wide 
margin in the complaints registered, 
with views that the active work of 
salesmen’s associations is left to a 
corporal’s guard of active members 
taking third place. 

J. M. Landfield started the open 
forum by stating that he believed the 
council’s activities are not being op- 
erated in the correct manner, making 
some corrective suggestions. 

M. Sol Schwayzer attacked the Pull- 
man surcharges and also asked for 


| more cooperation from buyers in cut- 
_ ting down lost time in selling. 





Seymour Sears, representing the 
Hardware Boosters, devoted his kick 
to hotel rates, saying that it cost sales- 
men more to sleep in a hotel now than 
it used to cost for room and board. 
He believes a great deal of unnecessary 
service is forced on salesmen, which 
automatically raises overhead and 
forces higher rates. Salesmen will be 
better contented with less service and 
cheaper rates, he declared. 

The members of the council, as well 
as members of the affiliated groups, 
depend entirely too much on the active 
interest of a few interested members, 
Sidney Kan said. He wants all sales- 
men to work all the time in getting 
new members, in order that salesmen’s 
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groups will have 
representation. Similar views were 
given by E. Brown and Frank Boylan, 
who said that those who receive great 
benefits do little or nothing to aid in 
the general work. 

Herbert Schamberg discussed the 
work of the council, saying that it 
alone had been the greatest factor in 
keeping rail rates where they are. 
David Calder talked on the accom- 
plishments of the council and the high 
standing it occupies. 


a larger and better | 


; 


That there is entirely too much of | 


the “Let George do it” spirit in the 
associations was the gist of the mes- 
sage of Archie Foise, who made a 
plea for greater interest. 

Mr. Hiller offered two plans for con- 
sideration to increase salesmen’s at- 
tention, first, that the council be oper- 
ated on a fraternal pian, or second, 
that some sort of system be adopted, 
similar to the Canadian travelers’ plan, 
whereby members may receive bene- 
fits through belonging to the groups, 
such as lower hotel rates, etc. 

C. H. Anderson devoted his energies 
to complaining of hotel rates, with M. 
C. Levien, saying that more interest 
is an essential need. 

R. Hecht defended the salesman, 
saying he is of greater importance than 
ever before. Similar views were also 
expressed by some of the other speak- 
ers, whose chief complaints were on 
carrier and hotel rates. 


Salesmen won’t do much to better | 


their own conditions, according to 
Joseph E. Josephs, who pleaded for 


an awakening of greater individual in- | 


terest in the efforts of the council. 
Moe Oppenheimer said that salesmen 
could save a great deal of their own 
time if they showed only goods they 
knew the buyers would be interested in, 
and eliminated the showing of lines on 


which there is but a slim chance for a 
sale. 
M. Siegel started the discussion on 


commission resident buyers, declaring 
them an unnecessary part of the mer- 
chandising plan. 


Loeb Sums Up 


President Aaron M. Loeb, in 
ming up the free-for-all discussion, 
went over the entire ground covered 
and cited the amazing work the asso- 
ciation has done despite its lack of 
funds. During the five years of its 
existence, he said, only about $100,000 
has been expended in its various activ- 
ities, with benefits greatly in excess of 
that small figure. It is not what the 
council is doing, but what it is trying 
to do, that stands supreme in its activ- 
ities, he said, calling for united sup- 
port in its various campaigns. 

J. Harry Tregoe, secretary of the Na- 
tional Association of Credit Men, de- 
clared in no uncertain terms that the 
principle of instalment buying is un- 
sound, and that he would not be sur- 
prised—if the rate of increase in this 
method of consumer purchasing is con- 
tinued—but that lawyers will take di- 
vorce cases on the “dollar-down” plan. 


Samuel Reyburn, president of Lord | 


sum- | 














& Taylor, on the other hand, viewed | 
the matter in a different light. Credit | 
is a fundamental of business, he said, 


and if properly safeguarded results in| 


a healthy business. The credit plan of 
purchasing commodities of all kinds, 
Mr. Reyburn said, is a sound one from 
a merchant’s point of view. 

Too often the sales department dom- 
inates business, Mr. Reyburn cautioned, 
with the banking end a secondary con- 
sideration, and it is in a case such as 
this that the credit system is a peril- 
ous one. All credit business should be 
conducted on the basis of complete co- 
operation of the sales and business 
offices, in order that the latter may 
place careful safeguards against losses 
on credit sales. 

“The more I study phenomena of 
business the more I am convinced that 
it is not for us to forecast the future 
accurately,” said Theodore H. Price, 
editor of the magazine Commerce and 


—— 





A. M. Loeb, Retiring President 
Finance, in his talk on “National Pros- 
perity and How to Size It Up.” 

He stated that while he 


scientiously predict the future, 


| 





‘annot con- | 
the 


present conditions and elements indi- | 


cate future and continued prosperity. 
He stated that in this country we have 
become so “statistically self-conscious” 
that business is afraid to act. 

Economists and statisticians have so 
confused us, that business is not sure 
just what to do, he said. 
horoscopes of the future are cast, he 
declared, by incompetent persons. 

Buying futures are more largely mat- 
ters of psychology than statistical 
facts, Mr. Price declared. He said that 
he has found throughout the country 
business men ambitiously happy and, 
because of that, fall and winter busi- 
ness should be good. 

The intuitive judgment of merchants 
should be more reliable than that of 
economists because of their close rela- 
tion to their business, he said. 


Too many | 


In conclusion, Mr. Price stated that | 


America will be more prosperous if the | 


population redistributes itself in small | 
| gland Hardware 


urban communities. 


Following the invocation by the Rev. | 


} 


Dr. Edward Lissman, J. W. Knowles, 
purchasing agent of the Consolidated 
Gas Co., discussed “Selling Tips From 
the Buyer’s Viewpoint,” and empha- 
sized that personality and adaptability 
are the chief essentials of a salesman. 

Fersonal appearance is also a vital 
point, the speaker said, and no mat- 
ter how slovenly a buyer may be, sales- 
men should make it a cardinal principle 
to be at least neatly dressed. The per- 
sonal equation, he continued, creeps 
into all sales or purchases. subtly, 
whether or not either the buyer or the 
salesman realizes it, and to safeguard 
their own best interests, salesmen 
should be scrupulously careful in pre- 
senting a faultless exterior. 

E. M. Statler, president of the Stat- 
ler Hotel System, after handing the 
salesmen a bouquet, hurled a brickbat, 
in fact, two, into their midst. He de- 
cried the practice which he said is be- 
coming aggravated every day, of sales- 
men, particularly, tipping room clerks 
a dollar or so in order to get prefer- 
ence in securing a room when hotels 
are crowded. 

Mr. Statler also said that the prac- 
tice in commercial hotels in New York, 
where buyers register, of salesmen 
awaiting for buyers early in the morn- 
ing as they emerge from the elevators, 
and of telephoning them in their rooms 
beginning as early as 7 o’clock in the 
morning, in order to make appoint- 
ments, is becoming oppressive and 
must be done away with or the entire 
traveling fraternity will suffer. 

No personalities were made or in- 
tended by Mr. Statler, who explained 
that he called on the council members 
to aid in stamping out this practice of 
the “moochers” and “fish peddlers” in 
the field. 

Dr. Frank J. Warne, chief statis- 
tician of the Railway Brotherhoods, 
gave an illuminating address in rail- 
road valuation and rate making. 

Among the entertainment features 
provided the delegates were a _ lunch- 
eon on the S. S. Leviathan as guests 
of the U. S. Lines, attendance of the 
second Yankees-Red Sox ball game at 
the Yankee Stadium-as guests of Col. 
Jacob Ruppert, owner of the Yankees; 
a smoker with feature vaudeville acts 
through the courtesy of E. F. Albee, 
a banquet on the S. S. Paris for dele- 
gates and ladies and a theater party 
for the ladies. 

Much credit for the success of the 
convention which attracted a total of 
more than 500 delegates is due to Wil- 
liam P. Adams, executive director of 
the National Council. 


A. Hopkins Dead 


W. A. Hopkins, wife of W. A. 
Hopkins, treasurer, Decatur & Hop- 
kins Co., Boston, Mass., died recently 
at her home in Jamaica Plain, Boston. 
Mrs. Hopkins was active in the ladies’ 
convention program of the New En- 
Dealers’ Association 


Mrs. W. 


Mrs. 


convention. 
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Installment Paint Plan Discussion 
at Babson Conference—Sept. 22 


N. R. H. A. Secretary H. P. Sheets Will Oppose Plan—A. M. 
East, of Save the Surface Campaign, Will Defend Plan— 
Hardware Trade Invited 


cussion at the 


i} 


HE installment plan for selling paint will come up for dis- 
s,abson Conference, to be held at Babson Park, 
Wellesley Hill, Mass., on Sept. 22. 


The meeting will take place 


in the auditorium. Herbert P. Sheets, secretary-treasurer of the 
National Retail Hardware Association, will speak in opposition to 


the plan. 


Arthur M. East, business manager, Save the Surface 


Campaign, will talk in favor of the plan. | 
The hardware paint trades have been invited to attend this in- | 


teresting discussion, which will be followed by a question period | 


of informal discussion. 

[It will be recalled that quite a spirited 
discussion on the installment plan for 
paint selling took place at the national 
convention held last June in Philadel- 
phia. 

The Babson Conference will open 
Sept. 21 and will be devoted to a dis- 
cussion of the most important business 


Addresses Two 


Kolster 


Boston Meetings 


Dr. 


Sixty-two members of the sales staff 
of the Wetmore-Savage Automotive 
Equipment Company, Kolster radio dis- 
tributors for New England, gathered 
at the Westminster Hotel, Boston, on 


Aug. 22, and heard addresses by Dr. 
Frederick A. Kolster and H. H. South- 
gate, assistant sales manager of the 


Federal Telegraph Company, manufac- 
turers of Kolster radlo. 

Dr. Kolster, who for eight years has 
been head of the radio section of the 
United States Bureau of Standards, re- 
cited some interesting details concern- 
ing the original attempts at communi- 
cation through ether. He also excited 
considerable interest among his New 
England audience when he told how 
radio was actually first born near Bos- 


ton on the banks of the Charles River | 


*>* 


—_* 


» Vears ago. 


Mr. Southgate followed with an out- | 


and financial problems of the present | 


day. It is the purpose of this confer- 
ence to throw more light on “The Busi- 
ness Outlook,” which includes general 
business, sales and profits, commodity 
prices, trade associations, investments, 
taxation and railway problems. 


a 


On the same day, Dr. Kolster at- 
tended a luncheon given by the Wet- 
more-Savage organization at the Bos- 
ton Chamber of Commerce, and later 
addressed the meeting upon the stu- 
pendous growth of radio and the im- 
portant rank which it will hold among 
industries of the future. 


European — Branch _, Office 
Opened by Hercules 
Powder Co. 

To take care of the expansion of its 
European naval stores trade, the Her- 
cules Powder Co., Wilmington, 
a European branch office in Rotterdam, 
Holland. This office will supervise and 


cooperate with the distributors of its 
naval stores products—-steam-distilled 


_wood turpentine, wood rosin, and pine 


line of the advertising campaign about | 


to be launched upon a national scale, 
and set forth the policies of his com- 
pany which will govern the establish- 
ment of dealers in such a way as to pro- 
vide an incentive for conscientious 


effort and an opportunity to realize a | 


satisfactory measure of profit. 
Following this address, the four new 

models representing the Kolster radio 

line were placed on view and their ini- 


tial appearance won instantaneous ap- | 


proval from those present. 


ster line is manufactured by the Fed- 
eral Telegraph Co., New York City. 


The Kol- | 


| 


oil—in the following countries: Eng- 
land, Belgium, Germany, Norway, 
Sweden, Denmark, Finland, Czecho-Slo- 
vakia, Italy, and other European coun- 
tries. 


i 
| 
j 
| 
} 


Tolley Now Sales Manager 
for Underhill, Clinch & Co.; 
New Lines to Be Added 


George Tolley, secretary, Underhill, 


Clinch & Co., 82 White Street, New 


York City, hardware wholesalers, has 
been appointed sales manager of that 
concern. He went with the company 


_in 1890 as an office boy and has in that 
| time worked up steadily through the 





various duties necessary in the opera- 
tion of a hardware jobbing organiza- 
tion. 

For several years he was virtually 
assistant sales manager, assisting the 
late Alfred D. Clinch, whose death oc- 
curred two weeks ago. In the changes 





George Tolley 


which took place following the death 


of Fred. Underhill in January, Mr. 
Tolley became secretary of the firm. 
He is very familiar with the lines 


handled and enjoys a wide acquaintance 


with manufacturers’ representatives 
and with other jobbers in the New York 
market. 

Mr. Tolley was responsible for the 


compilation and distribution of the 


Del., | 
has announced the opening, Sept. 1, of | 


The Rotterdam office will be the | 


distributor of these products in Hol- | 


land and the Rhine Valley. 

P. W. Meyeringh, who has been Eur- 
opean sales representative of the Naval 
Stores Division of the Hercules Powder 
Company since 1923, will be manager 
of the new office. 
to his connections with the Hercules 
Company, was engaged in the export 
and import business in Rotterdam and 
Amsterdam. 


Mr. Meyeringh, prior | 


company’s latest catalog and has been 
a keen student of the market and is 
considered an authority on current con- 
ditions and prices. 

Consistent with current conditions it 
is Mr. Tolley’s intention to add several 
new lines to the company’s stock. 


Barnholt Now N. Y. Manager 
for India Tire & Rubber Co. 


L. L. Barnholt has been appointed 
New York branch manager by the 
India Tire & Rubber Co. of Akron, 
Ohio. Mr. Barnholt has served in the 
New York territory for several years 
as assistant branch manager. He is 
well known throughout the New York 
district and is thoroughly familiar with 
conditions in that territory. 
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Fourth McDougall-Butler 


Outing Proved a Big Success 


The fourth annual outing of Mc. | 


ee 


Dougall-Butler, Inc., varnish and paint | 


es 
at Crystal 


manufacturers, Buffalo, 
held on Tuesday, Aug. 25, 
Beach. 


Steamer Americana of the Crystal | 


Beach line left Buffalo at 12:15, carry 


ing 3500 of the company’s employees, | 


their families and friends. After 
luncheon in the grove, a group photo- 
graph was taken, and the picnickers 


proceeded to the stadium for the 
athletic events. 

“Vern” Smith, McDougall-Butler’s 
esteemed varnish maker, engineered | 


the outing, and Clayt Manson, indus- 
trial sales manager, was in charge of 
the games committee. 

Forty-six prizes were warmly con- 
tested for. The winners of the major 
events were J. Westergren, 75-yard 
dash: Mrs. Lengler, 40-yard dash for 
women; 
G. C. Manson, card painting contest 

The card painting contest was per- 
haps the most exciting and interesting 
event on the program. President A. S. 


Was | 


| that city. 


M. Schneider, 50-yard dash; 


Butler and his shopmen stood side by | 
side feverishly spreading McDougall- | 


Butler paint on cardboard sheets with 
small brushes to see who could do the 
quickest and best job. Manson won the 


contest, with Frank Hoyt of the print- | 


ing department a close second. fresi- 
dent Butler said his job was at least 
a thorough one. 


Captain Smith’s team won the tug- | 


of-war, and the ball game between two 


picked teams ended in a tie score of 


3) > 
oe 


A spirit of genial comradeship per- | 


meated the entire outing and it was 
considered the most successful’ one the 
company has ever held. 


New Lamp Catalog Issued by 
Aladdin Mfg. Co. 


The Aladdin Mfg. Co., Muncie, Ind., 
manufacturer of Aladdin lamps, has 
issued a new catalog on that line. It 
is known as catalog No. 25, has twenty 
pages printed in four colors, showing 
lamps as they actually are, and with 
list prices. Every type of lamp is | 
shown, including desk lamps, boudoir | 
lamps, bridge lamps and floor lamps. | 
This catalog is made 8% in. by 10 in. 
to fit jobbers’ salesmen’s price books. 








Paint Instalment Sales In- 
creased in July, Says Report 
While paint and varnish sales in| 


July dropped in comparison to previous | 
months, the sales on the installment | 
plan for painting increased, according | 
to the announcement of the Commer- | 
cial Credit Co. of Baltimore and the | 
Aetna Finance Corp. of Philadelphia. | 

In a joint announcement they state | 
that 649 installment contracts were 


closed in July totaling $116,675.40, com- 
pared to 621 contracts closed during 
June amounting to $92,027.43. 


finance companies, is developing a 
volume of business in installment -sales 
much more rapidly than did the auto- 
mobile industry during the earlv 
months it adopted installment selling. 


D. Fletcher Barber Honored 
by Birthday Luncheon 


A birthday luncheon was tendered D. 
Fletcher Barber, president, Fletcher & 
Barber, Boston, Mass., recently, by the 
New England Hardware Dealers’ Asso- 
ciation, at the Chamber of Commerce, 
The occasion was Mr. Bar- 
ber’s seventieth birthday. Joseph H. 
Williams, president of the association, 





D. Fletcher Barber 


was toastmaster, and told of Mr. Bar- 
ber’s two-year term as New England 
association president and his term as 
N. R. H. A. president. On behalf of 
the organization Mr. Williams pre- 
sented the guest of honor with a willow 
reclining chair. Milton Chandler of 
the Chandler & Barber Co. responded 
to a toast of “My Partner” and told of 
fifty years’ successful operation of the 
business. 


J. R. Boyle, Factory Repre- 
sentative for India Tire & 
Rubber Co. 

The India Tire & Rubber has 


Co. 


appointed J. R. Boyle as direct factory | 
at | 
Boyle has spent many years | 


representative, with headquarters 


Erie, Pa. 


| tion of the 


Snapon Chain Rights Aec- 


, junit 3 quired by American Steel Co. 
The paint industry, according to the | ¢ 


The American Steel Co., Ellwood 
City, Pa., has recently acquired the pat- 
ent rights for the Snapon tire chain, 
which has been on the market for two 
years and will manufacture them at 


| Ellwood City. 


A recent addition to the line of prod- 
ucts of the company an extended 
prong cotter pin, which is being sold to 


is 


'the trade under the trade name of Kel- 


kotters. This is a form of cotter pin 
that has found extensive use by auto- 
mobile builders. The advantage of the 
extended prong cotter pin is that it can 
be spread by a hammer or any other 
handy implement without recourse to 
special spreading tools. 


New Concrete Board Nail 
Made by American Steel Co. 


A new style concrete board nail is 
being put on the market by the Ameri- 
can Steel Co., Ellwood City, Pa. A 
double head permits easy pulling of the 
nail without distortion of the lumber 
and this makes possible use of both the 
nails and the wood over again. In this 
line is also offered a nail that is finding 
large use in holding the false floor of 
automobile freight cars. Easy extrac- 
nail without distortion of 
the lumber or car floors is assured and 
several railroads now are demanding 


'that such nails be used as a means of 


keeping the floors of the cars in good 
shape. 


New Company Is Formed at 
Branford, Conn. 


A certificate of incorporation of Col- 


_lins & Freeman, Inc., Branford, Conn., 


has been filed with the Connecticut 
State authorities. The company’s au- 
thorized capitalization is $50,000, and 
it will begin business with $30,000. 
The incorporators are Charles F. Free- 
man, J. J. Collins and others. 


John E. Pushee Dead 


John E. Pushee, formerly a partner 
of John C. Pushee & Sons, Inc., Boston, 
brushes, died Tuesday, Sept. 1, at the 
Brooks Hospital, Boston. He was a na- 
tive of Lansingburgh, N.Y., sixty-seven 
years of age, and made his home in 
Newton, Mass. Mr. Pushee was a 
member of the New England Paint and 


| Oil Club. 


Saunders Now Advertising 
Manager Hunt, Helm 
Ferris & Co. 

P. S. Saunders has been appointed 


advertising manager of Hunt, Helm, 
Ferris & Co., Harvard, Ill., manufac- 


in that territory as the representative | turers of haying tools, barn equipment, 


| of the Goodrich Tire & Rubber Co. 


ete. 
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Using Radio to Keep in Vanguard of Progress 


(Continued from page 67) 


five reels that average around $100 apiece. It 
would be surprising, if they sold less than 3000 
to 4000 agate guides a year. 

When a hardware firm can buy a carload of 
mail boxes and a solid car of B. P. machinist ham- 
mers, it requires a few men to dispose of stock, 
so that 34 employees seems a small number, even 
when all know their business. 

One important feature of this store, however, 
is their appeal to the eye of the prospective buyer 
in striking window displays. [very tool or item 
of hardware displayed in one large window, and 
every reasonable sportsman’s delight in another 
large window, is plainly priced. The merchandise 
thus displayed will often run from $5,000 to $8,000 
in value, but the advantage can be readily grasped 
when the assurance of quick action retail selling 
is noted therein. 

Here is one store in which the average item is 
half sold, before the customer enters the store, 
and he gets what he wants when he wants it. 
They have successfully met mail order competi- 
tion by following the principle of having in stock 
what they advertise and display. No wonder that 


J. C. Guerrant called out at the last moment: 
“Tell them that the public must be satisfied, if 
dealers want to build and hold trade. We are 
Johnny on the spot in buying, but we also believe 
in carrying this principle to the public in selling.”’ 

A few weeks ago I saw in front of their store 
a black sea bass weighing 425 lb. attracting hun- 
dreds of passersby. At the same time a separate 
case filled with ice held public attention, with a 
beautiful limit of brook trout from Boulder Creek, 
while another case displayed lake trout—averag- 
ing 2 to 5 lb. in weight—from Cuyamaca Lake. 
The unusual gets us all, just as the New York 
Hardware Trading Company’s radio announce- 
ment recently attracted my attention to this store 
which I had long unwittingly passed by without 
realizing its importance. Evidence of authentic 
information in the sportsmen’s supply department 
—in part brought home by their own fishing scout 
—naturally carries with it an appeal of reliability 
in every other line they handle. 

Here this story must end, for with Rabelais I 
ean say, “We have other fish to fry.” 





Al and Jim—The Hardware Twins 


(Continued from page 79) 


and be forgotten for months?” Jim’s attitude 
plainly showed he thought he saw a flaw in the 
plan. “‘When I take inventory twice a year I find 
articles that have been hidden for months.” 

“A perpetual inventory,” replied Al, “one that 
tells you at a glance just what stock you have on 
hand, and how long any given kind of article has 
been in stock—is the only way. It sounds compli- 
cated, a hard thing to keep. But it is easy. Just 
a simple plan for listing everything as fast as it 
comes in and marking it off when you sell it. The 
whole thing can be kept by a system requiring 
only three kinds of simple sheets. 

“Such an inventory also helps to guard against 
overstocking. If you always know the amount of 
your stock you will know when it reaches a height 
that you believe should not be passed. Without a 
perpetual inventory your idea of the amount of 
stock on hand can be only a rough guess. This 


may be far enough out of the way to cause very 
unhealthy over-buy— 

Suddenly Al discovered that Jim had ceased to 
pay attention. His eyes had a grave, faraway 
look. Al caught him by the shoulders, asking: 

“Jim, old boy, what’s the matter? Do you feel 
i] ?” 

For a moment Jim’s emotions would not allow 
him to speak. Then he said: 

“Sick,, no! I’m just dead—that’s all. And I 
have been for ten years.” 

Al was baffled. 

Slowly new fire came into Jim’s eyes. He braced 
himself to a very erect posture. He snapped: 

“But I’m going to coax some life back into me. 
And I’m going to shoot some of it into my busi- 
ness, like you’ve done. Here I’ve been blaming the 
business for being slow, when I’m absolutely the 
one at fault.” 





—y- —--- — 








Parlor Furnace with Self- 
Cleaning Fire-Pot 


An individual furnace, “Foster 400,” 
said to serve with the same efficiency 
as the pipeless basement furnace is be- 
ing marketed by the Foster Stove Co., 
Ironton, Ohio. 

The surface of the outer casing is 
plain with no openings and finished in 
mahogany, which tends to give the ap- 
pearance of an attractive piece of fur- 
niture rather than a heater. It can be 





installed in any room with flue connec- 
tion and is said to be capable of heat- 
ing four or five connecting rooms, as 
well as churches, school rooms, halls, 
stores, etc. 

The firepot being largest at the bot- 
tom is constructed with a view to self- 
cleaning and economy. The grate may 
be either the flat draw center type or 
triangle bar pattern. Both are large, 
mounted on ball bearings and inter- 
changeable. The upper part of fire 
chamber is corrugated cast iron; the 
joints are cemented with asbestos ce- 





ment and the ash and water pan are 
both large. 
The air passage is large and con- 


.structed to allow the air, which is ad- 


mitted at the bottom, to rise freely and 
pass out at the top quickly with the re- 
sult, it is claimed, of better circulation, 
a cooler outside casing and a large vol- 
ume of warm moist air. 

The cooler casing is said to eliminate 
danger of blistering the adjacent fur. 
niture. It is 26 in. square and 50 in. 
high and will burn soft or hard coal, 
wood or coke. 
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General Market News 








Fall Hardware Now Moving 
1925 Business Ahead of 
Volume Placed During 1924 


x 


since Sept. 1. 


has been predicted in this report for the last two or 
three weeks, fall hardware has been moving actively 
Goods ordered in July and August 


are now being delivered. Jobbers are receiving good orders 
for snow goods, stove goods, wine presses and kindred 


seasonal lines. 


Practically every hardware market center reports the 
first eight months of 1925 as showing a better business 


volume than the same period of 1924. 


The remainder of 


the year is expected to be an active period in the hardware 


business. 


With the possible exception of the Pittsburgh district, 
employment and crop situations in all hardware market 
centers are very favorable for business. 


Collections have shown some improvement since Sept. 1. 





Sash Cord Has Declined 
Two Cents in N. Y. 


The most important price change in 
the New York wholesale hardware mar- 


ket is the decline of 2 cents on sash | 


cord. Oil heaters, window ventilators, 
alcohol torches and flashlights are par- 
ticularly active in this section. Among 
the futures, stove goods, furnace scoops 
and snow shovels are receiving con- 
siderable interest. Current demands 
for staple items are considered mod- 
erate. The trade expects a profitable 
fall. 


ae 


Cincinnati Jobbers Show In- 
terest in Fall Lines 


First signs of interest in fall goods 
have been manifested by the retail 
trade in Cincinnati territory. Initial 
orders are now being received by job- 
bers, although buying has not reached 
a liberal degree as yet. A sharp up- 
ward trend of retail purchases is ex- 
pected within the next two weeks. 
Hardware retailers, following the ex- 
ample of their fellow merchants in 
other lines, are content to buy in small 
lots for immediate delivery, although 
a few substantial orders are already 
being booked for fall shipment. The 
jobbing trade is well pleased with its 
business to date this year, which con- 
tinues to hold a slight margin over that 
of 1924. Large hardware retailers de- 
clare that their sales are about 10 per 
cent below those of last year. The 
warm weather is_ interfering with 


early fall retail sales. 





are 


maintaining a firm level and in 
some instances slight increases have 


| been registered. 








) | last year. 
Jobbing prices | 





Builders’ Materials Are Aec- 
tive in Pittsburgh District 


In the Pittsburgh district there are 
some fair sized orders for coal shovels 
and picks, indicating that the hard 
coal mine suspension either has brought 
business to the soft coal producers, or 
they expect it will and are replenishing 
tools. There is still a good business in 
builders’ 
rials. August, with most jobbers here, 


| fell behind the previous month and 


the corresponding month last year in 
total business. The leading manufac- 
turers of rope have announced prices 
for the 60 day period beginning Sept. 
1; they are the same as those for the 
60 days ended Aug. 31. The new sea- 


hardware and jobbing mate-_ 











anticipate his wants more than at any 
time during the past three years. 

There is also a large number of re- 
placement orders being placed for rush 
shipment, indicating that the retail- 
ers are in turn having an active de- 
mand for merchandise. 

Prices are for the most part firm and 
linseed oil, turpentine and alcoho! all 
show advances, Sash cord was the 
exception to the rule, however, and 


| took a drop of $1 per dozen hanks. 





Banner Fall Business 
Predicted for Northwest 


With a Twin City newspaper stating 
that business is at the present time 24 
per cent ahead of last year in the 
Northwest tributary to the Twin Cities, 
and with all of the annual crops except 
corn well matured and out of the way 
of any danger, the merchants of this 
part of the country are looking for one 


| of the best fall and holiday seasons ex 


_ pertenced in recent years. 
| of the country 





This section 
is surely and certainly 
coming from behind the cloud which 
has been its lot for the past several 
years. 

Sales are improving, and prospects 
seem very good for the remaining por- 
tion of the year. 
| 





More Price Changes Reported 
in Boston Hardware Market 


As was anticipated following Sept. 


| 1, an increasing number of price changes 


son’s prices of brass hose nozzles and | 


fittings are the same as those that have 
been current in the past year. Cheaper 
grades of sash cord have been dropped 
2c. a Ib. There is a good deal of 
strength in prices of lead products. 
Collections still are only fair in this 
district. 


Spring Orders Being Placed 
in Chicago Market 


Jobbing houses report that a very 
nice volume of future orders 
spring delivery on items such as lawn 
mowers and garden hose is developing 


' circle 


were reported in the Boston hardware 
market. Some of the most important 
were: Fencing, flower bed guard and 
gates are 10 per cent lower; tea ket- 
tles a shade more costly; wash boilers 
about 50c..per doz. higher; and sheet 
zinc 50c. per 100 lb. higher. A slight 
reduction in one style is practically the 


only change noted in new list prices 
of a popular make of baseball bats. 
Possibly of far more interest to the 
retail trade than price changes are 


the large number of new items being 


presented for considerat‘on. 
New Price List Issued by 
. . T 
Marion Tool Works. Ine. 
The Marion Tool Works, Inc., Mari 
on, Ind., has issued a new price list 
known as No. 19 covering new numbers 
'in the Marion line of forged tools. 
These include cold shuts, grab hooks, 


hooks, bright open links and a 
complete line of ice tongs in Boston, 
New York, Indianapolis and Cincinnati 
patterns, also skidding tongs. These 


| price lists have been distributed to the 


and is running away ahead of this time | 


In fact there is a noticeable | 


tendency on the part of the dealer to | 





| jobbers, but are also obtainable through 
for | 


communication with the company. 

The Marion Tool Works, Inc., has 
also issued 1926 prices on the Marion 
line of forged grass shears, sheep 
shears, horse shears, grass hooks, and 
hedge shears. 
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Fall Goods Moving Actively 
in New York Market— 
Two Holidays Affect Sales 





coods, 


were ordered during July and August. 
fall merchandise continue to come in, 


ALL hardware items are already moving very actively 
from jobber to dealer in the New York market area. 
Deliveries are being made on wine presses, 
snow shovels and furnace scoops, some of which 


stove 


Good orders on 
and there is every 


evidence of active interest for fall business. 
Most of the local wholesale hardware firms closed all day 


Saturday and Monday, 
week, 


made out Friday instead of Saturday. 
a permanent effect, but it is believed 


is not expected to havea 
that 


the coming week will have a heavier total, 


which affected the sales total for the 
and made it necessary for salesmen’s reports to be 


This two day holiday 


com- 


pensating for the two lost days. 


Collections are improving since Sept. 1. 


Most vacations 


are over, and the trade at large is prepared to settle down 


for an active September 


Nail Demand Is Fair: Prices 
Reasonably Firm 


Due 
week’s market, reference was made to 
the regular local market price of $4.40 
keg on wire nails. This should 
been $3.40, which price is quoted 
this section by most dis 


per 
have 
throughout 
tributors. 
JOBBERS' og gt Magee - TO RE.- 


TAILERS, F.O 6 NEW ORK: 
Kew nails, 33.40 hase: wire nails 
rand brads in 1 Tb papers, 70 and 10 
per cent 
Stove Goods Now Selling: 


Stocks Appear Adequate 


Stove boards and other miscellaneous 


to typographical error in last 


| October delivery. 


items which come under the ¢lassifi- 
cation of stove goods are now selling 
actively in the New York wholesale 
hardware market. Prices are fairly 
uniform, and orders have been well | 
assorted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Steve oards (paper lined), 24 x 24, 
$8.40 per doz.; 26 x 26, $9 per doz 
2K X SK, S10. hy per doz.: 30 x 30. $12 
pret Cozw.: ” N ¥- S14 er per doz. : 
ba? . $1, 40 pe} - doz.. and 32 x 42. 
S10. 80 per doz 
Weatherstrip Is Very Active 


in Metropolitan Market 


Weatherstrip is one of the most ac- 
tive hardware items in the New York 
market at the present time. Prices 
are holding firmly. Stocks apparently 
are adequate. No shortages or price 
changes are expected. 

JOBBERS’ QUOTATIONS TO RE.- 

TAILERS, F.O.B. NEW YORK: 


Wirt's atherstrip, packed 500 ft 
to th reel maroon, $27.50 per reel: 
white, $35 per reel. 

Metropolitan weatherstrip, in 100 
ft. rolls, No. 0 and No. $1.80 per 
roll. No. 115, $2.55 per roll, and No. 
2. $2.90 per roll. No. 4, $3.60 per roll, 
and No. 7, $4.35 per roll. 

Met: Mi © weatherstrip, in 100) ft. 


business. 


relis: No, 38, $2.15 per roll; No. 39, 
$2.55 per roll, and No. 40, $2.90 per 
reli. 

kelt weatherstrip, in 100 ft. rolls: 
No. 18, $2.35 per roll; No. 19, $2.75 
per roll, and No. 20, $3.75 per roll. 

llexible weatherstrip, in 100 ft. 
rolls: No. S, $1.90 per roll; No. 9, 
$2.50 per roll, and No. 10, $3.05 per 
roll. 

(Competitive grade, 100) ft. rolls, 
S420 per roll. 

Nero weatherstrip, in 500 ft. reels, 


$?1 per roll. 


ol 


Axe Orders Plac ed Now for 
October Delivery 
New York market the 


Mi troonth, 


In the 


in many cases dealers place their or- 
ders the first week in September with 
Jobbers do not ex- 
pect any price change on axes during 
the season. Fairly good ordeys have 
been written by local wholesale houses. 


JOSBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B. NEW YORK: 
Axes, Longe Island pattern, My 
$1.69 each; Connecticut pat- 
to 5% Ib., $1.70 each; 3 to 4 
each, and 4 to 5 Ib., $1.81 
Columbia pattern, 3% to 4! 
, SLSO each; 4 to 5 Ib., $1.85 each, 
and 5% »., $1.95 each. Kentucky 
pattern, 3 to { Ib., $1.45 each: 4 to 5 
lb., $1.58 . ach. 
New England 
lb., $1.75 each, 
each. Jersey pattern, 2h, 
$1.50 each, and 4 to 5 Ib, § 
House axes, Plumb, 
Dandy, 80c¢., and ted 
each, 
Competitive 


2% to 


pattern, 


and 3% to 4 +b. "si xi 


Rover, 


vrade 


axe, 75c. 


Cotton Gloves Moving 
Prices Are Firm 


September 10, 1925 


Early Orders on Snow Goods 
Considered Encouraging Sign 


Jobbers report very good futures on 
snow goods at prices quoted here. No 
| change in price is expected. The vol- 
ume and nature of assortments being 
ordered for October deliveries is con- 
sidered a very encouraging sign. A 


_good winter trade is predicted. 





JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. NEW YORK: 
Long handled snow shovels, 
per doz.; American steel, $9.35 — 
doz.; galvanized steel (2% + ® 
$11.40 per doz.; Menzie shovels, $10. SO 

per doz. 
Snow pushers, 12 x 18 in., $12 
doz.; 12 x 24, $16.20 per doz. 
Street cleaners, 12 x 31, $33 per doz. 
Sidewalk scrapers, solid shank, 
stee] blade, 7 x 4%, black finish, $4. =) 
scrapers, 7 x 5 
$6 per doz. 


$4.50 


per 


per <doz.;: side »walk 
+ ilf polishe “il, black finish, 





Rope Sales Are Fair 
Throughout N. Y. Market 


Although there has been no change 


_in price, rope sales are only fair in the 


! 


axe | 
business develops early in October but | 


| 


) 


| 


New York wholesale hardware market. 
The demand from shipping sources is 
not very heavy. It is reported raw 
material is still very high. Stocks are 
satisfactory. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 


Rope, No. 1 Manila = standard 
brands, 24c. per Ib.; No. 2 Manila 
standard brands, 22c. per Ib.:; No. 1 
sisal standard brands, 19c. per Ih.;: 
No. 2 sisal standard brands, 18c. 
per Ib. 

Twine, 3-ply wrapping twine, No. 
1, 23c. per Ib.; No. 2, 21c. per Ib. 

India hemp twine, No. 8, l6c. per 
Ib.; BB twine, fine dark, 22%c. per 
Ib.; fine light, 24c. per Ib. 


'Wine Presses Are Active; 
Dealers Taking Deliveries 


Wine presses continue to be active in 
this market. Dealers continue to take 
deliveries on orders placed early in 
the summer. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.0O.B. NEW YORK: 

Press, No. 1, $6.70; No. 2, $7.50; No. 
2%, $10; No. 3, $12.75, and No. 4, 
$16.25 each 

Presses tiga | oe tub, No. 2, 
$8.60: No. 2%, 1.15: No. 3, $14, and 
No. 4, $17.30 fete! 

Boss crushers, aluminum teeth, $6 
eac h. 

Double ot $10. 

Fruit presses, 2 qt., $2.95: 4 qt., 
$4.60: 6 qt., $6.25; 12 qt., $8.75. 


Fall Cleaning Brushes Sell 
Actively in New York 


There is a good demand throughout 


'the New York market for brushes and 





Jobbers report a very active demand | 


for cotton gloves in the several lead- 
ing styles. 
and stocks appear satisfactory. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 
Cotton gloves, 6 oz., canvas, $1.40 
per doz. pair; 9 oz. canvas, $2.04 per 
doz. pair; S™% oz. Jersey, $2.16 per 
doz. pair; S oz. with leather palm, 
$3.84 per doz. pair, and & oz. Gaunt- 
let type, $4.20 per doz. pair. 


Prices are considered firm. 


cleaning. 


brooms to be used in fall 
Prices 


Dusters are also fairly active. 

are firm and stocks are ample. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


A discount of 33% per cent on the 
following hohsehold and personal use 


brushes, which are quoted here at 
list prices. 

Nail brushes, 85c. each; split 
duster, $1.25: cloth brush and skirt 
brush, $1.60: dust mop, $1.90; bath 
brush, medium, $1.95: large, $2.30; 
refrigerator brush, 30c.; percolator 
brush, 15¢c.: vegetable brush, 25c.; 
dish mop, 35c.: pan greaser, 30c.: 
dustpan and brush, $1: radiator 
brush, 55c.: bottle brush, 35c. 


Reading matter continued on page 98 
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The very latest! 


Mirro Toy Sets in new, exclusive Fairyland’ cartons 
ing, fairy-tale pictures which will delight every child. 


Ready now —get your order in 


Muirro Toy Sets in the new carton are ready now for 
your Holiday buying. To assist you in placing your 
order for a well-balanced stock, we have a proposition 
worth investigating—the Mjrro Fairyland Toy Deal. 


Here's what you have been asking for—Mirro Toy 
Sets, the quality kind, in exclusive Mirro cartons. 


You know these sets— how fine they are, and what 
variety they offer to interest all sorts of customers. 


But until you see the new cartons you can t begin to 
appreciate their beauty and selling power. 


The illustration above can only suggest the attrac- 
tiveness of the originals, which are handsomely litho- 
graphed in full color and covered with bright, amus- 


Use the coupon below to obtain full information. Mail 
it today! You can't get started too soon, for Mirro 
Fairyland Toys are best-sellers every month inthe year. 





Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis., U.S. A. 
Makers of Everything in Aluminum 


CMIRRO 


The Finest Aluminum 


INFORMATION COUPON —MAIL IT TODAY 


Aluminum Goods Manufacturing Company 
Manitowoc, Wis. 

Please send us by return mail full 

information about your new Mirro 

Fairyland Toy Deal. 





ee em, eT y 





Address Pe RL OTe) ee ee ee ene bat ka vandal 
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Garden Tool Prices for 1926 
Announced by N. Y. Jobbers 


ETROPOLITAN hardware jobbers have announced 
prices on garden tools for the season of 1926. In 
most cases orders accepted are to be delivered 

after Jan. 1. You will note that prices have been adjusted 
somewhat without seriously affecting the former price 
schedules. For your guidance we will print these prices 
for two or three weeks, believing them of interest. 





JOBBERS’ QUOTATIONS TO RE- | Mortar Hoes 
TAILERS, F.0.B. NEW YORK: Polished, forged steel blade, bronze 
inish, solid shank, 6 ft. ash handle. 
Manure Forks | eo blade, $1 each. Same, with 2 
Strapped ferrules, oval drop forged holes and 10 in. polished steel biade, 
tines, selected D ash handles, 4-12 $1.14 each. 
in. tines, bronze finish, $1.68 each. Mortar hoes are packed 12 in a 
Same, 5-13 in. tines, $1.86 each. | bundle. 
Strapped ferrules, steel capped, Potato Hooks 
drop forged ee — SS = Solid steel, goose neck, bronze _fin- 
bronze with 4 ft. ash handies, §-1¢ ish, 4% ft. handle, 5 round tines, 
— Smee, $1.34 each. Same with 9-13 | $1.01 each. Same with bent head, 
in. tines, $1.52 each. polished and bronze finish, 4 angular 
_ Heavy mill or street forks, strapped back tines, 95c. each. These are 
ferrules, bronze finish, wood D han- packed 12 in a bundle. 
die, with 4 oval 15 in. heavy tines, 
$2.14 each. All of these manure Garden Sets 


Three pieces—hoe with 4 in. blade, 
round point shovel with iron D han- 


forks are packed 6 in a bundle. 

















with 5 heavy tines, $2.14 each. 


Hay Forks dle and curved 6 tooth rake, stand- 
Strapped ferrule, selected ash han- ard forged, _ $1.48 per set. same, 
dies, bronzed and polished, ° oval 12 medium quality, $1.07 per set. Each 
in. drop forged tines, with 5 ft set packed in a bundle. 
bent handle, $1.13 each and with 6 Steel Rakes 
ft. bent handle, $1.37 each. Light Weight, black finish, ash 
Hay forks are packed 12 in a handle, 12 teeth, 45%c. each; with 14 
bundle. teeth, 4914c. each; with 16 teeth, 54c. 
: . each. 
Spading Forks Medium, bronze finish, straight 
Boys’ spading forks, for floral use, teeth, 5% ft. ash handle, 12 teeth. 
ete., 4 light angular tines, malleable Hi3ec. each; 14 teeth, 69%c. each; 16 
iron plain ferrule, DTD handle, 78e. teeth, 74c. each. 
each. With 14 ecurved teeth, polished 
With malleable D handles, strapped bronze head, 87c. each. 
ferrule, with 4 angular drop forged Steel bow rakes, curved teeth, pol- 
tines, black finish, 95c. each; with ished bronze head, 5'% ft. ash handle, 
heavy tines, bronze finish, $1.39 each 16 teeth, $1.07 each: with 14 teeth, $1 
With wood LD handle, strapped each. 
ferrule, bronzed and polished, with Rakes packed 12 in a bundle. | 
four heavy angular tines, $1.74 each: Cultivators | 


Kloral cultivator, adjustable x 
forged steel prongs, malleable’ iron 
socket, enamel finish, 4 ft. ash han- 
dles, 59ec. each: same with 5 forged 
steel adjustable prongs and 4% ft. 
ash handle, S4c. each. 

Packed 6 in a bundle. 


Miscellaneous Items 
CLAM HOOKS, solid steel, ol- 


Spading forks are packed 6 in a 
bundle. 
Garden Hoes | 

Black finish, 7 in steel blade, solid 
shank, 41% ft. ash handle, 48c. each 
Same with 6 in. blade, bronze finish, 
ic. © ach and with 7 in. blade, bronze 
fi inish, sfc each | 
| 


Ladies’ garden hoes, 5 in. forged ished and bronzed, 26 in. ash handle, 
steel blade, solid shank, 4 ft. handle, with 4 broad angular tines, 99c. each 
§2c. each, Packed 6 in a bundle. 

Meadow hoes, forged steel blade. TURF EDGERS, forged steel] 
19 gage. polished and bronzed, socket blades, polished and bronzed, 41, ft. 
shank, 4's ft. handle, $1.12 each handle, solid shank, S86'%c. each. | 

Nursery hoes, forged steel blade. Packed 12 in a bundle. 
polished and bronzed, solid shank, FERRULES, wrought iron, planed 
i ft, ash handle, 7 in. blade, SOc. | for farming tool handles, rake style, 
each 7c. each. Strapped for manure forks, 

(onion hoe, Square top, polished, 20C. each. 
forged steel blade, 7 x 1%, in., bronze WEEDERS, malleable iron, tinned 
finish, 4', ft. handle, Stic. each. enameled wood handles, SS8ec. each. 

(;arden hoes are packed 12 in a Packed 12 in a box. 
burmadle CORN HOOKS tempered steel 

Warren type hoes, %e each. blade, natural ffinish, 25c. each. 


Schuffle type hoes, ¥2c. e: ich. Packed 12 in a crate. 





Xmas Tree Stand Prices | Current New York Prices on 
Offered in N. Y. Market Sleds—Orders Fair | 


Metropolitan jobbers have _ issued Sled business to date is considered | 
prices on Christmas tree stands. There | satisfactory for this time of year. | 
has been an active demand for this | Orders call for October delivery in most | 





item Deliveries in most cases are | cases. Price changes are not expected. | 
scheduled for November. Prices will | Prices shown are NET. 
hold as given according to local dis- JOBBERS’ QUOTATIONS TO RE.- 
tributors. | TAILERS, F.0O.B. NEW YORK: | 
JOBBERS’ QUOTATIONS TO RE- | thin Mines Sin ¢ £56. We | 
TAILERS, F.0.B. NEW YORK: | $3. 7: No. $8 $4. No. 4. 64°33. Not | 
(hristmas tree stands, Gem, $4 per | $5. + Junior Racer, $3.50; Racer, 
dozen; Crown, No. 2, $7.86 per dozen; | $4. ‘ 
in box lots, $7.50 per dozen; Crown, Fire Fly sled, No. 9, $1.14; No. 109. | 
No. 3, $13 per dozen, and in box lots, $1.37; No. 11, $1.71; No. 12, $1.94, and 
$12.! 50 per dozen. R acer, $2. 


Reading matter continued on page 100 
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New York jobbers report an unusual- 
ly heavy demand for furnace scoops 
and say that orders received to date 
are more numerous than are usually on 
hand at this time. Prices are not ex- 
pected to change during the season, and 
to be ample for local 


stocks appear 
needs. 
JOBBERS'’ 


September 10, 1925 





‘Furnace Scoops Very Active, 


Say N. Y. Jobbers 


QUOTATIONS TO RE.- 


TAILERS, F.O.B. NEW YORK: 
Furnace scoop 


black steel blade, 
$5.04 per doz.; 
doz.; 
back, heavy 
wood ‘*D’’ 
long handle, ede. 


dle, 
per 
eted 
and 


s No. 


2, hollow back, 
malleable 
long handles, $4.80 
furnace scoops No. 2, riv- 


black steel 


“DD” han- 


blade 


handle, 84c. each; 


each. 


Oil Heaters Are Selling Very 


market. 


market for this line. 
and stocks appear adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Actively in N. Y. 


Oil heaters and oil burning cookers 
are said to be among the most active 
fall hardware items in the New York 
Jobbers selling to Long Island 
beyond the gas belt are finding a large 
Prices are firm, 


PERFECTION— 
eee $17.50 
SS WU <0 a se 22.50 
No. SR SS eae 28.50 
45 fe ere 39.50 


_ Perfection dealer’s discount, 30 and 
2 per cent on lots of 10 or more; on 


less than 


10, 30 per cent. 


PURITAN (Improved Model)— 


a <a oe Pe. . . cacwecnseaces $17.50 
ee: Se ee cc cece den ee 22.50 
ee Se ee 28.50 
¢ Puritan discounts same as Perfec- 
tion. 
NESCO— 
a ee ee een wnuws $9.50 
PEO, «BED BD WUBROTH. occ s cc ccccer 17.35 
No a a OE ng cc ceccacws 22.50 
No BEG S DUMONT B.c ccccecvvece 28.00 
NNO. BiB © DUPMOTS...cccecccccs 39.50 
No. 1102 high shelf only....... 5.25 
No. 11038 high shelf only....... 6.50 
No. 1104 high shelf only....... 8.00 
No. 1105 high shelf only...... 9.75 
Nesco dealer’s discount, 30 and 5 
per cent. 
Ovens 
PERFECTION— 
No, 211 1 burner plain door...$2.50 
No. 211G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door... 4.90 
No. 122G 2 burners glass door.. 6.00 
«cere ee 6.15 


Dealers’ discou 


nt, on 


10 or more, 


30 and 5 per cent; less than 10, 30 
per cent, 

PURITAN— 
No. 42G 2 burners glass door...$5.25 

Dealer’s discount, 10 or more, 30 

and 5 per cent; less than 10, 30 per 
cent. 

NESCO— 
No. 05 1 burner solid door...... $2.10 
No. » 1 burner glass door..... 2.25 
No. 010 1 burner solid door..... 4.15 
No. 101 burner glass door..... 4.40 
No. 020 2 burners solid door.... 5.15 
No. 20 2 burners glass door.... 5.40 
No. 030 2 burners solid door.... 5.40 
No. 30 2 burners glass door.... 5.70 


Dealer's discount, 





30 and 5 per cent. 


Water Heaters 


RP re en Pee $45.00 
Pareeeese FeO Skbccccccccececss 40.00 
Perrection NO. 421...cccccceccsves 80.00 


Nesco discount, 30 and 5 per cent; 


Perfection 
cent 


10, 


Rockweave wicks, 25c. 


discount, 
in lots of 10 or 
o0 per cent. 





30 and 5 per 
more; less than 


Wicks, Etc. 


each. 


Perfection and Puritan, $4 per doz. 


and $48 per 
Discounts 


stoves, 


gTOSS. 
same as 
ovens and heaters. 


on oil cook 
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**Quality leaves 
its imprint” 





METTLE not METAL 


The Real Gold of a Trademark 

















R-W Symbolizes Quality and Service 
‘‘Slidetite”’ ; ,; 
Garage Door Hardware A Richards-Wilcox trademark fashioned of gold would, 
Vanishing Door Hangers if appraised by a goldsmith, be worth only the market 
Barn Door Hardware price of the metal. As a symbol of R-W service and 
tans P ninagll ease quality an R-W trademark has a value to the user of 
evator oor araware ° 
ra R-W products not restricted to dollars and cents. 
Partition Door Hardware 
ag secngeenl 9° ena ag For 45 years the Richards-Wilcox trademark has rep- 
OveR -Way resented the highest quality of workmanship, the finest 
Conveying Equipment materials, and the most economical and satisfactory 
Automatic Fire Doors method of handling doors. 
and Fire Door Hardware 
| tn es This trademark stands for the solution of every doorway 
| ileal alia problem—house, elevator, barn, industrial, fire and garage. 
D, asi itlaatan Alia Every door equipped with R-W hangers slides right. 
| ~~ 4 ’ ane Joined to good products is good service—alert, practical, 
| an Training sad sen helpful. There’s an R-W branch near you—or write our 
| FE ae Engineering Department for all the co-operation you need 
Wensdieediing Vises to make doorways serve as doorways will when properly 
| equipped. This service—symbolized by the trademark 








—is without cost or obligation. 








AURORA, ILLINOIS, U.S. A. 


New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
Chicago Minneapolis Kansas City Los Angeles SanFrancisco Omaha _ Seattle Detroit 


¢es) Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD., LONDON,ONT. - Winnipeg 
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Inerease in Future Orders in 
Chicago Market—Prices Firm 
with Advancing Tendency 


(Chicago office of HARDWARE AGB) 
OW that the summer vacation season is practically over, 
there seems to be a general tendency to “get down to brass 
tacks” and make serious preparations for the fall and win- 
ter business. While buying along these lines has not gathered a 
great deal of momentum as vet, there is every indication that the 
next thirty days will see the placing of a large volume of orders. 

There is a considerable amount of rush orders for replacement 
needs, showing that the dealers are enjoying an active demand. 
Future orders for such spring items as garden hose and lawn mow- 
ers are coming in in a decidedly larger quantity than at this time 
last year and, in fact, the dealers are showing more of a tendency 
to buy ahead than they have for a good many months. 

The price situation is one of firmness and advances are generally 
looked for. However, the only items to show an actual raise this 
week were linseed oil, turpentine and alcohol, and on the other hand, 
sash cord took a substantial slump. 

Building activities show no sign of the customary seasonal abate- 
ment and in reality orders for structural steel are increasing. Rail- 
road buying is also picking up and the mills in the Chicago district 
are gradually increasing their output. 


AUTOMOBILE ACCES SORIES.— | BUILDERS’ HARDWARE.—The de- | 


| 
Sales are good on all items and prices| mand continues to be very good and | fter ma 

$6.85: No. 3, $8; 10-at. galvanized 
| 


firm. prices are unchanged. 
We quote from jobbers’ stocks, We quote from jobbers’ stocks, 
f.o.b. Chicago: f.o.b. Chicago: 2% x 3% steel butts, 
Spark Plugs.—Splitdorf, 50c. each; case lots, old copper and dull brass 
regular, oSc. each; Champion X, 45c. finish, $2.76 per doz. pair; 4 x 4 steel 
each; Champion Blue Box line, 53c. butts, old copper and dull brass fin- 
each; A. CC. Titan, 58c. each; lots of ish, $3.84 per doz. pair; heavy steel 
100, obec, A. C. Special Ford, 44c. bevel inside sets, case lots $6.75 per 
each. doz.; steel bit-keyved front door sets, 
Spot Lights.—Anderson, No. 32896, $1.75 per set; wrought brass bit- 
$6.50. keyed front door sets, $3.25 per set; 
acetic A. Electric (Ford), $4 cylinder front door sets, $7.50 per set. 
each. . ’ , 
Jacks.—-National Standard, No. 21, CHAIN.—The demand is rather slow 
$1.20 each. + _at present. Prices are firm. 
Pumps.—Rose, 14% -in. evlinder, , 
$1.55. We quote from jobbers’ stocks, 
Chains. —~Non-skid, dozen pair lots, f.o.b. Chicago: %-in. proof coil chains, 
331, per cent discount; 50 pair lots, $8.50 per 100 7. Tenso, Bull Dog 
‘0 per cent discount. | and Brown coil chains, 50-10 per cent 
Tires and Tubes.—30 x 3% oversize discount; No. 00-4% electric welded 


eord tires, $12.55 each: regular cord, cow ties, $2.75 per , Tony 

$5.60 each; gray inner tubes, 30 x 34, COPPER RIVETS AND BU RRS. _The | 
31.80 each; red inner tubes, 30 x 34, 

$2.25 each “ demand is active. Prices are un-| 


AXES.—Sales are a little quiet, but a | changed. 

good fall business is expected to de- We quote from jobbers’ stocks, 
re] in the ne future f.o.b. Chicago: Copper rivets and 
veiop In the near future, | burrs, 45 per cent discount. 


We quote from jobbers’ stocks, | EAVES TROUGH AND CONDUCTOR | 


f.o.b. Chicarzo First quality single 


hitted unhandled axes, 3 to 4 Ib., $14 | PIPE.—There is a good steady demand | 
doz. hase: double bitted, $19 doz. , See 

base; good quality black’ unhandled | 2nd prices are firm. 

axes, Same weight, single bitted, $13 We quote from jobbers’ stocks, 
doz. base: single bitted handled axes, f.o.b. Chicago: Single bead lap joint 
$15.50 to $24 per doz., according to gutter, 5-in., $4.50 per 100 ft.; corru- 
quality and grade of handle; speeial gated ‘conductor pipe, 3-in., $4. 75 per 
unguaranteed handled axes, $12 per 100 ft. plain ridge roll, 114-in. $4 
doz., base. per 100 ft.; corrugated conductor el- 


BOLTS AND NUTS.—There is a fair! _ bows, 3-in., $1.36 dog, P 
demand and prices are firm. ELECTRICAL AND RADIO MER- 


 CHANDISE.—A good strong demand 


We quote from jobbers’ stocks, 


fob. Chicago: Carriage bolts, cut | is developing for B batteries and aerial | 
thread, 50 per cent discount: small wire | 
carriage bolts, rolled thread, 50-10 ¥ 
per cent discount; machine bolts, cut We quote from jobbers’ stocks, 
thread, 50-10 per cent discount; f.o.b. Chicago: | 
small machine bolts rolled thread, | Electrical Merchandise.—No. 14 
50-10-5 per cent discount: all stove rubber-covered wire, $8 per 1000 ft.; | 
bolts, 75-5 per cent discount; lag in 1000-ft. lots, $7.75; No. 18 lamp 
screws, 60 per cent discount. cord, $13.64 per 1000 ft.; in 1000-ft. 
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lots, $13: ‘%,-in. brush brass 


45c. each: in lots of 10, 40c. 
one-piece attachment plugs, 


204%c. each; less than case 
s4c each. 

Radio ay er ag B batt 
No. 766, $1 10 eac h: No. 767, 
each. 


lots of less than 10, $13.50 each, 





A., $2.50 list. Discount 25 per 

Loud Speakers. —Western Ele 
No. 522W, $9.50 list. Discour 
per cent, 


FIELD FENCE.—Fall business 
ginning to show a fair volume. 
are firm. 


We quote from jobbers’ st 
f.o.b. Chicago: 726-6-12%, $29.02 
100 rods; 1848-6-1414, $44.08 pe 
rods. 





key 


sockets, 18ec. each; two-way plugs, 


each; 
13c. 


each; two-piece attachment plugs, 
l2c. each: dry cells, boxes of 50, 


lots, 


eries., 
$2.62 


Battery Chargers.—Apco line, in 


— 


Tubes.—C unningham, and R. 


ame 
-ctric, 
it ott 


is be- 
Prices 
ocks, 


) per 
r Joo 


| FILES.—Prices are firm and there is a 


steady volume of business. 

We quote from jobbers’ st 
f.o.b. Chicago; America files, 
per cent off list; Black Diamond 
40-10-5 per cent off list. 


FRUIT PRESSES AND 





We quote from jobbers’ st 


$10 each; Medium, $13 each; Se 


Cider Mills.—Junior, $21.75 
Medium, 25.50 each; Senior, 
each; Self Feed, $16 each. 





ocks, 
H0-10 


per cent off list; Nicholson files, 50 


files, 


CIDER 


MILLS.—The demand is considered sea- 
sonably good and prices hold firm. 


ocks, 


f.o.b. Chicago: Juicy fruit presses, 
3-qt., $3.60 each; 6-qt., $4.40 each; 
12-ot., $6.25 each. E nterprise, Junior, 


nior, 


$17.40 each; Extra Large $28 each. 
each: 


$38 


GALVANIZED WARE.—AII principal 


the recent advance in prices, 


| manufacturers have now conformed to 


though 


jobbers’ prices remain unchanged at 


present. 
We quote from jobbers’ st 


after made tubs, No. 1, $6.10; 


after made pails, $2.15; 12-qt., 
14-qt., $2.65; 5-gal. galvanized 








$8.75 doz. 


spring delivery are a little sl 
starting. 
We quote from jobbers’ sto 


quality, molded hose, %-in., 11%4c. 





_HATCHETS. 
prices still without change. 
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quality, wrapped, %-in., 9c. per 


Cc ks, 


f.o.b. Chicago: Standard galvanized 


se 4 


2.35: 
oil 


cans, galvanized breast, $7.50 doz.; 
l4-bu. galvanized after made baskets, 
$4.75; 1-bu. galvanized baskets, 
$6.75 doz.; ™% bu. galvanized baskets, 


GARDEN HOSE AND LAWN 
SPRINKLERS. — Future orders for 


ow in 


cks, 


f.o.b. Chicago: Garden hose, good 


per 


ft.; %-in., 14c. per ft.; 5-ply, good 


> 


%-in., lle. per ft. Lawn sprinklers, 


Rain King, $28 doz. ; origi 


nal 


fountain TR, nol $8 doz.;: Rain- 


bow, 38-in. high, $24 doz. 


| GLASS AND PUTTY.—Sales volume 
is steadily increasing, causing antici- 
| pation of a brisk fall business. 


We quote from jobbers’ stocks, 


f.o.b. Chicago: Single strength 


A, 


’5-in. bracket, 88 per cent discount: 
single stre ngth, A, 34 to $)-in. 


bracket, 86 per cent discount; sir 
strength A, all other brackets, 


igle 


SD 


per cent discount; double strength 


all sizes, 86 per cent disco 


nt, 


double strength B, 87 per cent dis- 


> -- 


eount. Putty, pure grades, $3.75 
100 Ib.; commercial, $3.40 per 100 


Sales are good 





pe! 
lb. 


and 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $11.20 doz.; first 


quality hatchets, No. 2 broad, $1 
doz.; medium quality hatchets, 

2 shingling, $7.25 doz.; medium qi 
itv hatchets, No. 2 broad, $10.50 «¢ 


We quote from jobbers’ stoc 
f.o.b. Chicago: Vaughn-Bushr 


4.45 
No. 
lal- 
10Z. 


_HANDLED HAMMERS.—The demand 
_continues steady. 


ks, 
1e 11, 















ge. 
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Rope Selling Suggestions 


HARDWARE SERIES-————-—————-SUGGESTION No. 2 
















Tow Rope 











Nearly every hardware store has an automobile accessory department, but 
very few take advantage of the opportunity which such a department offers for 
the sale of a large quantity of rope. 


Dealers should include a coil of 54” Manila Rope in their stock of automo- 
bile accessories, and many a motorist will thank you if you suggest the purchase 
of a length for a tow rope. 


The illustration shows a car weighing 3500 pounds being towed up a 12 per 
cent grade by means of a 34” Columbian Tape-Marked Pure Manila Rope. 
Imagine what service a 3%” rope would give. Be sure you sell Columbian Jape- 
Marked and nothing else for towing purposes. 


Columbian Rope Company 
352-80 Genesee Street 


Auburn, ‘‘The Cordage City’’ N. Y. 








Branches: New York Chicago Boston New Orleans 
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l§-oz. nail hammers, $10.50 doz.; | Oil Cook Stoves Tea Pots.—2-cup, $20 doz.; 4-cup, 
Maydole, $12.60 doz.; other makes, PERFECTION $24 doz.; 6-cup, $28 doz. 
16-0z. machinist hammers, $7.85 doz.: 72 9 - Utility Pans.—No. 231, $8 doz.; No. 
Competitive grade, 16-oz. nail ham- + 73 > eee Seedeiic aas. ciaglagt ea — 4 232, $14 doz. | 
mers, $4.50 to $6 doz. 2 es eee eee ees 7 

ae BS, ee eee 28.50 _ ; 

HANDLES, AGRICULTURAL.—The| No. 75 5 burners........2...2 fy2) 6 | ROLLER SKATES.—The deniand is 

sales are good and prices firm Perfection dealer’s discount, 30 and | still slight, fall business not having 

a eee pe 5 per cent on lots of 10 or more; on | started as yet. There is no change in 
. We quote from jobbers stocks, less than 10, 30 per cent. prices 
.o.b. Chicago: — 

Hay Fork Handles.—Straight, NESCO— | 'e 2 ‘rs’ stock 
chucked and bored, best grade, 4%- — 211 1 burner ...........-. $9.49 | mt it’ Sikde senor aaan 
ft., $4.50 doz.; 5-ft., $5.50 doz.; XxX, a, 2 aD “cs ecunesvses 17.35 tor hove e1 Ar os ne an 
4144-ft., $4 doz.; 5-ft., $4.80 doz.; X, mq te BA, rere 22.00 he our ae in cutee ae 
414-ft., $2.40 doz.; 5-ft., $2.80 doz. No. 214 4 burners ............ 28.00 | for boys, $1.30 per pair; for girls 

Hay Fork Handles.—Lent, chucked az ££ yer ee 39.50 <. Assi - per p ; for girls, 
and bored, best grade with strap, oq 1102 high shelf only........ 0.29 — a 
ferrule and cap, 4%-ft., $7.50 doz.; No. 1103 high shelf only........ 6.50 ROOFING — 
5-ft., $8.50 doz.;: XX bent. with No. 1104 high shelf only........ 8.00 . G AND PAPER. The demand 
strap, ferrule and cap, 4-ft., $5.50 No. 1105 high shelf only........ 9.75 is very active and prices are strong. 
ae 4\,-ft., $5.75 doz.; XX bent Nesco dealer’s discount, 30 and 5 We ¢ ; . : _? ‘ 

Goz.; AX ; juote from jobbers’ stocks 

»-ft., $4. 50 doz.; 5-ft., $5.50 doz.; per cent, f.o.b. Chicago: Best grade slate ; 
X “bent, 4i-tt, $8 doz? S-ft, $240 aed ered roofing, $2.98 per 
doz. PURITAN (Improved Model) Samiene: Sinek auumie t1he maeiaend, See 

. ' 9 9 etl Ue ’ « «.09 

Manure Fork Handles.—Pent, best jt 2B. ere $17.50 per square; tmedium tale surfaced 
grade, 4-ft., $4.75 doz.; 4%-ft., $5.10 No. oe a) a 6a ous cuctceee Ee $2 per square: light tale aartaced. 
doz.; XX bent, 4-ft., $4.15 doz.; 4%- poe. “CE G BUPIORS, 02 cc scsensss 28.50 $1.20 per square; red rosin sheath- 
ee $4.40 aes X bent, 4-ft., $2.60 — discounts same as Perfec- ing, $57 per ton ; — 
doz.; 4%-ft., $2.95 doz. ion. - 

Garden Hoe Handles.—XX, 414-ft. Ovens ROPE.—Sales are very good. Prices 
$3.45 doz.; X, 4%-ft., $2.40 doz. = 4 , 

Garden Rake Handles. XX, 5%- PERFECTION a confirmed to Oct. 1 by leading manufac- 
ft., $5.25 doz.; X, 5%-ft., $3.25 doz. No. 211G 1 burner glass door 2 70 turers, without change. 

KX. 4g Handles. —Ite gular pattern, No. 121G 1 burner glass a... 4.90 We quote from jobbers’ tock 
xX, - 5.90 doz.; X, 4%-ft., v7 4993 § i ae , — - = Ssocns, 
$3.90 doz.;'D handle,’ best grade. aa © CORR Gone Seer. + en f.0.b. Chicago; No. 1 Manila Stand- 
$7.95 doz.; X grade, $65 doz. 4 Re eK discount. on 10 gf efile x on ard brands, 2444c. to 26%c. per Ib. 

Spade Handies.—D handles, best aaa & mer cant: fas she “aa No. 2 Manila, 23%c. per Ib.: No. 1 

grade, $7.75 doz.; X grade, $6 doz. cent ion ee ee ee a oe. 5 See 
HANDLES, TOOL.—There is a steady | hese eset 
and satisfactory sales volume, with ~~ 1 burner solid door $2.10 SASH PULLEYS.—Business is satis- 
prices strong, but unchanged. . 1 tant glass door..... 2.25 factorily good. 

a . . No. 0 1 urner solid door..... 4.15 We uote from iobbers’ : . 

PP 4, Se jobbers’ stocks, No. 10 I burner glass door..... 4.40 f.o.b. Chicago: Seen chal ae 
ae Siete 2 Bie $4 No. 020 2 burners solid door.... 5.15 leys, 50c. doz.; barrels, 54c. doz.; 

_ ry, No. 20 2 burners glass door.... ! ».40 Common Sense, 2-i 60 loz.; bar 
doz.; No. 2, $3 doz.; second growth ; o 2 soli - x aa ee 
hickory, $5 doz.; finest sele ted are No. 030 2 burners solid door.... 5.40 rels, 54ce. doz.; No. 105, 52c. doz.; 
ond growth hickory, $6 ‘een. peso St os “Son a yee ee 

| y, $6 doz. ealer’s discount, 30 and 5 per . 
Hatchet and Hammer Handles.— cent : ; 
No. 1, 90c. doz.; finest second growth int SCREWS.—There is a fair business re- 
hickory, $1.50 doz. PURITAN— ported at the new discounts. 
HINGES.—There is a steadily increas- ie. — 2 careers pines door... .$5.95 We quote from jobbers’ stocks, 
. . yealer’s discount, 10 or more, 30 b. Chi o: Flat head, _ bright 
l ~ f.o.b. “hicago: a . g 
ng demand and prices are firm. and 5 per cent; less than 10, 30 per screws, 82-10 per cent new list; 
: =" eee from jobbers’ stocks, cent. round head blued, 80-10 per cent new 
.0.b licago; Heavy strap hiyges, y list; flat head brass, 76-20 per cent 
in bundles, 4-in., $1.03; 5-in., $1.42; Nese adecnninceneenen e new list; round head brass, 74-1"%-10 
6-in., $1.60; 8-in., $2.70; 10-in., $4.30 Scetiesiiiees Min.” aa Pee Saree eer $45.00 per cent new list; japanned, 74-10-10 
pe r doz. pair; a kgf | T hinges, P, ee No. 421 etbpien tee tiie ab oy per cent new list. 
in bundles, 4-in., 06; 5-in., $1.66; — —_ owe we ose ss seene lh 
6-in., $2.08: 8-in., $3.56: 10-in., $5.16 1 eae sayy tne 30 and ph gna cent: SOLDER AND BABBITT METAL.— 
er d z. ; ‘erfection discount, 30 and 5 ner cent . 
pay Cee. Gee , in lots of 10 or more; less than 10, 30 Sales are reported as good. Prices un- 
ICE CREAM FREEZERS.—A good! __ per cent. changed this week. 
ee a ete still being | | Wicks, Etc. , we quote 8 ee stocks, 

. res. | Pockweave wicks, 25c. each. oO. 9. —* arran ec ” ms 
We quote from jobbers’ stocks, Perfection and Puritan, $4 per doz. cater, We $38 wo ot re 
f.o.b. Chicago: White Mountain, 1- and $48 per gross. 40- i aaes. $37 er 100 Ib.: high 
qt., $4.85 list; 2-qt., $5.65 list; 3-qt., Discount same as on oil cook a babbitt ay $20 per 100 1b.: 
ng list; “31a $8.25 list; 6-qt., $10.45 stoves, ovens and heaters. a acer Ps a, + ay 4 babbitt poe y $123 
ist; 8-qt., $13.50 list; 10-qt., $18 list; , ae ° ; 
12-qt., $21.55 list; 15-qt., $25.60 list: PAINTS AND OILS.—Advances in per 100 Ib 
9 ‘ ‘ 9 eo . : . ° ° ; 
20-at., a pt SP-at. ee list: oil, turpentine and alcohol mark this | WIRE GOODS.—Sales are fairly steady 
3-qt., $5.55 list; 4-qt., $6.80 list: 6-at.. week’s market. and prices remain firm. 

onodg nat. Stile tT _ We «uote from jobbers’ stocks, We quote from jobbers’ stocks 

ss ! : s foh. Chiearo: f.o.b. Chicago: No. 8 black annealed 

LAWN MOWERS.—Future orders for | Lineses et og gag ig Pea es wire, $3. 05 per 100 Pi No. Rg 
. ; . per gal.; 5-barrel lots, $1.15 per eal. vanized plain wire, D0 per 10 ) 
spring delivery are heavy, running far Linseed Oil.—Boiled. barrel lots. catch weight spool galvanized eattle 
ahead of this time last year. $1°1 per gal.; 5-barrel lots, $1.16 per or hog wire, $3.85 per 100 Ib.: 80-rod 

_ ' > gal. spool galvanized hog wire, $3.34 per 

4 SS jobbers’ stocks, Turpentine.—Barrel lots, $1.16 per spool. Polished fence staples, $3.60 
.O.b. ago: gal per 100 lb.; 12-mesh black wire cloth, 
. —— Pr ge el oy ball bearing, Denatured Alcohol.—Rarrel lots. $1.90 per 100 sq. ft.; 12-mesh gal- 
16 “4 "ball Be nn ge a Br 63c. ner egal.: steel drum, extra, $6 vanized wire cloth, $2.20 per 100 sa. 
et Mga ~ATMTC, 10'72-1N. returnable. ft.: 14-mesh bronze wire cloth, $6 25 
gg = 16-in plain bear- White Lead. =-100- =. kegs, $15.25; per 100 sq. ft.; galvanized poultry 
aah: 16-in. aa’ Gasiieae 2 Pa \0-1h. kegs $7.75; 25-lb. kegs, $3.90° netting, 55-5 per cent discount; »91- 
i gle : me, SORNIEC, 121%4-'b. kegs, $?. vanized after poultry netting, 50-5 
9-in. wheels, $7.85 each; 16-in., plain Dry Paste.—Barrel lots, 7'%4c. per per cent discount. 
bearing, 4-knife, 9-in. wheels, 7.35 Ih y 
— 16-in. ball bearing, 4-knife, Shellac.—_-(414%4-lb. goods). white, WRENCHES.—Sales are satisfactory 
—— 3-knife, 8-in. wheels, $5.85 English Venetian Red.—In barrels, p ged. 
$3.50 to $6.75 per 100 Ib. We quote from jobbers’ stocks, 
NAILS.—The demand is fair and there | pyREX WARE.—There is every indi- eo, ee Se tae 
° ° ° > ! 7 - per cen iscount; soes 
is no change in prices. | cation that buying would start early. wrenches, 40-10 per cent discount, 
, “Ny quote from jobbers’ stocks, | Prices are stationary ee ae oie epee 
.o.b. Chicago: Common wire nails, = aiscoun ist; son, 70 per 
$3.15 per keg base; cement oaehed i We anpote from jobbers’ stocks, cent discount; Trimo, 65-10 per cent 
$2.20 per keg base, The extra for | feb, Chicrro: discount. - 
galvanized nails is now $2 for 1-in. Bread Pans.—No. 212, $7.20 doz.; Snap-On  Wrenches.—-Radio and 
and longer, $2.25 for shorter than No 214. $12 doz. electrical set, $4; No. 101 Master Ser- 
1-in. Casseroles —Round. No 167. $19 ay - $15.25 No. 202 Heavy Set, 
. | doz.: No. 168, $14 doz.; No. 182, $12 8 oO. ord Master Service 
OIL +i -pher- omggaaaa continue to hold | doz.: No. 184, $14 doz. Set, $14.85: No. 404 Universal Socket 
up in fair volume. Casseroles.—Oval, No. 193, $12 doz.; Set, 75; o. 505B Screw Driver 
P adi, | ~ Ne. 197. $14 doz. Set? $3.40: No. 900 Square Socket 
These are list prices. Dealer’s dis- Pi- Plates.—No. 202. $6 doz.: No. Set, $3.70. All Snap-On Wrenches 
counts are noted after each group. | 203, $7.20 doz.; No. 209, $7.20 doz. less 40 per cent. 
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= v | Another: | ny Selling Point 
for the Synchrophase 


i Coils It bigs: a ; Dantes Range that Reaches from | 
: 550 Down to 150 Meters 


OW-WAVE stations, not reached by any other set, 

can now be tuned by the Synchrophase. The Low- 

Wave Extension Circuits, a new Grebe feature, give 
it a range extending from 550 to 150 meters. 


This great coverage is accomplished by means of an automatic 
switch which enables one dial to cover two wave ranges. The first, 
from 550 to 240 meters, corresponds to the practical tuning range of 
the usual set. The second range overlaps this and extends down 
to 150 meters. 


This double range, automatically brought into play by one dial, 
makes the Synchrophase really two receivers in one, without in the 
least detracting from its simplicity of operation. 
Here is a set to offer your trade that far outstrips anything you 
have ever handled. You ought to 

Write for full details of this. new development, 

and other features of the Synchrophase 


A. H. Grebe & Co., Inc., Steinway Hall, 109 West 57th Street, N.Y. C. 
Factory: Van Wyck Blvd., Richmond Hill, New York 
Western Branch: 443 S. San Pedro St., Los Angeles, Cal. 












































This Company owns and 
operates stations WAHG | 
and WBOQ; also low-wave 
rebroadcasting stations, 

mobile WGMU, and marine 

WRMU. 









It is written: 

* Where there is 
much meritthere 
is great reward.” 
The merit of the 
Synchrophase 
has long been 
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All Grebe appa- 
ratus is covered 
q bypatentsgrant- 
ed and pending. 
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HARDWARE AGE 


September 10, 1925 


New England Fall Season Starts Well 


—Retail Sales Consistent—Collections Good 


(Boston office of HARDWARE AGE) 


are the fall season for shelf hardware has opened encourag- 


Mare the. perhaps a little early to form an opinion, indications 


ingly. 


The retail trade still is indisposed to commit itself 


extensively on futures, although the past week witnessed quite a 
sizable business in garden tools and lawnmowers for next season. 
It is felt, however, that just as soon as some of the manufacturers 
of other staple hardware lines establish prices for next season, a 


further improvement in bookings will transpire. 


But even on mer- 


chandise needed this fall there is a tendency on the part of some 
smaller retail dealers to hold off until the last minute before getting 


in under cover. 


It is pointed out that the attitude of the retail trade is in keeping 


with former years. 


It usually takes two or three weeks following 


Labor Day before the market assumes its normal active fall condi- 


tion. 


There is no reason to suppose, say jobbers, that hardware 


dealers will not anticipate their wants more and more as 1925 draws 


nearer to a close. 


Collections are rather slow at the moment. 


The 


retail trade always has a lot of customers who go away leaving bills 


unpaid. 


Now that people are getting back to the city it is expected 


obligations will be met and that hardware collections will improve. 
While the average retailer is backward in placing forward business 


there is a surprising amount of optimism in the trade. 


Looking at 


it from all angles, business with the retail dealer has been good this 


summer and stocks on shelves are far from burdensome. 


It is not 


believed the coal strike will have any visible influence on general 
business in New England. The supposition is that plenty of coal 
is available and that manufacturers of substitutes are amply sup- 


plied to meet any emergency at reasonable cost. 


One of the reasons 


for the optimism among retail dealers is the early and brisk demand 


for radio goods. 
ing mood. 


It shows, so it is said, that the public is in a buy- 





AIR RIFLES.—Retail dealers 


are | 


showing more interest in air rifles than | 


heretofore. 
good orders the past week. 


Jobbers have taken some | 


BREAD KNIVES. — All 


We pueote from Boston jobbers’ 
stocks: 

Air Rifles.—Daisy, single shot $12 
per doz. net: 350 shot, $16: 1000 shot, 
$24: pump gun, $40; repeater, $20; 
military model, $40. 

BASEBALL GOODS.—Makers of the | 





Louisville slugger line of baseball bats | 


are out with new price lists for next 
season. Prices are _ practically un- 
changed. The No. 4 is a little cheaper, 
now being quoted at $3 a doz. 
BATTERIES.—The demand for bat- 
teries, more particularly radio, is tre- 
mendous. Jobbers have been unable to 
keep up with it and find themselves 
short of certain styles. 
Carbon Co., Inc., New York is out with 
a new Eveready Layerbilt radio bat- 
tery, No. 486, that is enjoying a very 
big sale in this market. In less than 
unit packages it jobs out at $3.85 net, 
and in unit packages at $3.58. 


We quote from Boston jobbers’ 
stocks: 

Batteries.—Flashlights, in lots of six 
or more assorted unit packages in 
one shipment, No. 935, 24 to the 
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The National | 





package, Sic. each net; No. 950, 36 
to the package 9%c. Columbia, Np. 
6, in lots of 50, $30.22 per 100. 
Radio.—Dry cell, in packages of 50, 
No. 7111, 29c. each net. No. 6, in lots 
of less than 12, 40c. each net; in lots 
of 12 to 50, $35.22 per 100; in larger 
lots, $30.22 per 100. Cluster batteries, 
6 to the unit, 12 units to the barrel, 
$1.60 each net: 8 units to the barrel, 
$1.98 and $2.34 each. 
kinds and 
makes of bread knives are beginning 
to move out of jobbers’ stocks for the 
fall retail trade. Retail buyers are ex- 
ercising more or less conservatism in 
purchases, however. A new Gem bread 
knife and spatula, which jobs out at 
$2.50 per doz. net, is attracting con- 
siderable attention here. 


CARTS AND WAGONS.—A new scoot- 
er, the Lightning, for use on snow, 
which can be used by the child stand- 
ing up or sitting down, is going big, 
according to jobbers. It retails at $3.50 
each and jobs out at $26 per doz. net. 





We quote from Boston jobbers’ 
stocks: 

Kiddie Kars.—Special, two in car- 
ton, No. 101, $2.25 each list: No. 102, 
$3; No. 103, $3.75; No. 104, $4.50; No. 
$105, $5. 

Kiddie Koasters.—One to carton. 
No. 605, $10.50 each list; No. 606, 
$11.75. 

















Kiddie Karts.—Special, No. 201, $3 
each list; No. 202, $4; No. 203, $5; 
No. 204, $6; No. 205, $7. 

Pedal Kars.—Two in carton, No. 
124, $4.25 each list; No. 125, $5.25 
No. 154, $5.75: No. 155, $6.75. 

Kiddie Skooters.—Two in carton, 
No. 801, $4 each; No. 802, $5; No. 
SO02B, $6. . 


Discount 33% per cent. 
CARVERS.—Quite a number of retail 
dealers, with a view to holding a 
special pre-Thanksgiving sale of car- 
vers, are replenishing stocks. Prices 
quoted by Boston jobbers range from 
$1.70 to $7.50 per set net. 


COOK ERS.—AIll kinds of cookers are 
in demand, but the average order placed 
with jobbers calls for rather small 
quantities of merchandise. In the ag- 
gregate, however, weekly sales amount 
to considerable. Electric cookers ap- 
parently are more popular than in for- 
mer years. A new Universal cooker, 
No. 9600, which lists at $10 each with 
the usual 25 and 10 per cent discount, 
is meeting with favor here. 


We from Boston 
stocks: 
Cookers.—Pressure, 


quote jobbers’ 


solid cast alu- 


minum, No. 1, $24.75 each net; No. 2, 
$27.75; No. 3, $31.13; No. 4, $36.38. 
DOORS.—Combination screen and 


storm doors are growing in popular 
fancy, as is attested by the volume of 


business being booked by the jobbing 


trade in Boston. 
We 

stocks: 

Doors.—Combination 


quote from Boston jobbers’ 


screen and 


storm, 2 ft. 6 in. x 6 ft. 6 in., $7.09 
each net; 2 ft. 8 in. x 6 ft. 8 in., $7.64; 
2 ft. 10 in. x 6 ft. 10 in., $8.04; 3 ft 


x 7 ft., $8.55. 
FENCING.—Next season’s prices on 
Cyclone fencing have been issued by 
the local jobbing trade, following the 
receipt of new lists from the manufac- 
turers. Prices are lower, possibly 10 
per cent. 
We 
stocks: 
Fencing.—Cyclone fencing, flower 
bed guard, etc., from store 45 per 
cent discount. Direct shipments, 
22 per cent discount, f.o.b. Wauke- 
gan, Ill. 


FOOTBALLS.—The season for foot- 
balls is opening up fairly satisfactory. 
Jobbers have a well assorted stock, but 
not an excessive one. 


quote from 30ston jobbers’ 


We quote from Boston jobbers’ 
stocks: 
Footbalis.—No. 35, $5.50 per doz. 


net; No. A4, $10; No. A5, $12.50; No. 
5, $15. India pig-skin, $42 per doz. 
net 


Bladders.—No. 3, $3.50 per doz. 
net; No. 5, $4.50. 
GATES.—In common with fencing and 
flower bed guard, new prices have been 
issued on wire gates, which show a re- 
duction of about 10 per cent. 
We from Boston 
stocks: 
Gates.—Cyclone, from _ store, 40 
per cent discount. Direct shipments, 
oa per cent discount f.o.b. Waukegan, 


PADLOCKS.—Growing interest in pad- 
locks is evinced by the retail trade. 
Retail stocks in many instances are 


quote jobbers’ 
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Griswold Reversible Steel Spindle Dampers 











install themselves at once— 


Perfect ease of installment 
makes Griswold Reversible 
Steel Spindle Dampers popular. 
No waste of time. No having 
to take out and put in right. A 
quick pierce in the pipe by the 
long sharp point of the non- 
breakable steel spindle . . . the 
cast iron plate held right side 
up or upside down the 
spindle thrust in from either 
side the handle turned 
either way . . Presto, in at 
once and in right! Because of 
the special patented reversible 
feature. Locked positively by 
turning either way; for the 
hump on the spindle drops im- 
movably into the cast iron notch. 
A nickel-plated steel ferrule 


protects the spring and insures 
long life of the damper. The 
nickel-plated handle, wire- 
coiled, stays strong and cool. 


Griswold Reversible Steel 
Spindle Dampers come in sizes 
4 to 12 inches inclusive. Sizes 
3 inches and 14 to 18 inches in- 
clusive are not reversible. Also 
oval patterns, sizes 4 to 8 inches 
inclusive. If your jobber can- 
not supply you, write us for 
bulletins and prices: 


The Griswold Mfg. Co. 


Erie, Penna., U. S. A. 


Makers of Extra Finished Cooking Utensils in 
Cast Iron and Aluminum, Waffle Irons, Food 
Choppers, Reversible Stove and Furnace Pipe 
Dampers, Fruit Presses, Mail Boxes, Bolo and 
other Portable Bake Ovens, Gas Hot Plates and 
Electric Waffle Bakers. 


“THE LINE THAT’S FINE AT COOKING TIME”’ 
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badly shot. The Yale & Towne Mfg. |! ing at 99c. each. All of the razor com- | ae a ote, ee. 
Co. is out with two new long shackled | binations offered on the market are race, No. 29, $8.25 Slecetee’ ea 
locks that retail for $1.25 each. One, | popular with the retail trade. —, sone s ar he 0 3 a7 
- ge | ; : ; No. 1, ; ae. £ .50; No. 3, $27. 
with a crooked shackle, No. 1375, and | SAW FRAMES.—“Quite flattering re- Radio Rex, $15. Toy looms, No. 60, 


the other with a long shackle, No. 2375. | sults,” is the way one of the large local $3.34 each net; No. 240, $6.67. 











. “ . : Erector Line.—A. C. Gilbert Co., 
job at 84c. each net. | jobbing houses speaks of the saw frame sets, with motor, No. 0, 50c. each 
PLIERS.—Sales of pliers are holding | Market. Some of the wholesale houses | gS!) NO_ 1, 8}. cach, NO. 3. $3; No. & 
up remarkably well, presumably be- | feel that retail dealers should push this - Carpentry.—No. 701, $1.50 each; No. 
cause of the increasing number of auto- | class of merchandise to the limit be- | a ig ne IE we tre ee 
, " . J.0U, -« . iy, > - . io, 
mobiles in use throughout New Eng- | cause of the coal strike. | _Chemistry.—No. 5007, $1.25 enh: 
land. The American Chain Co., Inc., | We quote from Boston jobbers’ | ee $3; No. 5009, $5.50; No. 5010, 
. Stocks: 
Bridgeport, Conn., has placed on the eo 03. $5.85 Magic.—No. 2001, $1; No. 2205, $3; 
market a new Weed plier for repairing | per doz, net; No. 50, $6.50; No. 40, "cen Ste, 008. B5e. each; No 
passenger car tire chains, which are " Blades.—No. 6, 30-in., $5.20 per 1030, 50c.; No. 1031, 
offered the retail trade. They job out doz. net; 32-in., $5.85. No. 11, 30-in., Electrical Sets. —No,. 3003, $3 each. 
at $2 + and retell at S28 $6; 32-in., $6.65. No. 45, 32-in., $5.50. _Motors.—No. P58, $1.25 each; No. 
at 2 per pair net and retalia $3. Complete Sets.—No. 150, $1 9 7 per “— .“ FR ne Ba 56, = PEC $3.50 
. » loz. at: No. 150 ©) 13.65 ranstormers. — NO. UL, 0.0 
POULTRY SUPPLIES.—Incubators No. 40, $15.35; No. ee te gs hy each. Discount, 33% per cent. 
and brooders are not selling as well as 111, $16.35. $19.85 per = — 
they should, report jobbers, who are of | SHEET ZINC.—Sheet zinc has_ been WASH BOILERS._N — 
the opinion that the retail trade carried | advanced again, this time 50c. per 100 lb at or ew 11S - nie 
The call| lb., making a total advance of T5c. | Deen issu y manutacturers of was 


over stock from last season. 
for other poultry supplies is very en- 
couraging, however, particularly that 





for fountains. 
ROPE. 


was announced by the manufacturers 
on Sept. 1, and jobbers are of the opin- 
ion that there will be no change in quo- 
For 
that reason they are pushing sales and 


tations for at least two months. 


meeting with success. 


We quote from soston jobbers’ 
stocks: 

Rope.—Manila, 26c. per Ib., base; 
sisal rope, 20%c.; hay rope, 21c.; cot- 
ton rope, 46c. 

Lathe Yarn.—Sisal, C130, 20c.; D200 
Zle. per lb. 

Twine.—Hemp in %-lb. balls, No. 
12, 40c. a lIb.: No. 18, 35c.; No. 24, 
33c. - No. 36, 32c.; No. 48, 3lc. In 

-Ib. balls No. 18, 37c. a lb.; No. 24, 
360. On reels, No. 18, 36c. a lb. Cot- 
ton marsac, three- -ply, in 5-lb. sacks, 
No. 1, 62c. a Ib.; masma, No. 2, 59c.; 
jute, in %-lb. balls, 27c. cable laid, 
No. 36, 75c.; Wood twine, four-ply, in 
i-ib. balls, 17c. a Ib.; marlin, two- 
piv, in 1-Ib. lots, 24c. a lb.: in 50-Ib. 
rolls, 27c.;: three-ply, in 1-Ib. balls, 
°8c¢. a lb.: in 2-lb. balls, 20c. 


SAFETY RAZORS.—In common with 
some of the other manufacturers of 
safety razors, the Gem interests are 
putting out a combination known as 
the Wizard Deal, which consists of one 
$1 razor and $1 brush to the package, 
jobbing for $8.40 per dozen, and retail- 


A New Idea in Christmas 
Selling 


Eugene Dietzgen Co., 954 Fullerton 
Avenue, Chicago, has announced an 
innovation in Christmas selling with 
the idea of increasing gift items in the 
hardware line. 

Complete drawing outfits are offered 
packed in Christmas decorations, ready 
for delivery on Christmas morning. 
The appeal is to the young boy or girl. 

Sales helps are offered to the dealer 
in the way of window and store post- 

s, displaying and describing the out- 
fits, attractive mailing folders, window 
display suggestions, sample newspaper 
advertisements, and with each outfit an 
elementary instruction booklet is given 
which is designed particularly for the 
beginner in drawing. It leads him by 





within a month. New prices are as 











follows: 
We quote from’ Boston jobbers’ 
stocks: 
Sheet Zinc.—In 300-lb. casks, $12.75 
per 100 Ib. net: in 200-lb. casks, 
$13.00; in 100-lb. casks, $13.25. 


TEA KETTLES.—Some of the manu- 


facturers of tea kettles are out with 
new lists which show a slight advance, 
and jobbers have revised prices accord- 











easy 











ingly. New prices are as follows: 


We quote from Boston jobbers’ 
stocks: 

Tea Kettles. — Black bottom, 
straight spout, No. _" $17. per doz. 
net; No. 38, $18.5 No. 39, $20. 
Bent spout, No. S38, " $21. 50 per doz. 
net; No. 639, $23.15. Copper Queen, 
No. 8, $16.70; Copper King, $15.30. 


TOYS.—Retail dealers are slow to cov- | 


er their Christmas toy requirements, 
although some excellent bookings for a 
new Wolverine toy vacuum sweeper, 


| which jobs out at $19.85 the doz. and 
| retails at $2.50 each, are reported by 
| the wholesale trade. 


We quote from Boston jobbers’ 
stocks: 

Play Toys.—Wolverine line, Sandy 
Andy, with engineers, No. 76, $8.25 
per doz. net; No. 101, without en- 


gineer, $10.30. Dumping Sandy, with 
engineer, $6.20; and crane, with en- 
gineer, No. 104, $10.30. Panama pile 
driver, with engineer, No. 54, $10, 
Busy Andy ttrip hammer, $4.95: 
junior, $1.95; circus, No. 27, $3.85. 





problems of architectural and mechan- 
ical drawing. 





booklet is a section devoted to radio 
circuit designs. All instruments and 


material included in the outfits are reg- | 
_ tees. 


ular Dietzgen items. 
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boilers which show a slight advance in 
' prices—possibly 50c. the dozen. Job- 
bers’ prices have been revised accord- 
ingly. 
We 
stocks: 
Wash _ Boilers. —No. 
doz. net: No. 9, $43.2 
WEATHER STRIP.—More and more 
_interest is being shown each week by 
the retail trade. A fairly sizable per- 
centage of the trade has covered its re- 
quirements. Indications at this time 
are that more weather strip will be sold 
by jobbing houses this year than last. 
> al 
Weather Strip.—In bundles, Bosley, 


quote from Soston jober’s 


8, $40.80 per 


quote from Boston jobber’s 


felt, 65 per cent discount: Excelsior, 
' felt edge, 65 per cent discount: Flexi- 
ble felt, 20 per cent discount. 


WINDOW VENTILATORS.— Each year 





steps into the more interesting | 


Another feature of the 








finds an increasing number of people 
who believe in fresh air and plenty of 
it. Possibly this fact accounts for the 
increasing sa'es each year for window 
ventilators. This season is starting off 


_with considerable vim. 


We 
stocks: 

Window Ventilators.—Continental 
(wooden) No. V937, $4 per doz net; 
No. V1537, $5.38. Diamond E (metal) 
No. 02, $4.80 per doz. net; No. 2, 
oe’ No. 3, $6.40; No. 4, $8; No: 5, 
8.80. 


quote from Boston jobber’s 


Heavy Duty Wrench Set 


The Husky Wrench Co., 928 Six- 
teenth Avenue, Milwaukee, Wis., is 
manufacturing a large set of  inter- 
changeable socket wrenches to be 
known as No. 120 Husky Heavy Duty 
Set and is constructed for maintenance 
work on trucks, tractors and machin- 
ery. 

All parts are said to be machined 
from solid bar stock, hardened and rust- 
proof nickel plated. It is designed with 
a view to practicability and strength 
with a 20-in. leverage and a possibility 
of 120 combinations including offsets, 
sliding tees, L type wrenches and speed 
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SELECTIVITY 


THE OBEDIENT SLAVE TO \ I YOUR. DESIRES 





























Just as the 
skillful fingers of a 
trained musician select and 
control the sensitive, vibrant 
strings of a harp — so, too, do you 
who operate an APEX Radio Receiv- 
ing Set, select and control the sound 
waves wafted through the air. 


Stations thousands of miles away, or 
powerful near stations can be entirely and 
instantly isolated from interference. 


This degree of finer selectivity is not 
the only triumph achieved by APEX 
scientific engineering principles. Full 
volume, wider range, greater clarity have 
been acquired and are enthroned in a 
setting of exquisite beauty of design and 
finish that place APEX Cabinets in the 
highest ranks of the finest furniture. 


APEX ELECTRIC MFG. CO. 


1410 West 59th Street, Dept. 935 
CHICAGO, ILL. 


$ 
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Dealers who are in- 
' terested in increas- 
ing and maintain- 
ing profitable trade, 
should investigate 
the many advanta- 
ges provided by the 
Apex co-operative 
plan. Write for com- 
plete details. 
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Apex Super Fine 
Price $95—list 
without accessories 









Apex daby 
Grand Console 
Price $225—list 








Apex De Luxe 


Priee $135—list 


Apex 
Console 
Entertainer 


Price 
$27.50—list 
















fe Utility Radio 
Apex Entertainer le. Price $75—list 


Price $22.50—list 


Prices West of Rockies slightly higher. Canadian prices approximately 40% higher. | 
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HARDWARE AGE 


September 10, 1925 


Sales Active in Northwestern Markets— 


(Minneapolis office of HARDWARE AGE) 


RECENT issue of one of the large Twin City newspapers may 
be quoted as stating that business in the Northwest is 24 


per cent ahead of last year at the present time. 


This, despite 


the extremely dry weather experienced in this section of the country 


for the past month. 


Everywhere may be seen the results of this 


condition, in corn already in the shock. And this means that corn 


in the vicinity of the Twin Cities has not turned out well. 


Other 


grains are well out of danger, and the results of the average crop 
are shown in the report mentioned at the first of this paragraph. 
Building operations are still at a high point, making good business 
all down the line in this industry. 
strong and steady, and there seems to be no great surplus of 


labor supply at present. 


Prices of materials are holding 


Collections show a slight improvement over the rate of a few 


weeks ago. 
also. 


Crop results are beginning to show in this direction 
Merchants on the average look for excellent business for the 


rest of the year in almost all lines. 
By the time this is in print, the merchants of the Northwest will 


be attending the Minnesota State Fair, and making their final 


purchases for the fall and holiday stocks. 


This event is the final 


opportunity for the Northwest merchants to visit their buying 
markets at a reduced rail rate, and full advantage is taken of 


this opportunity. 


AXES.—Stocks are well filled, with an 
eye toward the opening of the fall de- 


mand. Sales are fair, with prices 
steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $14.50 and double bit 


base weight axes at $19.50 per dozen, 
net. 
BOLTS.—Demand is fair, with ample 
stocks on hand. Prices are steady 
after the changes noted recently. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Large and small 
carriage bolts at 45 per cent, large 
and small machine bolts at 50 per 


cent, stove bolts at 75 per cent and 
lag screws at 55 per cent from lists. 


BRADS.—Call is still good, due to the 


amount of building in progress. Stocks 
are well assorted and prices unchanged. 





We quote from jobbers’ stocks, 
f.o.b. Twin Cities: ‘ire brads in 
25-Ilb. boxes at 70-10 per cent from 
list. 

BUILDERS’ HARDWARE. — Building 


is progressing at about the same rate 
as has prevailed for several weeks. 


Building Program Helps Sales 


GALVANIZED WARE.—Demand is 
very good at present, with ample 


stocks in all lines. Prices show no 
_ changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs at $7.25; No. 2, 
$8.00; No. 3, $9.20; heavy tubs, No 


1, $12.30; No. 2, $13.50; No. 3, $14.70: 
standard 10-qt. pails, $2.65; 12-qt., 
$3.00; 14-qt., $3.35; stock pails, 16-qt., 
$5.00, and 18-qt., $5.50 per dozen, net. 
GLASS AND PUTTY.—Demand is fair 
for this time of the year, the sales in 
the retail way still being light. Prices 
have not changed. 
We 
f.o.b. 
single 


stocks, 
prices, 
83 per cent; 
per cent; and 
in 50-lb. drums 


jobbers’ 
Minn. 


from 
Cities: 
strength glass, 
double strength, %&5 
strictly pure putty 
at $4.85 ewt., net. 


HAMMERS AND HATCHETS.—Small 


quote 
Twin 


_ tool sales are still very good, due to the 
amount of building in progress. Stocks 
_ are well filled, and prices unchanged. 


pasturage due to dry weather, and the | 


subsequent diminished milk supply. 
Stocks are ample for present needs and 
prices steady. 
We quote from jobbers’ stocks, 

f.ob. Twin Cities: Barrel type churns 

at 30-10 per cent from lists. 
EAVES 
PIPE AND ELBOWS. 
tion work makes a fair 


New construc- 
demand for 





TROUGH, CONDUCTOR 


this class of material. Stocks are well | 


assorted and heavy enough to care for 
demand. Prices show no changes. 
We stocks, 
f.o.b. Slip joint, single 
bead 29-ga. 5-in. eaves trough at 
$5.50 per 100 ft.; 29-ga. conductor 
pipe 3-in., $5.15 per 100 ft., and 3-in. 
conductor elbows at $1.73 per dozen, 
net. 


FIELD FENCE.—Demand is fair, with 


quote from jobbers’ 


Twin Cities: 


_ good stocks from which to draw. Prices 


Doubtless this will be the situation un- | 


til cold weather compels the cessation 


of operations, for this section of the | »”. 
prices steady. 


country, in common with other dis- 
tricts, has been far in arrears with the 
amount of buildings needed. The only 
class of which there seems to be plenty 
at present is the 
houses in the large cities. The present 
movement seems to be toward the 


larger apartment | 


graded down by the retail 


smaller home at a greater distance | 


from the urban centers. 


CHURNS.—Sales are fair, hampered 


to some extent perhaps by the lack of | 
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have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26-in. L type field 
fence at $22.68 per 100 rods, net. 

FILES.—Sales are very 


good, espe- 


cially to automobile shops and garages. | 
Stocks are ample for the demand, and | 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
at 50 per cent, and second grade files 
at 60 per cent from list. 


FREEZERS.—Sales are fair for this 
season of the year, with stocks being 
dealers. 


Prices show no changes. 


We quote jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
4-qt. freezers at $4.13 each, and 8-qt. 
at $6.75 each, net. 


from 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Maydole, No. 
11% carpenter’s hammers at $12.60; 


Plumb No. HFS1, $10.50; Plumb No. 
2 broad hatchets, $14.45; No. 2 shing- 
ling, $11.20, and No. 2 claw, $12.50 
per dozen, net. 


HOSE.—The unusually long dry “spell” 
which has hung over this vicinity has 
had much to do with the clearing up 
of hose stocks. Dealers have found an 
excellent demand for garden hose, and 
have reordered for the unexpected call 
in many instances. Stocks are light, 
and prices are holding steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cit'es: Good Luck, % in., 
6-ply hose at 10%c.; Bull Dog, % in., 

7 ply, oc.; Leader, % in., 5-ply. 
9%c.; molded black, % in., 11%c. 
per foot, net. 
NAILS.—Demand for nails has been 
steady and consistent, influenced by 
the amount of building being done. 
Stocks are ample for the demand, and 
prices are steady as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.25 keg, base. and cement 
coated wire nails at $2.40 keg, base. 


OIL STOVES, OVENS AND WATER 
HEATERS.—Sales still show a very 
good record for products of this nature. 
Warm weather and the _ tendency 
toward cooler cooking and quicker 
heating arrangements is boosting sales 
for this line. Stocks are well filled, 
and prices unchanged. 
Oil Cook Stoves 

PERFECTION— 


i ie cccbens $17.50 
No. 73 3 burmers.............-.. 22.50 
a ee 2 rr i cwkeseue 28.50 
Se Fol eee = | hlC 


Perfection dealer s discount, 30 and 
5 per cent on lots of 10 or more: on 
less than 10, 30 per cent. 
PURITAN (Improved Model)— 


ee “Ge BS WUPUOTB. cc ccccccccccce $17.50 

es. ee a MI, ¢ cn cucccccectwn 22.50 

ee SU ee 28.50 
Puritan discounts same as Perfec- 

tion. 

NESCO— 

Se en i $9.50 

i, TO 17.35 

No. 213 3 burners............... 22.00 

No. 214 4 burners............... 28.00 
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THE 
CARBORUNDUM 
COMBINATION 
HONE 

No. 152 





SELL THEM 
CARBORUNDUM 
RAZOR HONES AND 
STROPS 


Consiper the barbers and the hun- 
dreds of men who still swear by the 
old style straight blade razor. 


They represent your market for Car- 
borundum Razor Hones and Strops. 
And they know the value of a hone 
that cuts the edge on a razor clean 
and fast, but still is so velvety smooth that it gives a keen, non- 
pulling edge. 


RASOAR RGR ADAADOOSRGD ARR OEAILS Gneaacnananaaans 
| TT WUQUEUELALUOULORUUALALHLASULUEOOLELEOUAELAL UNE ALOOOSDELADELEONOEDEDULEOUEDODEOELELODUUUOOLEOGOEOULOGUELOAUDOLLOLEDAOROOUEDOLADEOOOEDALEDEASEOOANOAOEDUAULEGANDAAEROONOONOSAOOGONODODAOOAOSOSDENEDOONANOOOOEANOSAODOOEONOADEAOAOENDNNNNAUNGEUNONNEANAL 





. : ; a The 
They know too, how to appreciate a genuine Horsehide Strop— __.. carborundum 


Company 


soft, pliable—to keep their razors in shaving shape. Niagara Fall, NY. 


: In the Carborundum line there is a Hone and a Strop to | 
: suit all purses—all opinions. o “i mation on Carborundum 


Please send complete infor- 


Use the coupon to get full information regarding sales helps, prices, etc. Razor Strops and Hones. 


The Carborundum Company 
Niagara Falls, N. Y. Name 


New York, Chicago, Boston, Philadelphia, Cleveland, Detroit, Cincinnati , Street _ 
Pittsburgh, Milwaukee, Grand Rapids ‘é 





“ Cry. ore Ss Sa State 








* 
’ 
MIMI nnn lll 
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ee FF aaa ee 39.50 cans, and white lead in 100-lb. kegs 
No. 1102 high shelf only......... >.o0 at $13.83 per cwt., net. 

No. 1103 high shelf only......... 6.00) »APER __ oR Aan op aner ic celli ‘ 
i. hho... 6ee PAPER.—Building paper is selling at 


No. 1105 high shelf only......... 9.75 a good rate with the amount of build- 
Nesco dealer's discount, 30 and o : : ‘ess: and this is = all 
ing in progress; and this is true in a 


Der Cent. ° - ’ 
Sevens sections of the Northwest. Stocks are 

PERFECTION— drawn on heavily, while prices show 

No, 211 1 burner plain door... $2.50 no changes. 

: 211G jurner glass Poo. cue ; Z , ; , 

No. 121G 1 cone r glase tee ee We Quote from jobbers’ stocks, 

No. 122G 2 burners glass door.. 6.00 f.o.b. Twin Cities: Red rosin build- 

i OO ee eee | ing paper in 20, 25 and 30-lb. rolls 


; 92 oe ow : 
Dealer's discount, on 10 or more, at $3.25 cwt., net. 


30 and 5 per cent; less than 19, 30 POULTRY NETTING.—Sales are di- 


per cent. —_— ° ° ° 
— minishing, with stocks being run down 
PURITAN— nal 
No. 42G 2 burners glass door... $5.25 as light as possible. Prices have not 
Dealer's discount, 10 or more, 30 changed. 


n - " Se ‘ { 2 / 27° » : ° 
and 5 per cent; less than 10, 30 per We quote from jobbers’ stocks, 








Perfection discount, 30 and 5 per : ‘ 
cent in lots of 10 or more; less than Stocks are ample for the call, and 
10, 30 per cent. prices unchanged. 

Wicks, Etc. | We 


quote from jobbers’ stocks, 


PAINTS AND WHITE LEAD.—Sales | Call is still wood for articles in this 
totals are very satisfactory in almost | dine, although there is some diminish- 
all sections of the Northwest for paints | ing of the demand. Stocks are being 
and paint products. The season is graded down for the end of the season. 
likely to prove one of the best of re- 


h “nat Ii Stocks | Prices have not changed. 
cent years in the paint line. ocKs We quote from jobbers’ stocks. 


are still in good shape, and prices un- f.o.b. Twin Cities: ‘Common screen 
. . doors, 2-S x 6-8, $1.82 each; fancy 
changed. doors, 2-8 x 6-S, $2.16 each: metal 
We quote from jobbers’ stocks, window screens, adjustable, 24-in., 
f.o.b. Twin Cities: Best grade house $7.40 doz., and wood frame, screens, 
paints at $2.80 per gallon in 1-gallon adjustable, 24-in., $6.00 doz., net. 





Bathwhite Fixtures 


A line of bathroom accessories with | N. Y., who also have sales and display 


white enameied finish is veing produced | rooms in the offices of Surpless Dunn & 
by Kk. mm. astchener w Co., Binghamton, | Co., 74 Murray Street, New York City, 






STIR RCTS Wt es RE ONE . ee rae . ee ee ee | 
: ‘ . = . = 2 
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TIN PLATE.—Demand 
stocks well assorted. Prices show no 
changes. 


WHEELBARROWS. — Sales 
mal, both for home use and with the 
contractors. Stocks are filled, and 
prices unchanged. 


—. aon f.o.b. Twin Cities: Hexagon poultry ° 
NESCO— netting at 50-10 per cent from lists. 
_ 05 panes wma er. eo $2.10 PYREX OVENWARE.—Sales are good, 
s ‘ urner glass door..... 2.2: . . 
a. doh 6 Gomes Ge +1; | With stocks well filled for the fall and 
No. 10 1 burner glass door . 4.40 _ holiday trade. Prices have not changed. 
No. 020 2 burners solid door.... 5.15 : ' 
No. 20 2 burners glass door.... 5.40 | We quote from jobbers’ stocks, 
No. 030 2 burners solid door.... 5.40 f.o.b. Twin Cities: No. 197 casseroles 
No. 20 2 burners glass door.... 5.70 | at $1.17; No. 202 pie plates, 50c.; No. 
Dealer’s discount 30 and 5 per 210 pie plates, 6ic.; No. 212 bread 
cent. | pans, 60c.; No. 231 utility pans, 67c.; 
, No. 12 tea pots, $1.67; No. 24, $2.00; 
Water Heaters | No. 36, > 33 each, net. 
[e toe | ¢ 5 { ‘ | 7 ry. ‘ r 
Perfection ‘No. 412..0.....2..).°4000 | SASH CORD AND WEIGHTS.—De- | 
Perfection No, 421.............. 80.00 _mand is still very good, depending on 
Nesco discount, 30 and o per cent; the amount of building in progress. 


Rockweave wicks, 25c. each. f.o.b. Twin Cities: Best grade sash 
Perfection and Puritan, $4 per doz. cord, 78'4c. Ib: second grade, 45c.; 
ind $48 per gross. cast iron sash weights at $2.10 ecwt., 
Discounts Same as on oil cook | net. 
stoves, ovens and heaters. | y - . wes » 
| SCREEN DOORS AND WINDOWS.— 


SCREWS.—No further changes 
been made in the prices, and trade is 
fairly good. Stocks are well filled. 


September 10, 1925 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws, 80-10 per cent; flat 
head japanned, 72%-10 per cent; 
round head blued, 7/%-10 per cent: 
round head brass, 75-10 per cent; flat 
head brass, 77%-10 per cent. 


SOLDER.—Demand is fair, with stocks 
well filled. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 41c. Ib., and strict- 
ly half and half solder at 40c. Ib., 
net. 


STEEL SHEETS.—Sales are_ good, 
with stocks well filled. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black _ steel 
sheets at $4.25 ecwt., base, and gal- 
vanized steel sheets at $5.35 cwt., 
base. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke, 
ICL, 20 x 28 tin at ‘$14.25 box, and 
I«*, 20 x 2S, S-lb. coating roofing tin 
at $14.60 box, net. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Fully bolted bar- 
rel type tray wheelbarrows at $36.50 
doz.; No. 2 tubular barrows at $7.33 
each, and No. 1 garden barrows at 
$6.25 each, net. 


WIRE.—Sales are normal for this time 
of the year, with stocks heavy for the 
expected fall sales. 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Painted cattle 
wire, 80-rod spools, $3.22: galvanized 
cattle, 80-rod spools, $3.21, and gal- 
vanized hog, 80-rod spools, $3.43 per 
spool. Annealed black wire, No. 9, 
$3.25 cwt.;: galvanized annealed, No. 
% $3.70 cwt., net. 


and 34 N. Clinton Street, Chicago, Il. 

It is claimed a finish of great dura- 
bility with high gloss 
white color to match tiled walls, china 
lavatories, etc., has been developed. 


Every article is packed in an individual 


carton. 


A special assortment has an 


attractive display board. They are 


said to be medium priced. 


Unique Mute Has Many 
Advantages 


A new mute for wind instruments 


made from pyroxylin plastic is being 
offered by E. I. Du Pont De Nemours & 


Co., Wilmington, Del. 


It is said to be 


extremely light in weight, not to dent, 
to be practically unbreakable, moisture- 


proof and non-metallic. 


The manufac- 


turer claims it can be washed without 
injury, hold its cork permanently, and 
mute all tones correctly, while offering 
no resistance to the player as it is free- 


blowing. The mute is attractive in ap- 


pearance and is well adapted for mon- 


sansa | ogram decoration. 


have 


is good, and 


are nor- 


Prices have not 


and uniform 
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NEW 
The STAR Special 
Flexible Blade 


This blade is practically unbreakable and is designed 
especially for cutting of sheet steel, galvanized iron, 
heavy thin sheets and peculiar shapes and sizes of thin 
materials of soft texture. 





We offer this blade for your approval, to be used where 
tough stock and awkward angles for cutting result in 
great breakage. 


| Because it fills this great need hack saw users every- 
where are expressing their approval of the STAR Special 


Flexible Blade. They'll sell fast. 
We'll send you samples FREE 


Don’t bother to write us a letter. Tear out coupon below 
and enclose with your letterhead for sample blades. 


CLEMSON BROTHERS, Inc. 
Middletown, N. Y. 


COUPON J 
Please send samples of the new Special Flexible Blade. 

Dare he a ee ae ia a 4 ese Ae CRN A ERE 64 446 A Ole eR eR Oe 

DOD diseky stander bod ihe dds HG4u es ET 5s gretachhd emieticin tad @4-n0' wed & Mae oe 


(Be sure to specify size of blade required and cutting requirements ) 


Mail to Clemson Bros., Inc., Middletown, N. Y. 
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Cincinnati Wholesale Business Still Leading 
Last Year—Retail Sales Also Improving 


a substantial volume as yet. 


(Cincinnati office of HARDWARE AGE) 


Initial 


liquidating their summer stocks, are indisposed to place bookings 


for their fall requirements. 


It is expected that it will be well 


toward the latter part of September before the retail trade will 


come actively into the market. 


Retailers continue to evidence only slight interest in large orders. 
They are pursuing a cautious buying policy and are content to make 


frequent, but small purchases. 


This necessarily adds to the selling 
and handling costs of the jobbers. 


The jobbers in Cincinnati report that their business to date this 
year still maintains a slight increase over the corresponding period 


in 1924. 
lines than in staple goods. 


The improvement, however, is reflected more in seasonal 


Large hardware retailers declare that their sales average about 


10 per cent below those of last year. 
has been noticeable throughout August. 


A decline in retail activities 
This is attributed to the 


usual summer let-down and to the fact that hot weather persists, 
thereby handicapping the sale of early fall commodities. 


Jobbing prices are maintaining a firm level. 


In some instances 


slight increases have been registered. 


AUTOMOBILE ACCES SORIES.— 
Sales have been somewhat sluggish in 
the past two weeks, but the volume has 
held up fairly well for this time of the 
vear. 
the movement of their summer goods. 
Retailers are beginning to manifest 
limited interest in fall merchandise, 
such as tire chains, radiator covers, lap 
robes and gloves. Tire manufacturers 
continue to fill orders slowly and job- 


bers are able to secure prompt ship- | 


ment on about 10 per cent of their 


purchases. 
We quote from Cincinnati jobbers’ 
stocks: 
Luggage Carriers.—$1 each; 90c. in 
lots of 24. 


Seat Covers.—Ford coupe, $4.50 a 
set; Ford sedan, $8; Chevrolet coupe, 
$5.90; coach, $9.90. 

Jacks.—Ajax, No. 9, $1.05 each, 95c. 
each in lots of 10; No. 10, 85c. each, 
75c. in lots of 10; No. 50, $3 each, 
$2.70 in lots of 10; No. 60, $2.50 each, 
$2.25 in lots of 10. 

Aicohol.—63c. gal. in 50 gal. drums; 
charge of $6 for drum which money 
will be refunded upon return of the 
drum in good condition. 


Tires.—°30 x 3 Beaver fabric, $6.25: 
30 x 3% Beaver cord, $10; 30 x 3% 
Badger cord, $13; 30 x 3% Commer- 
cial cord, $15.50 

Tubes.—30 x 3% standard grey 


tubes, $1.90. 


AXES.—Sales have been made in fair 
volume. Dealers’ stocks are sufficient 
to care for their needs in the immediate 
future. Prices are firm, with no change 
anticipated soon. 


We quote from Cincinnati jobbers’ 


stocks:. Dreadnaught single bit base 
weight handle axe, $19.65; Dread- 
naught single bit base weight un- 
handled axe, $14.85; double bit base 


weight handle axe, $24.75: double bit 
base weight unhandled axe, $20. 


| state of the market. 


Jobbers were well pleased with | 
moment and jobbers have been holding 


out inducements in the way of price 
‘concessions to 


month in volume. 


BOLTS AND NUTS.—Activities are 


of the dormant 
Retail dealers are 
indisposed to add to their stocks at the 


still limited because 


book orders. Jobbers 
have been enabled thereby to reduce 
their merchandise, which, in some in- 
stances, was abnormally large. 
We quote from Cincinnati jobbers’ 
Machine bolts, large, “) and 
10 off; small, 50, 10 and 10 off; car- 
riage bolts, large, 50 off; small, 50 
and 10 off; stove bolts, 75 off; semi- 
finished nuts, *-in. and smaller, 75 
off; larger sizes, 65 off. 
BUILDERS’ HARDWARE.—tThe job- 
bing trade has slackened off consider- 
ably in the past month. August sales 
did not approach those of the previous 


stocks: 


interest is attributed to the absence of 
buyers on their vacations. It is ex- 
pected that a pick-up demand will de- 
velop in September. Prices have not 
been affected by the reduction in ac- 
tivities. 

We quote from Cincinnati jobbers’ 
stocks: 

Hinges.—Heavy, 60, 10 and 10 off; 
light, 60, 10 and 10 off; extra heavy 
T, 60, 10, 10 and 5 off. 

Hasps.— Common hinges, 70 
safety hasps, 3-in., 95c. 
doz.; 4%-in., $1.25; 6-in., 

Butts.—Steel, dull brass and 
tique copper, case lots, 3% x 
20c. per pair net; 4 x 4, 28c. In 
than case lots, 3% x 3%, 22c.; 4 
30c. 


off: 
per 


an- 
34, 
less 
x 4, 


_EAVES TROUGH AND CONDUCTOR 


tractors is reported. 





Much of the lack of | 











PIPE.—A steady demand from the re- 


IRST signs of interest in fall merchandise are being mani- | ‘!! trade and from the building con- 


fested by the retail hardware trade in Cincinnati. 
orders are commencing to dribble in, but they have not attained | 
Many merchants, who are still busy 


While it cannot 
be said that sales are brisk, the num- 
ber of orders is regarded as normal. 


Prices have stiffened in the face of the 
_building operations locally and in other 


parts of Cincinnati territory. 


We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5-in. eaves trough, 
$5.50 per 100 ft.; 28-gage, 3-in. corru- 
gated conductor pipe, $5.75 per 100 


ft.; 3-in. corrugated conductor el- 
bows, $2.16 per doz.; 29-gage, 3-in. 
corrugated conductor elbows, $1.51 
per doz. 


ELECTRIC FANS.—Recurring peri- 
ods of hot weather have sustained 
sales and have enabled local jobbers to 
dispose of a tremendous number of 
electric fans. Orders are still dribbling 
in from the retail trade, but they are 
necessarily confined to small lots be- 
cause of the lateness of the season. 


FILES.—Sales are confined to small 
lots for immediate shipment. Dealers 
have enough merchandise to care for 
any calls that will be made on them for 
some time. The price remains un- 
changed. 

We quote from Cincinnati jobbers’ 
stocks: Black Diamond files, 40, 16 
and 10 off list; Keystone files, 70, 10 
and 5 off list. 

GALVANIZED WARE.—An increased 
call is being evidenced, although the 
vacation period has cut down the vol- 
ume of orders. Advancing manufac- 
turing costs are not yet being reflected 
in jobbers’ quotations. Dealers are 
maintaining a fair stock at all times. 

We quote from Cincinnati jobbers’ 
stocks: 

Galvanized Pails.—10-qt., $2.25 per 
doz.; 12-qt., $2.45 per doz.; 14-qt., 
$2.75 per doz.; 16-qt., $3.35 per doz.; 
galvanized tubs, No. 1, $6.40 per 
doz. 

GLASS.—The market is weak locally 
and lessened demand is responsible for 
lowering of prices. The drop in quota- 
tions, however, has not been serious 
and it is unlikely that a further break 
will occur in the immediate future. 


We quote from Cincinnati jobbers’ 
stocks: Single strength A and B, first 
three brackets, 90 per cent discount; 
double strength A, 88 per cent dis- 
count; double strength B, 89 per cent 
discount. 


|_HAMMERS AND HATCHETS.—Ac- 
tivities are quiet at present, but in- 


creased interest is expected within a 
short time. Orders are limited to small 
lots and dealers are only purchasing 
what they actually need. Prices are 
steady. 

We quote from Cincinnati jobbers’ 
stocks: Hatchets, No. 2961, $11.20 
doz.; hammers, No. 81, $10.50 doz.: 
soy Scout, $11 doz. 

MOPS.—Demand is normal and is well 
distributed throughout Cincinnati ter- 
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Two and a Half Billion Dol- 
lars a Year From Dairy Cows 


HE dairy cows return to the farmers of this country over two and a 

half billion dollars a year—more than any other branch of agriculture. 
During the past five years the dairy industry has been far more profitable 
than any other branch of farming. The future of the dairy industry is very 
bright indeed, as it is not dependent upon foreign markets. 


This Greatest Industry is Most Dependent 
on De Laval 


During the past 47 years De Laval Separators have done more to develop 
this industry to its present magnitudeand profitable state than any other single 
factor. ‘Today De Laval Separators are the most essential equipment in 
ately half the dairy farmers. 
De Laval Milkers are rapidly assuming the same essential position. 





Great Opportunity for Live-Wire De Laval Agents 


A GREATER opportunity exists today for the sale of De Laval products 
than ever before. During the next five years two million separators 
now in use must be replaced, to prevent an enormous loss of butter-fat; and 
more than half of these will be De Lavals. The present De Laval Separator 
is the best machine ever built. It has the wonderful ‘‘Floating Bowl,” the 
greatest separator improvement in 25 years. (Comparative tests welcomed.) 


We are looking for live-wire agents who will go after business aggressively. 
We are now considering applications and shall be glad to have yours if you 
think you can adequately represent us In your community. 












De Laval Leadership is 
based on: 


1. Invention of the original separator. 
. Every important improvement originated by De 
Laval. 







The De Laval Separator Co. 
165 Broadway; 600 Jackson Blvd.; 61 Beale St. 
New York Chicago San Francisco 












Gentlemen: I am interested in securing 
the agency for the sale of (check which): 








3. 47 years of service—4 million sales. 
4 


. Approximately as ma a f machines in use as all 
other makes combin 








5. More than 1100 prizes and awards. ¥ C] De Laval Cream Separator 
6. The world's largest and best equipped factories. wi T H- YO U R:. [] De Laval Milker 
7. Most skilled organization and best centrifugal 
engineers. 
8. The greatest factor in the development of dairying L b if T E R H 3 A D S600 6066 COC COS CRO OSC STOO OC CORO 


—now the largest and most profitable branch of 
agriculture. 
9. Development and perfection of the De Laval 
Milker. 
. The most advertising and merchandising helps. a eee: Sa | Wyre TE ee EE ee 















































































! 114 HARDWARE AGE September 10, 1925 





ritory. Prices have undergone no ne , eee Model) $17.50 changed, but are exhibiting firmness. 
avo. TROT cow eseccessese vo = . . 
changes. Dealers’ stocks are meager. No. 43 3 burners .........cccee 99 50) Jobbers are anticipating increased or- 
ee oh ; No. 44 4 DUFMEFS ..cccccccccese 28.50 ders in the immediate future. 
We quote from Cincinnati jobbers Puritan discounts same as Perfec- 
stocks: O’Cedar line with handles, tion. We quote from Cincinnati jobbers’ 
No. 3, $14; No. 4, $10; No. 5, $10; Ovens stocks: Best grade Manila _ rope, 
No. 10, $14. PERFECTION— Ocean brand, 25%4c. per Ib.; Ply- 
; : : ’ : , or | s 26%c. per Ib.; sisal 
y ~ . , » « No. 211 1 burner plain door... .$2.50 mouth _br and, 7 
NAILS.—Consumer buying boas at - No. 211G 1 burner glass door.... 2.70 rope, 15c. per Ib. 
minimum and there is little indication | No. 121G 1 burner glass door.... 4.90 | 





No. 122B 2 burners glass door... 6.00 ROOFING MATERIAL.—Consistently 
FR errr eee TT 6.15 | rood sales have resulted in the strength- 


of a pick-up in demand soon. Prices 











remain extremely low and jobbers be- | Dealer’s discount, on 10 or more, 30 | . 
lieve that they will stay at their pres- | and 5 per cent; less than 10, 30 per | ening of quotations, although no actual 
mt level £ i fenek eevetel Geeks | 2 o changes have occurred. Fall business 
an ata A aprscllp cacllemnagg Rese a “, | NESCO—_ ‘ is beginning to come in at a more 
Stocks of consumers are depleted and | No. 05 1 burner solid door..... $2.10 ; are 

arr free buvi b los No. 5 1 burner glass door..... 2.25 rapid rate and jobbers are well satis- 
warrant ree uying, ut sales are | No. 010 1 burner solid door..... 4.15 fied with the trend of the market. 
likely to be confined to small replace- | No. 41 1 burner glass door ia 4.40 

. , No. 020 2 burners solic OOF iss. Bt —_ incinnati i rs’ 
ment orders. No. 20 2 burners glass door.... 3.40 —— from Cincinnati jobbers 
Te — — , No. 030 2 burners solid door.... 5.4 SCOCKS. 
We quote from Cincinnati jobbers VN. % 9 a , ; 

seine "ersten a nails, $2.95 No. Ba 2 ge men = ne es 5.70 Roofing Paper.— Light standard, 

per keg; cement coated nails, $2.40 a” ee ee ” om 95c.: medium standard, $1.20; heavy 

per keg. ; standard, $1.45; light Holdfast, $1.30; 

ane burners glass door 5.20 medium Holdfast, $1.55; heavy Hold- 

OIL STOVES, OVENS AND WATER “Takes dau. 1 oF Gane. os fast, $1.00; = red and green slate 
HEATERS.—Consistentiy good sales | and 5 per cent; less than 10, 30 per surface, $1.95. 

have been reported by the jobbing trade — — | _ Roof Coating. — Coal tar, refined, 

for several months Shipments are PAINT.—Building operations in this - a -_ 24c. per o we —_ 

, ne : - : . . yarrel lots, 27c. per gal.; coa : 
being made at a satisfactory rate, | territory are holding up well and paint rete, in bartel lets, S86. per “el: 
while stocks of retailers are in fair | Jobbers report that their sales have in half barrel lots, 25c. per gal.; 
condition. Prices are showing strength | been excellent in the past two weeks, in half barrel lots, 28c, per gal. 
without any change being recorded. Price advances have been recorded in Roofing Cement.—In 1-lb. cans, 32 

linseed oil and turpentine. Quotations to the case, 15c. per lb. net; in 3-Ib. 











cans, 12 to the case, 13c.; in 5-Ib. 
cans, 12 to the case, llc.; in 10-1b. 


These are list prices. Dealers’ discounts 


are noted after each group. on paints and lead are strong. 




















we We quote from Cincinnati jobbers’ | cans, 10c.; in 25-lb. cans, 9c. 
Oil Cook Steves stocks: Ready mixed house paints, | ; . , 
PERFECTION— | $2.75 per gal.; linseed oil, single | PRESERVING EQUIPMENT.—Fruit 
No. 72 2 burners ..............$17.50 | barrels, $1.02 per gal.; turpentine in crops have been above the average in 
No. 73 3 DUFMETS 2... .cccccecee 32.50 | 2-barrel lots, $102 per gal.; white ‘ 
No. 74 4 burners .............. 28 50 | and red lead in 500-lb, kegs, 15'%c. quality and the demand for preserving 
No. 75 5 burners .............. 39.50 | per Ib. less 10 per cent. equipment has been heavy. The re- 
i omagh ant gp ag og pee nn — SAWS.—A normal movement of mer- tail trade has been enjoying a profita- 
7) -- 7 ) ITS ) Tr ) » -f* ) . . ° " a a 
less than 10, 30 per cent. _chandise is reported by jobbers. Re-| ble season. Fill-in orders are being re- 
NESCO— | tailers have considerable stock on hand, | ceived by local jobbers. Prices remain 
No. 211 1 burner ...........-. $9.50 _ and, therefore, are not displaying much | firm, but unchanged. 
No. 212 2 burners ............ 1.35 interest in sizable purchases. Prices | CA: a :' 
No. 213 3 DurmersB ...ccrcccccsee 2a00 ' th We quote from Cincinnati jobbers 
No. 214 4 burners ............ 28.00 are wne same. | stocks: 
_ bo: Roger I caases eas 39.50 pe quote from mag ey od Bottle Capper. — Everedy _ steel 
No. 1102 high shelf only ...... 20 stocks: isston IS ine, -in., base padded, $10.80; wood base, $11; 
No. 1103 high shelf only ...... 6.50 $24.40; 22-in., $26.20; 26-in., $29.50; steel seg an $10 ’ 
=a 1104 high shelf only ...... 8.00 Atkins Junior Mechanic, 20-in., $19. | "iis Set Everedy strainer 
No. 1105 high shelf only ...... 9.75 | ’ : “Tenens , § , 
Nesco dealer’s discount, 30 and 5 | ROPE.—Good sales have been made in stand, $4; strainer bag, $2; filter 
per cent. the past week. Prices have not bag, $4. 
Ruby Line of Mops and | a substantial pad and protection for | are wrapped in glassine paper. The 
y P furniture. _ polish is said to be composed of four 
Dusters The “hand dusters” are constructed | high quality liquids with special drying 


_with a handle for the purpose of keep- | properties and to leave no unpleasant 

The Household Products Co., 626 ing the hand away from a grimy dust | odor. It is said to clean wood, tile and 
Jackson Street, Toledo, Ohio, are mar- | cloth and to shine and gather dust | linoleum floors. 
keting the Ruby Line of Household ne- | from the furnishings. The head is soft| A mop holder is included with every 
cessities, which are made in two sizes,!| and fluffy and it is said will not mat. | mop and brush. 
large and small. The long duster has an 18 in. handle. 

It consists of dust and polish mops, | 
dust and polish brushes, hand duster, 
dustless mop head and Ruby Gloss fur- 
niture polish, besides an assortment of 
dust cloths in attractive colors and 
transparent envelopes. 

The dust gathering material is chem- 
ically treated which is said to hold the 
dust and polish at the same time. The 
mops are said to carry a generous 
amount of yarn and to cover the floor 
evenly. No metal is used to hold the 
handle. It is all wood. It is claimed 
the handle cannot pull out or work) 
ne ‘a yes i “0 . page = om 4 smooth. The top of the can is removed 
the proper tension for holding the han- as a clock is wound. The manufac- 
dle of the mop at any angle desired for turer claims a child may use it safely. 
reaching low or high places. It is fur- All the products are a distinctly ruby They are packed one dozen in a 
ther claimed that heavy cloth material | color and packed in a ruby box with | demonstrator box intended as a sales 
is used to make the mop which forms! gold lettering. The mop and brushes | help. 


Can Opener Has Unique 





Feature 


A can opener said to be constructed 
without sharp edges or knives is being 
marketed by the Enterprise Mfg. Co. 
of Philadelphia and 29 Murray Street, 
New York. 

It is called the “Enterprise” and 
operates by turning a key. It is claimed 
as the key moves forward the edge of 
the can is turned over leaving the rim 
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AMERICAN READY-LITE LAMP 


The crowning achievement in match lighting gasoline lamps 





The new American Ready- 
Lite is the greatest improve- 
ment in gasoline lamps in 
years. Its straight, long life 
generator, improved mixing 
chamber, lower mantel ex- 
pense, superior material, work- 
manship and finish through- 
out places it far in advance of 
all others and assures Ready- 
Lite dealers of quick, profitable 
sales right from the start. 














The new American Ready- 
Lite is the product of Amer- 
ica’s pioneer manufacturer of 
gasoline lighting equipment 
and is backed by 28 years 
manufacturing experience. It 
has made a tremendous hit 
with dealers everywhere be- 
cause of its attractive appear- 
ance, better light, (no flicker), 
and lower operating cost. Uses 
two mantels giving 300 candle 
power light. Lights with 
common matches. 


Write or wire for full information about Ready-Lite lamps 
and lanterns and name of nearest jobber. Address nearest office. 


AMERICAN GAS MACHINE COMPANY, INC. 


Albert Lea, Minn. 


New York, N. Y. 





Sy 
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Improvement Reported in Pittsburgh Sales— 





(Pittsburgh office of HARDWARE AGE) 


TS significance is not yet clear, but it is a fact that in the past 
week or ten days there has been a substantial increase in the 
demand for coal shovels and picks and for the first time in 


months jobbers here are getting very fair orders. 


Whether the de- 


mand represents a turn for the better in the soft coal mining indus- 
try, or is merely a replenishing demand based on the belief that the 
suspension of hard coal mines is going to mean more constant opera- 


tion of soft coal mines, is not yet apparent. 


It would be a mighty 


helpful factor in the business of hardware jobbers here if there was 
permanent improvement in the coal industry, because the dullness 
in that direction has in many cases turned the scale on the side of 


rather unsatisfactory sales totals. 


There is still a good demand 


for builders’ hardware and for other lines used in building con- 
struction, but it still must be said that hardware business in gen- 


eral is quiet. 


Retailers are not doing much in seasonal lines and do 


not have to call very often or very heavily on the jobbers and busi- 
ness of the latter suffers from the fact that the movement of futures 


is not gaining momentum with any great rapidity. 


are only fair in this district. 


Collections still 


The same prices as ruled for the past 60 days in rope are con- 
tinued for another 60-day period in the announcements received by 


the trade from 


leading manufacturers during the week. 


The 


cheaper grades of sash cord have come down 2c. a pound. New 
prices on brass hose nozzles and fittings show no change from the 


1925 schedules. 


of the continued strength of the lead market. 


Lead products show an upward tendency because 


Ventilators are 


down slightly in new prices which recently have appeared. 





AUTOMOBILE ACCES SORIES.— 
Business does not show much improve- 
ment. Prices, however, are 
steady. 

Prices from jobbers’ 
Pittsburgh, follow: 

Spark Plugs.—A. C. plugs, lots of 
less than 10, 65c. each; lots of 10 to 
$% S8e.: lots of 50 to 99, 55c.:; lots of 
100 to 200, S57c.; lots of 300 or more, 
47c.; A. C. plugs, No. 1075, for Ford 
cars, lots of less than 10, 49c.; lots 
of 10 to 49, 44c.; lots of 50 to 99, 42c.; 
lots of 100 to 200, 39c.:; lots of 300 or 
more, 37c. 

Motor Meters.—Standard makes, 
lots of less than 10, 25 per cent off 
list; lots of 10 to 19, 30 per cent off 
list; lots of 20 or more, 37 per cent 
off list. 

Horns.—Spartons, single lots, 33% 
per cent off list: $60 list and over, 
i) per cent off list; $90 list and over, 
40 and 5 off list. 

Windshield Cleaners.—Trico, uni- 
versal automatic cleaners, $3.25 each. 

Jacks.—Millers Falls, No. 145, 
each. 

Pumps.—Anthony line, $2.20 each. 
AXES.—Demand is steady, rather than 
active, but the total of sales is fairly 
satisfactory. This is light axe terri- 
tory. 

We quote from Pittsburgh jobbers’ 
stocks: First quality unhandled axes, 
base group (3 to 3% Ib. or lighter) 
single bit, $14 per doz.; double bit, 
Hic. per doz. advance over base, $19; 
No. 2 group (8% to 4% Ib.): No. 3 
group (4% to 4% Ib.) $1.20 over base: 
No. 4 group (4% to 5% Ib.) $1.80 over 
base, handled axes, base group, single 
bit, $18.25 per doz.; double bit, $23.25 
per doz. 


f.ob. 


stocks, 


jo -- 


o.tod 





quite | 


batteries, and the total turnover ap- 
pears to be gaining from week to week 
as use of the radio sets increases. 


| Prices are steady at the levels that have 


_ BUILDERS’ 


now ruled for several months. 


Jobbers’ quotations to retailers 
f.o.b. Pittsburgh: : 
Broken Unit 
Packages Packages 
Each bach 
Fe were $1.05 $0.97 
PE  cenné cake ie woe 1.22 
EE: ice ete mie 1.22 1.14 
i Tsien maou en 1.40 1.30 
7 “Ge  esnesancikess 2.62 2.44 
7 a wee seed ewean 2.62 2.44 
ee “esesne ese 3.36 3.09 
7; “EE: su<cavaduawes .42 39 
No. 6 dry cells, ignition type, 29c. 
each in full packages; 30c. each for 


broken packages. 
BOLTS, NUTS AND RIVETS.—De- 
mands upon the jobbers here are noth- 


| ing to brag of, but there is no weaken- 


ing in factory prices and resale prices 
also are steady. 


We quote out of jobbers’ stock 
follows: 

Machine bolts, small rolled threads. 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list: car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
45 per cent off list: stove bolts, 75 
per cent off list; tire bolts, 40 and 
10 per cent off list; nuts, hot prossed 
blank or tapped, 3.25c. off list; c.p.c. 
and t. blank or tapped, 3.35c. off list: 
rivets, small wagon and tinner’s, 60 
per cent off list. 


HARDW ARE.—tThe re- 


as 


BATTERIES.—tThere is a very steady _ port still is that there is a well sus- 
and well maintained demand for radio 


tained demand; indeed, the activity in 
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Demand for Coal Shovels and Picks Active 


this line is one of the few encouraging 
features of hardware business. 


| CONDUCTOR PIPE.—There is a very 


steady demand, with prices’ un- 
changed. 
We quote out of Pittsburgh ware- 
houses: 


Galvanized sheet steel pipe, No. 28 
gage, 3-in., $4.75 per 100 ft.: copper 
pipe, 2 to 5-in., 16-o0z., 32 per cent off 
list on direct mill shipments and 2S 
per cent off list out of jobbers’ stocks. 


HORSESHOE CALKS.—Jobbers _re- 
port a material quickening in the de- 
mand for calks and it is evident that 
retailers and horseshoers are getting 
ready for the winter demand. Demand 
for calks no longer is entirely seasonal, 
as they are now used throughout the 
year because there are so many asphalt 
roads and the danger of horses slip- 




















ping is almost as great as on ice. Job- 
bers quote Neverslip and Giant drive 
calks at 20 per cent off list and screw 
calks 15 per cent off list. 


HOSE NOZZLES AND FITTINGS.— 
New prices on brass hose nozzles and 
fittings have been issued and are the 
same as those ruling for 1925. 

KEGS (WOODEN ).—Jobbers still re- 
port very steady shipments of wooden 
kegs. There is no change in prices. 


Red White White Oak 
Oak Oak Charred 
5 gallon ....$1.15 $1.30 $2.35 
10 gallon .... 1.55 1.70 2.70 
15 gallon . 1.80 2.00 3.00 
20 gallon .... 2.00 2.20 3.50 


MILL, MINE AND FACTORY SUP- 
PLIES.—The cordage companies have 
reaffirmed rope prices of the past 60 
days for the next 60 day period. This 
means prices from jobbers’ stocks of 
26c. a lb. for manila and 18c. a lb. for 
sisal rope. Prices of other items un- 
der this heading show no change, but 
supply houses still report business as 
slack, although the steel industry is 
gradually increasing operations and the 
suspension of hard coal mine opera- 
tions is expected to mean heavier em- 
ployment of soft coal mines. There 
has been a slight gain in the sales of 
coal mine picks. 


Jobbers’ prices to retailers: 

Pipe Wrenches.—Walworth, 70 and 
5 per cent off list; Trimo, 70 and 5 per 
cent off list; Larco, 70 per cent off 
list. 

Fittings.—Cast iron screw, 36 per 
cent off price list; flange, 47 per cent 
off list; malleable, Ib., list plus 4 per 
cent; standard iron body gate valves, 


35 and 5 per cent off price list; 
standard brass globe valves, 30 per 
cent off list; standard brass gate 
valves, 45 per cent off list. 
Rope.—First grade long fiber 
manila, 26c. per Ib. 
Belting.—No. 1 leather, 45. per 


cent off list; No. 1 rubber, 40 per cent 
off list. 

Twist Drilis.—Carbon, 60 per cent 
off list; high speed, 45 per cent off 
list. 

;, Files.—High grade, 50 per cent off 
ist. 

Screws.—Wood screws, 72% and 5 
per cent off list; milled cap and set 
screws, 75 per cent off list. 

Picks and Mattocks.—Carbon picks 
and mattocks, 50 per cent off list. 
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WIRFS 


HOME COMFORT 


INSULATED CUSHION 


| WEATHERSTRIP 


E_J.WIRFS =~ — 


= ST.LOBIS 


See the 4 Ply Tacking Lap— 


This is the GENUINE Home Comfort Weatherstrip” 


The 4 ply double sewed tacking lap of Home Comfort Weatherstrip pro- 
vides rigidity that makes Home Comfort the perfect weatherstrip even 
after years of use. Look for the embossed name on the tacking lap. None 
Beware of imitations; they cause dissatisfaction. 


genuine without it. 


You will find Home Comfort Weatherstrip the easiest and most 


factory strip to sell. Not alone because of the large national advertising 


campaign in the Saturday Evening Post, Good Housekeeping and 


national magazines that is creating consumer demand, but also because of 
the ease of handling and qualities of Home Comfort. It comes in con- 
No breakage; no left over ends; no 


tinuous lengths of 500 foot reels. 
deterioration. It ismoth and vermin proof. The handsome display 


takes up little room on your counter and is always working for you. 


No counting or weighing of tacks as compartments on the back of 


contain the enameled rustproof tacks and circulars. Each package con- 
tains enough tacks to apply 20 feet of Home Comfort Weatherstrip (the 
usual amount for average window or door.) Don’t lose sales. Order a reel 


from your jobber or direct, mentioning jobber’s name. 


E. J. WIRFS ORGANIZATION, 128 S. 17th St., ST. LOUIS, 
PATENTED 


MATE, UL 
_ WEATHI ERS TRIP 


Trade Mark Reg. U.S. Pat. Office 

















satis- 


other 


stand 


stand 


MO. 





Cedar Rapids. . . 


Albany... 





DISTRIBUTORS 


O. D. PETERS, 
42 Murray St.......... 


CHAS. J. WACHTER CO.. 
103-5 N. and St... . Philadelphia, Pa. 


W. W. BOLZ, 
Brady Bldg. Pittsburgh, Pa. 


HARDWARE SALES CO. 
1276 West ard St.. Cleveland, Ohio 


C. J. WATERHOUSE SONS CoO.. 
55 New Montgomery St., 
San Francisco, Cal! 


DANWILL CO., 
67 Columbia St. _ Seattle, Wash. 


LADORE & CO., 


429 Wayne St. Detroit, Mich. 


FRED S. WILSEY, 


Plymouth Bldg. . Minneapolis, Minn. 


THE PRYCER CO., 


..lowa 


AIR-SEAL PRODUCTS CO., 


MacFADGEN & HART, 
1060 Milwaukee Ave.. Chicago, III 


~“G~ 


This illustration shows how Home 
Comfort Weatherstrip displayed on 
the handsome stand makes a splendid 
piece of merchandise to handle. Note 
the big improvement over other types 
of weatherstr ip. The stand takes up little 
room on counter. It is 1 


e 14°x20"" 


high. Including the enameled rustproof 
tacks to match, the maroon Home 
Comfort retails for 10c per foot; the 
white, 13c per foot. 
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Hacksaw Blades.—Best grade, 5) | still noted, with prices holding at re-| demand due not only to fall building 


per cent off list. cent levels. activities, but in tightening up old 
PAINTING MATERIALS.—tThere has | Prices from Pittsburgh jobbers’ houses against wintry blasts. 
been a further advance of Ic. a gal. in stocks per ba tal ss, si nies Jobbers quote: Single strength A 
turpentine, but oil has come down 2c. a $1.30: heavy, $1.55: Apex, light, $1.35. ine hg ee amt . > cent off list; 

r + Lents ~*~ fete ab gg od * ’ ’ re double streng ; per cent o 
gal. since a week ago. There 1S no m dium, $1.45; heavy, $2.10. list; B, 87 per cent off list. 


change in lead nor in prices of ready SASH CORD.—The better grades are 


mixed paints. The word about busi- firm in price, but there has been a drop | WIRE PRODUCTS.—There is g some- 

















, : what better mov 
ness is that it could be worse. _ of 2c. a lb. in the cheaper lines. There seu melita acy ont naa oie 

Prices to retailers: is a fair demand. a Sone 

Ready mixed neinte. beet erades | here, but there is also room for consid- 
. weady mixed paints, ~ oo, Pittsburgh jobbers quote Pelham : : 
$3.10 per sal, lower grades, $2.90; at 43c. per Ib., Eddystone 50c. and erable improvement. Nails are not 
rte ener cont tear ua tote of bes | vee Bae Te. _ selling with a whole lot of snap. Mill 
lb. or more and an extra 5 per cent SHOT.—Prices are strong. Further | prices are very firm and there is a good 
pentine, $117 per gal. In barrei lots; | @dvances in lead have stiffened manu-| deal more uniformity to resale prices 
linseed oil, $1.13 per gal. in barrel facturers’ prices of shot and jobbers | than was the case earlier in the year. 
lots. have advanced their prices to $3.10 a We quote from Pittsburgh jobbers’ 

PRESERVING EQUIPMENT. — It} bag for drop shot, $3.35 a bag for air stocks: 

looks as though the more important de- | rifle and $4.60 per case for Boy § ; Fence Wire: 

” ; 7 g b P :afad S P ” y Scout (per 100 lb.) Annealed Galvanized 
mands this year have been satisfied, aS | SHOVELS.—There has been a substan-| No. 6 to 9 gage........ $3.00 $3.15 
dommnis apeh (Asis ate Sate Sr gale te alee ee A) eke 
smaller than they were recently. shovels in the past week or ten days, i ME dretnnntsvesuesne 3.15 3.65 

secenang coord og but the demand is steady rather than] Noo 4 1200020000000 338 © oo 

Bottle Cappers.—Everedy, in dozen active in other types. Jobbers here Sh i -6tiesesdhse cauekh 3.55 4.30 
lots, steel based, padded, $10.80 per No. 16 pee 3°75 450 
doz.; wood base, $11; steel base, quote fourth grade shovels $11 per doz. ; adobe pes iiss 
plain, $10.50. ss we for black, $12 for polished and $14 for Barbed Wire (per 80-rod spool): 

Strainer Sets.Everedy, in dozen NE OOo ocsassercivaencnens $3.01 
lots, strainer stand, $4 per doz. ; first quality carbon shovels. 2-point hog ..... 3°99 
strainer bag, $2 per doz.; filter bag, aii Boe ee er ee eee 2°95 
$4 per doz | VENTILATORS. — Slightly lower) 47Roint hog 0.222 34 
ag oan peeereal, ee. tet ie | prices are noted in new lists just issued 2-point cattle (special) ......... 2.28 
1621. $3.50. a ee er ee on diamond all steel ventilators. Job- Woven wire fence (per 100 rods): 

Jar Rubbers,—Double lip, red, 70c. bers here now quote No. 2 at $5.60 per Pe” cvicege dpamewindé soe eee eee $39.36 
per gross in 12-gross lots; 75c. in 6- doz.: No. 3. $6.40 d No. 4, $8 ee  £ghseb 6 <6 os tes babs 5408o0 55.20 
gross lots, and 80c. in 1-gross lots. OZ., sNO. Oo, $6.40, and No. 4, $8. | iss. 4 TTTIVITITT OTT TT re a. ae 

ROOFING PAPER.—Steady demand is| WINDOW GLASS.—There is a good!  pright nails base per keg. $3 to $3.05 





-———— —— - 


More About Work 




































OUNG men just getting started in business 
might be divided into two classes: 

1. Those who expect and plan to arrive at 
success with as little hard work as possible—to 
get by. Some few have a certain amount of in- 
herent ability and do achieve material success, but 
these men may never know the thrill of achieve- 
ment for itself; there is no love for the battle of 
life and business and the sheer joy of work well 
done. 

2. Those who expect to arrive at success in the 
broadest sense—material, family and social—by 
learning to do something well. These men con- 
sciously or unconsciously realize that only by 
doing a thing themselves will they be able to know 
the whole story—they have an appreciation of the 
fact that you can not get something for nothing 
and in the measure they apply themselves, just so 
will they advance. 


The Second Class Starts at the Bottom 


It is not that success is not possible for the first 
class—it is; but in the end it is not only harder 
but less sure and there is no foundation of knowl- 
edge to build on. Those of the second class start 
at the bottom, and by hard work build a founda- 
tion for themselves which no one can take away. 
No matter whether in steel or any business, the 
results are the same—it is the “know how” that 
counts, and it can only be acquired by doing. 

In steel it may be the long hours at open-hearth 
or rolling mill or warehouse —the man knows 
physical weariness through work, but more im- 
portant, he knows steel because he has helped 
make it or handled it over and over again. Men- 
tion a 2-in. round to him and it is a very tangible 
thing of definite size and weighing 10 lbs. to the 
foot—he’s carried too many to ever forget. The 


Reading matter continued on page 122 


lumberman still has a vivid memory of his first 
splinters—especially if he was put to loading 
rough-cut stock with bare hands. He knows the 
sound as the saw bites into the log and how each 
wood will cut. 

But no matter which branch of industry he has 
been in, the man who has come up from the bot- 
tom has a sense of value gained through contact 
with real things which very few can get without 
this actual experience. 

No subject is more in the minds of employers 
today than this matter of procuring young men 
who are willing to spend three years, five years, 
and maybe more, to thoroughly learn a business 
and properly fit themselves to take positions of re- 
sponsibility as department heads, branch, man- 
agers, etc. 

We wonder, sometimes, how the young man to- 
day expecting to reach a position of trust in six 
months to a year, reconciles what he knows to be 
true of the tough competition for a place on a team 
with his attitude toward business, where it is in- 
definitely more complicated and subtle and prac- 
tically impossible to chart the path accurately 
even six months in advance. 

In all business there is just about so much 
which can be put down as rules and regulations— 
standards to govern future operations or sales 
procedure. Beyond a certain point no rules ap- 
ply—it is the man’s experience and ability which 
will govern, and the most brilliant man will fail 
if he can not read the signs. Experience is knowl- 
edge, and only a certain amount can be gained 
through reading. The man who can try out in 
daily practice what he reads the day before 
“learns for himself,” and the reading helps to 
Caaf the way for speedier progress.—From the 

aft. 
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1O-DIAL 





Radios Greatest Sensation/ 





NO-DIAL with cover removed. 








A touch of the finger brings ‘em in! 


~ Revolutionizing Radio Operation~ 


The radio business is now ready for stabilization. 


You dealers who have gone through the 


worry and grief of “radio troubles’ have a solution in NO-DIAL Receivers. 


For NO-DIAL Receivers are just what their 
name implies. Dials on sets are now old- 
fashioned and obsolete. 

The public has been begging for a simple set 
to operate. Now you can give it to them. 
Merely rotating the cover brings in station 
after station, at its own particular point on 
the visible station record, far and near—loud 
and clear. 


Tube for tube, the NO-DIAL recognizes no 
superior, and on test it has out-performed 
many higher priced receivers. For fine volume, 
clarity of tone and long range NO-DIAL excels. 


Built for storage or dry hbaiteries. 





THE HOME OF NO-DIAL 
Licensed under Blackmore Patents and Patents Pending, 
Hogan Patent No, 1014007?, 


rhe Ohio Stamping and Engineering Co. 
DAYTON, OHIO, U.S.A. 


WHY A NO-DIAL FRANCHISE IS 
SO VALUABLE. 


An extensive advertising campaign in all the 
leading magazines and metropolitan news- 
papers is being released, starting with Sep- 
tember issues. Big, dominant NO-DIAL mes- 
sages will be carried into millions of homes to 
real prospects who have been waiting for 
SIMPLICITY in radio such as NO-DIAL 
offers. 

furthermore we are providing a close pro- 
tective policy that will insure sales protection, 
and eliminate unfair trade practices. Finally 
we are behind every dealer, baeking him up 
with our tremendous organization, dealer 
helps, etc., insuring him of success. 


ill out the coupon and make application for 
a NO-DIAL franchise today. 


i 

| The Ohio Stamping & Engineering Co., 

Layton, Ohio. Dept. D-9 

| Send me all the details regarding a NO-DIAL 
' FRANC “HISE, without obligation. 

! 

| PGs tckusdnedatesss snd eee enn s+ 
| 

{ FE cedawecekecksceaked daa Keeeine’ 
! 

: SRNL 
j 
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Birkmayr - Rodemich - Showel Co. show 
Vollrath Ware inside the store in a series of 
shelves. “These shelves,” explains Miss Helen 
Flanagan, who appears in the picture and 
who has charge of all the store’s window dis- 
plays, “are on the principal aisle of traffic, in 
and out of the store, where the most people see 
the goods and can get at them most easily. 
They put the ware “eye high” and attract a 
great deal of attention to the merchandise.” 











A permanent Vollrath window 


display on Toledo’s 
“Golden Mile” 


Summit Street is Toledo's retail street. It is known as 
the “Golden Mile.” Jackson cuts through the heart of it. 

On the corner of Summit and Jackson is the hardware 
store of BIRKMAYR-RODEMICH-SHOWEL CO. It 
has two big show windows. Between them and dividing the 
entrance way into two aisles is the window shown above. 

In this window there is always a display of VollrathWare. 

Why? “Because,” says Mr. R. I. Birkmayr, President of 
the company, “‘Vollrath Ware isa year round seller. 

‘“‘Our big volume sales are made on our stoves, refrigerators 
and heaters, but these items are seasonal. Vollrath Ware, 
on the other hand, sells in any season and any weather. 

“Sometimes, between seasons on our big items, we will 
devote one of our large windows to a showing of Vollrath 
Ware. When we do, it always stimulates sales and helps 
attract people into the store.” 

These big window showings make liberal use of the 
Vollrath display cards. 

This Toledo hardware store not only finds it profitable to 


The Vollrath salesman will 
tell you of the Vollrath re- 
sale plan or write us and 
we will explain it by mail. 





devote expensive window space to a permanent display of 
Vollrath Ware, but they push the line in other ways as well. 


Twice 4 year or more Vollrath circulars are sent out to 
a mailing list of 1,500 names, consisting of customers and 
former customers. 


Mr. Birkmayr is a consistent user of newspaper space 1n 
two Toledo papers. Vollrath Ware is frequently featured. 


“We are known, ’ he says,‘‘as a quality store. People don't 
come in here to get cheap goods. That is why we advertise 
Vollrath Ware—because it is recognizzd as the best there 
is inenameled ware. Our clerks seldom miss a sale to any- 
one who really is interested.” 


Such sales aggressiveness pays. The Vollrath Display 
Cards, the newspaper electros and mats, and Vollrath cir- 
culars and booklets all help toward bigger volume, quicker 
turnover and more profits. 


Ask the Vollrath salesman about these sales aids for 
Vollrath dealers. 


yOuearty 


WARE - 





THE VOLLRATH COMPANY 


ESTABLISHED 1874 


SHEBOYGAN, WIS. 
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“AN INCENTIVE TO TRADE— 
‘NEW HAVEN’ DISPLAYED” 


Tip-Top Octagon | FEW “NEW HAVEN” Watches grouped with the attrac- 
Watch tive colored Display Card, as shown above, will help in- 
crease your watch sales considerably, especially at this time, as 


the New Haven Advertisements in THE SATURDAY EVE- 


The new octagon-shaped watch, 
14 size, thin model, neat and 





compact, Streamline design, : ° eine 
stet' abdidal: ‘elesinaiiaien NING POST are read twice each month by millions of people. 
bow, substantial antique pen- "a ‘ . ‘ 

i ‘cantata ailing elie. in This is just one of the many attractive colored Display Cards 
Ce, SNE HE: CD ote offered you. Send for them at once, using the coupon below. 


merals and skeleton hands. 
A number of effective window displays can be arranged by 
— using the attractive colored boxes, each one of which carries the 
eee $1.75 price to the customer. 
a  PererrrereTy $2.75 
Electros furnished upon request 


Ask to see the other Octagon 


members of the True Time YOUR JOBBER CAN SUPPLY YOU 


Tellers Family. 


NEB 8 8 8 8 UU UG UG UG UG UG UG UG UG UO OG UO OR GG UG UG UG UG UG UG UG UG UG UG UG UG GG 











. A 
: THe New Haven Crock Co. 
THE EW “papa LOCK CO. - New Haven, Conn. 
EST. EW VEN ONN. 18:17 - Please send me at once a set of Colored Window Display 
s Cards featuring True Time Tellers and also reprints of Saturday, 
- Evening Post Advertisements. 
BRANCHES SID on ckcdnnensuseue ewes ued Auk ave Riek P OR in ssc cenweavcens 
| 
, ’ —- ‘ RI Sagas C006 i cP Pek vad d dae cs edeeciieesrion 
NEW YORK CHICAGO e 
SAN FRANCISCO TORONTO ei chcaticnhiettatihendisensanterbannccaxtenons tine tear tae 
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NOW— 


is the time to stock for your requirements. 
Purchase now and be prepared to meet the 
ever increasing demand for dependable 
ARCADE STOVE HARDWARE. 





ARCADE STEEL SPINDLE DAMPER 


Arcade Steel Spindle Dampers meet every requirement for 
quality dampers at minimum prices. The steel spindle in 
these dampers combine two essential features—strength and 
lightness. The spindle is heavily japanned to prevent rust. 
The blade has a sand blasted finish, insuring a smooth sur- 
face free from the usual coat of grime which makes them 60 
unpleasant to handle. Nickle plated coil handle affords a firm 
and always cool grip. Blades are furnished in sizes from 3 to 
12 inches. 





FURNACE POKER 








STOVE SCRAPER 





NO 250 LIFTER AND SHAKER 





, WZ, 


wee 
NO. 100 LID LIFTER 





Illustrated herewith are a few items 
of the large and assorted line of Ar- 
cade Stove Hardware, Including Fur- 








nace and Stove Pokers, Stove 
Scrapers, Lid Lifters, and Stove 
Trucks. The careful workmanship 
that has caused the steady advance 
in popularity of all ARCADE HARD- 
WARE is prevalent in these items. 
A word to the wise is sufficient— 7 } 
Order Now. a ___— 


“Built for Service” STOVE POKERS 


Ask for catalog showing complete line of ARCADE 
ardware and Toys 


ARCADE MANUFACTURING CO., Freeport, 


ARCADE 


WRhARE 
A! TOYS 








and 








=< 








U. S. Hardware Exports 
$1,000,000 Greater in ‘1925 
Than for Same Period 1924 


(a HE total value of hardware, hollow ware, 
stoves, tools, lamps, cutlery, abrasives and 
similar lines of goods exported from the 

United States during the first six months of 1925 
was approximately $31,240,000 compared with 
nearly $30,690,000 for the corresponding period 
of 1924” states Luther Becker, in Commerce Re- 
ports dated Aug. 17, 1925. Mr. Becker’s report 
continues: 

“Certain of these classes of products registered 
heavy gains, but the counterbalancing effect of 
losses in other lines reduced the proportion of in- 
crease in the value total. 

“Much larger exports were recorded for abra- 
Sives, tin cans, bath tubs and enameled household 
ware, tools, chains, and builders’ hardware of 
brass or bronze than during the first half of 1924. 
On the other hand, the foreign shipments of safety 
razors, ball and roller bearings and parts thereof, 
stoves and furnaces, hardware, lamps and illu- 
minating devices, and utensils of aluminum 
showed considerable losses. 


Statistical Analysis of the Trade 


“A comparison of the exportation from the 
United States of these groups of products during 
the first six months of 1924 and 1925 is afforded 
by the following: table: 

United States exports of cutlery, hardware, tools, stoves, hollow 


ware, abrasives, etc.. during the period from Jan. 1 to June 
30, inclusive. 


1924 1925 
Articles Value Value 
See «=RGMORMED on ce wceccsccensceusss see $4,413,209 
NS: Fel ile ee ls ee eas ES ew 1,137,835 859,569 
a a i iM al lina a ea a a ina es 467,781 399.012 
Other builders’ hardware............ 910,710 804,062 
Furniture hardware ..........ccce0. 144,958 189,855 
Saddlery and harness hardware..... 179,050 195,714 
Car and marine hardware.......... 112,639 177,466 
So Cn. «gw ee ccscebescced 1,780,384 1,787,531 
Needles, hand and machine............ 395,822 413,842 
Ball and roller bearings and parts of.... 926,581 580,889 
(*hains: 
Sprocket & other power transmission 410,382 364,685 
EE bc betwh oe ME das id oouk dé baaedeene 854,382 923,654 
Stoves and furnaces, except electric: 
Cooking stoves and ranges.......... 149,418 193,148 
Heating stoves & warm-air furnaces 64,542 65,099 
Gas stoves, ranges & water heaters. 249,416 311,680 
Oil and gasoline stoves............-. 771,010 529,698 
Parts of stoves and ranwes.......... 533,762 508,261 
Heating boilers and radiators....... 541,936 324,468 
I ae a a ld ele ae te 8,104,422 8,543,138 
Se eee ree eee 861,601 702,010 
Saws: 
er 636,894 454.454 
Metal-cutting and other.......... 664,293 798,038 
Augers and bits, woodworking...... 218,598 204,228 
I CE ate. pees onew hens 1,296,579 1,483,202 
Hammers and hatchets.............. 178,777 224,878 
Mechanics’ tools, n. e. s............ 2,534,718 2,705,316 
rr er Se. once sack secae 221,833 259,488 
ee CE ng ci ne ewe eebeees 118,141 145,705 
ee ee i, eked eee een ew 1,372,988 1,565,819 
eed ee de kaec ved eee .. 5,327,763 5, 108,767 
ee .. 906,308 472,229 
Safety razor blades................. 2,991,667 3,140,524 
BGISSOTE BRE BROATS. ... ccs cccvccces 115,579 134,792 
Table and kitchen cutlery.......... 318,599 337,292 
Other cutlery and parts of......... 995,610 1,023,930 
Tin and galvanized-iron hollow ware... ao ree 376,461 
Tin cans, finished or unfinished........ 59,968 , 550,073 
Enameled hollow ware of iron or steel: 
Re PT ET Re et oe Eee 234,773 275,033 
Closet bowls, lavatories and sinks.. 308,966 302,602 
i is. eeiekee hs seen i 306,419 319,457 
Reamers, cutters, drills, taps, dies and 
other metal-working tools............ 988,601 1,347,840 
See Gs ee. Sn, V ocseeweveeevesees 107,181 127,156 
Lamps and illuminating devices, except 
electric: 
Gas-lighting appliances ............ 49,753 44,907 
Incandescent mantles .............. 77,097 84,984 
LA «GE 3TRUIUOETIB. 6c ccc vccccccese 1,278,018 1,323,648 
Other lamps and lighting devices, 
oh ad she hn eal ed. cee nen 312,860 167,27 


Table, kitchen and hospital utensils of 
aluminum 300,676 260,95 


ose eve eeeeeeereeener eee eeeeeevnaenenee 
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Builders’ hardware of brass or bronze. 213,244 319,044 
Pe COE | o¢cscuwenebGe bebe ceeds . 2,715,071 3,459,344 
Wheels of emery or corundum...... 264,338 237,745 
Se . cocaekduees adcevveedeese 143,307 176,297 | 
Other natural abrasives, hones 
eet eek bee 6d: 7,310 88,561 | 
Artificial abrasives, crude oringrains 279,355 413,845 | 
Wheels of artificial abrasives...... 745,728 1,065,907 | 
Other artificial abrasives, steel wool 
abrasive paper, eCtC......ccesceees 1,185,033 1,476,989 





Are You Buying Lite’s Best 
Sellers ? 


HAT is it that you demand of Life? 
with what does Life answer you? 
Certainly, you want the good things of 

life. In common with millions of others your 
heart cries out for wealth and power and happi- 
ness. No one seeks disaster. No one prays for 
ruin. 
But like these millions of others, do you sit back 
after you have asked Life of its good things and 
wait for Fate to drop these into your lap? 

Or do you come to Life prepared to do business? 
Is Life to you what it really is—that great Mer- 
chant Prince of the Universe, selling out of the 
largest warehouse in the world. 

What a warehouse! What stocks! Gold and 
poverty. Fame and ruin. Courage and cowardice. 
Success and failure. 

Vast stocks carefully assorted in huge pack- 
ages, each labeled, each priced—waiting for buy- 


ers. 
And Life is at the order desk prepared to give 





And 








What do you want? Success? Certainly! Life | 


keeps a fresh stock on hand—always. 
way, please. Here it is. And now let us 
look at the price. 

Work, it reads. And discipline. Plan and pur- 
pose. Unflinching purpose Faith! Knowledge! 
Hope And again Work and more Faith, 


and more purpose. 
Do you want this package? Do you want to 


trade? 
Here is another powerful item out of Life’s 


stock list. Here is Life’s 


Step this | 


best seller. Fear is its | 


name. With the dawn of every new day, the order | 


desk is deluged with demands for this item. And 
what price tag does it bear? 


Idleness, it reads. Ignorance! Leaning! Doubt- | 
ing! Loafing! Drifting! Groping in the darkness | 


and cringing before light and truth. Softness. 
Marching along the easy way—always. 

Do you want to trade? Do you want to buy? 

For buy you must. One or the other. 
the price of Life—the price you pay for being here. 

Now do you see why so few orders ever come 
for success? It isn’t that Life is out of stock on 
Success—the orders don’t come. Is it because the 
price is too high and too hard? 

See how active the fear and failure items are? 
What a rush there is on these—always. 
be the bargain items in Life’s great warehouse. 


That is | 


They must | 


And Life is a kind merchant. The records of | 


the business are all open to you. There is a book 
called History. It will tell you what those who | 
bought yesterday found in their packages—and | 
the price they paid. 

Come, we are in the greatest storehouse in the 
world. Write your order. 
tion—only one. 


Payment! —From The Shaft. 


There is but one condi- 

















Careful packing 
preserves 


“The BE ST Glass” 


N2@re the fine long rye straw used 
: in packing “The BEST Glass.” 
Experience has proved that this type of 
straw 1s ideal for cushioning shocks which 
the glass is likely to receive in transit. 
Hence breakage is reduced to a minimum. 


The packing boxes also receive the care- 
ful attention they deserve. They are 
unusually well built and cleated for rein- 
forcement and handling. All the box 
making is done in our own box factory 
where we can be sure of the materials 
used, the quality of workmanship and 
results to be obtained. 


Freedom from bend, perfect annealing, 
superior cutting qualities, careful pack- 


— —\ ing and skillful loading all insure the 
_ least amount of waste and breakage. 
/ a - —Bir 
=~ ay 44 —* ° ° ° 
we) M HH Our latest improvements in our blowing 
> machines enable us ‘oduc tec 
‘ able us to produce pertect 


; 
4 cylinders, which make it possible to se- 
4 cure the best flattening ever obtained. 
“The BEST Glass” reaches the consumer 
in flat lights which contain no reverse 
curves. Send today for Complete U. S. 
Government Specification Sheet and 
Samples. 


The elliptical trademark on 
every box of our genuine window 
glass guarantees the highest 
standard of quality grading. In- 
sist upon “The BEST Glass” 
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AMERICAN WINDOW GLASS CO 
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A General Letter 


(Continued from page 87) 


dealer be more interested in the sale of your goods 
than you are? The trouble with items such as 
these is that a salesman is so familiar with them 
himself that he takes it for granted that his 
customer.is just as familiar. You say to yourself: 
“T have said all I can say in regard to these 
items. What is the use of repeating the same 
thing over week after week?” You forget that 
many of your customers are not nearly as much 
interested in our line or as well posted on our line 
as you are. If I should walk into the retail store 
of almost any of your customers and ask, ““What 
are our four leading SPECIALTIES?” how many 
do you think would give me the proper answer? 

Have you heard the story of the woman just 
about to die, whose grief-stricken husband, as he 
leaned over her, asked, “‘Dearest, has there been 
anything that I might have done to make you 
happier that I did not do?” To this the wife re- 
plied, ““Yes, darling, you might have told me every 
day that you loved me.” “But,” answered the 
husband, “of course you know that I loved you.” 
“Yes,” the dying woman replied, “I knew it, but 
just the same it would have made me happier if 
you had told me so every day.’ Now you will ad- 
mit there is a good deal of human nature in this 
story and I hope you will see the application at 
least to our four leading SPECIALTIES. Tell 
your trade about them every day. 


Only the Worker Brings Home the Bacon 


Mr. X has been making some very interesting 
studies of the work of our metrupulitan salesmen. 
He has been lining up the visits made by each 
salesman, also the number of sales made. We 
have compared the total results of the salesmen 
and sales in dollars and cents with the number of 
their calls and the number of their sales. The 
whole thing, when boiled down, simply points out 
that the salesman who works the hardest gets the 
best results. Those salesmen who do not make 
the calls do not make the sales and those who do 
not make the sales naturally are tail-enders when 
the monthly returns show up. 


“It’s On the House!” 


One day I thought I would have a personal chat 
with one of our salesmen. I telephoned, asking 
if he would call at my office. The reply was that 
he was away on his vacation. This salesman, it 
happens, has not earned his drawing account this 
vear. Every month he has been behind. The 
house is holding the bag. Nevertheless and not- 
withstanding, he is on his vacation. I wonder 
how long he will expect us to pay him a good-sized 
salary for the pleasure of his society. The reason 
I called up this salesman was that one of his 
customers telephoned us he would like to buy some 
goods and would we send a salesman immediately ? 

The poor house! How she has to stand all the 
losses I am reminded of somebody who said that 
a mother can support seven sons but frequently 
seven sons will not support one mother. ‘Take 
care of the shop,” said Benjamin Franklin, “and 
the shop will take care of you.” 

Here is one of the latest: A certain concern in 
New York has been buying goods from us regu- 





They buy in odd lots and in fractions of a 
dozen. We deliver the goods to them every day 
free of charge. We happened to figure up their 
business and we found the cost of handling it 
was much more than we got out of it. However, 
imagine our surprise when we also discovered in 
this investigation that we were buying goods from 
them but they never delivered anything free to us. 
We had to send our motor cars to pick up every- 
thing we bought from them. This experience just 
riled me up quite a little. You know, I am usually 
good-natured, but sometimes my good nature gets 
perforated. What especially riled me was that 
our people had not noticed how this concern was 
putting it all over us. They must have laughed 
when they called on us to make these deliveries 
and they knew that they were not, and would not, 
deliver a single thing to us. I think our people 
should carefully check up the list of those houses 
who refuse to deliver to us and find out whether 
we are good-naturedly delivering to them. 


larly. 


Most Notable Successes Are Made by Concentration 


Another interesting experience I had recently 
was receiving a letter from one of our Western 
salesmen in which he suggested that we start a 
branch house in a Western city. The same day a 
manufacturer here in New York dropped in to 
see me and told me they proposed to close all of 
their branch houses in the West because they 
found the cost of doing business in these branch 
houses was so high that they were unprofitable. 
He said when their Western customers sent orders 
to New York, they sent nice, good-sized orders 
but as soon as the branch in the West was estab- 
lished, the trade, on account of the convenience 
of the branch, only bought in trifling quantities, 
sending several orders a week. 


What Is Your State of Mind—Volume or Profits? 


What some salesmen and employees do not 
realize is that the only way to be successful in 
business is to make a net profit. It does not make 
any difference how large your volume of sales is 
if you come out at the end of the year with a loss. 
If you sell a great volume of goods and do not 
make any money, you are not getting anywhere. 
You are more foolish than the dog who chases his 
own tail around the stump of atree. Unprofitable 
volume is the worst kind of foolishness. There 
are a good many merchants, including a large 
number of retailers, who do not realize this fact. 
Personally, I would rather run a small business 
at a satisfactory net profit than a very spectacular 
large business without any profit. At the end of 
the year when merchants talk to bankers about 
the year’s business, the banker does not ask, 
“What was your volume?” What he does ask and 
what he is interested in, is—‘How much money 
did you make ?” 

Now, following this line of thought, I am con- 
vinced that in this business, the making of money 
depends, more than anything else, upon very care- 
ful handling of an endless number of very small 
details. In other words, what we need in this 
business is managers and employees who are very 
careful about small matters. 
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Where Strength Means Safety In a Step Ladder’ | 


This newest improved Step Ladder commands instant atten- 
tion as soon as shown. It is without question the lightest, 
strongest and SAFEST Step Ladder ever made. Illustration 
| shows the Patented Steel Step Support, an exclusive feature 
[vse of the 


















a v SUPER-STRONG STEP LADDER 


This device grips and reinforces the side pieces 
where the greatest strain comes and also holds the 
end of each step as securely as a vise. 
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Patented No nails to work loose. No slots or grooves are cut 
di in the side pieces to weaken the sides. Steel Tie 

Rods pass under every step and a nut securely locked 
by a Patented Locking Device keeps the ladder tight and rigid under every 
condition. 


These features add 36 Per Cent to the STRENGTH of this ladder. It is 
having a remarkable sale. 


Besides Ladders for Farm, Household and All General Purposes, we also 
make Special Ladders, Scaffold, Swings, Porch Swings, Lawn Settees, ete. 
Send for Special Ladder Catalog of unusual interest. 


The Superior Ladder Company 
516 E. Madison St. (Lincoln Highway), Goshen, Indiana 











You Don’t Have to Stock or Handle 


STEWART’S FENCING AND IRON WORK 


Hundreds of hardware dealers are selling Stewart’s Fence and other products, enjoying liberal profits 
without carrying a dollar’s worth of stock. 

Material of this class can be successfully introduced to your trade from complete catalog descriptions 
and a large number of orders are being booked by this simple method. 

There is a steady market for iron fencing. The demand increases as building activity continues, 
"he old wooden fence soon becomes the eyesore and is eventually replaced by iron. 

It is possible to sell fence protection to every builder and property owner. It will pay you to make 
a special effort to cultivate this trade and get your share of the business. 





We are prepared to meet every requirement, manufacturing over 500 Plain 
and Ornamental designs of both wire and iron construction. All shipments 
are made on your order direct to your customers. 

Would you like to have the details of our dealers’ proposition ? 


‘The Standard of the World” 
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Approved! 
by the keenest buying 


brains in the country 


Through unity of effort, 
large scale production, the 
elimination of waste by 
the use of efficient ma- 
chines, the hearty coopera- 
tion of satisfied employees 
and specialization, the 
Tubular Rivet and Stud 
Company has for 50 years 
manufactured rivets that 
are the recognized stand- 


ard in their field. 


TRENTO TTT 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 


Coast Representative 


J. T. McDEVITT 
Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 
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DISPLAY BOARD 


No. 24512 


A Constant 
Dividend 
Maker with 
No Upkeep 


Dealers report that 
this display board 
sells padlocks daily. 
Your customers can 
see at a glance the 
very lock designed 
for their particular 
need. Only a very 
small investment nec- 
essary. 


This attractive dis- 
play is mahogany fin- 
ished and measures 
7x 22. It is designed 
to hang on the up- 
rights of the shelving, 
where it constantly 
reminds customers of 
their padlock require- 
ments. 


No. 24512 Display Board 
includes two each Nos. 
04491, 04492, 04606, 
04607 AJ, 04607, 04608. 

No. 24513 Stock Assort- 
ment includes one dis- 
play board complete, 
and the _ following 
stock : 


1%4 doz. each Nos. 
04491, 04607 AJ. 

%Z doz. each Nos. 
04492, 04608. 

1/6 doz. each Nos. 
04606, 04607. 

Why not ask your 
jobber? 


a 


Eagle Lock Co. 


General Sales Office 
New York REG IN UB PAT OFF. 





© 


co-musearorr, 26 Warren St. 
Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, Il. 
14 Bedford St., Boston, Mass. 
Works at Terryville, Connecticut 
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Once a LOWELL Dealer ee by Ante 
ALWAYS a LOWELL Dealer! | |xjgtiRS Rees Se, Bae 


Once a progressive merchant stocks 
this quality line he soon realizes 
that the value to him of Lowell qual- 
ity Sprayers is not confined to quick 
sales and generous profits alone. 





The absolute satisfaction and long- Hooking up with advertising 
time perf . 
Ges Geis Gey semen increased sales materially, 
their users he finds a real factor in Althoff-H d 
building sound good will and con- Says /\lthon-rlowar 
stantly increasing patronage. Tue Althoff-Howard Electric Com- 


pany, of Evansville, Indiana, has been 
handling Eveready Flashlights and 
Eveready Columbia Dry Cells for 
quite some time with much success. 
“We have enjoyed very good business 
on these products right along,’ says Mr. 
Althoff, “but the minute we began to tie 
in with your advertising by displaying the 
lines in our windows and_ prominently 
in our store, our sales increased very 





materially. 
‘ , “The new ribbon-black flashlights with 
Lowell Baby Fountain. Compressed Air the lock-switch we consider the last word 
Sprayer in quality. Once sold, they stay sold, bring- 
ing customers back for renewal batteries, 
which is a very attractive end of the 
The extremely popular, moderately business.” 
, : V _— on 
priced Lowell “Baby” Fountain _ What success have you had in sell 
‘ ; ing E'veready Flashlights? ‘Tell us in 
Compressed Air Sprayer is but one your own words. Send along a snap- 
of a complete line of highest quality shot if possible. 
Manufactured and guaranteed by 
double tested sprayers—both com- NATIONAL CARBON COMPANY, Inc. 
pressed air and hand types. New York San Francisco 


Atlanta Chicago Dallas Kansas City 


Canadian National Carbon Co., Ltd., Toronto, Ontario 


Write for illustrated booklet de- 


scribing entire line. EVEREADY HOUR 

EVERY TUESDAY AT 8 P. M. 
(Eastern Standard Time) 

For real radio enjoyment, tune in the 

“Eveready Group.” Broadcast through 


WEAF New York WSAI Cincinnati 
WJAR Providence wwi Detroit 
e WEE! Minneapolis 
St. Pau 


Boston 
WFI Philadelphia WCCO { 
WGR Buffalo WoOc Davenport 


LOWELL, MICH.., U. S. A. WCAE Pittsburgh 


LOWELL silty 
Quatity SPRAYERS & BATTERIES 


-they last longer 


















































So Fast 









Extra Good 
Right Now— 
No. 97 
Tourist 
Axe 









Camp Axes, Boys’ 
and Men’s Axes, 
Hatchets, Hammers, etc. 


ALL Crecoite Tools have the 
looks, service and the price. The 
looks imparted by neat design 
and fine finish; the service made 
famous by Crecoite, our wonder- 
ful tool metal, and by Grady wedges to keep 
heads always tight; the price that everybody 
is willing to pay without argument. Here are 
rough-and-ready tools for general household 
and farm use—priced low and with real dealer 
profits. Ask your jobber or us! 


MARION TOOL WORKS, Inc. 


Subsidiary of Chicago Railway Equipment Co. 


Marion, Indiana, U. S. A. 


Ask for new low prices if in- 
terested in the Marion forged line 
of Shears and Hooks—for Grass, 
Hedge, Sheep, etc. We also make 
Malleable “D” Handles, Pitching 
Shoes, etc. 


CRECOITE 


Pronounced CRE-CO-ITE 


Crentiticecs tisdser.e " PSUORECA a GeEEEEDoetegaadetiataaoagl ' ' COCOLEOTOGDOLOEREDGE ROBE oaROEtE 


ete 
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AMERICAN BRAND 
Screen Wire Cloth 


Painted Galvanized 
Galvanoid Bronze Copper 


As a dealer you will readily ap- 
preciate the firmness, durability and 
attractiveness of American Bran 


Screen Wire Cloth. 


You can assure your customers 
that this cloth will give them maxi- 
mum satisfaction. The manufacture 
of window screen cloth has long 
been our business. The great vol- 
ume of sales built up for American 
Brand has been due to the fact that 
we have always maintained the high- 
est quality. 


GALVANOID heavily coated with 
zinc after weaving and protected 
with varnish which is baked on, is 
the generally recognized leader in 
steel cloth. We have no hesitancy 
in claiming that this is the best 
grade of galvanized cloth made. 


AMERICAN BRONZE is made of 
hard drawn wire, 90% copper and 
10% non-corrosive alloy. You can 
furnish it to your trade with the 
assurance that it will wear as long 
as the building in which it is used. 
It cannot be affected in any way by 
weather or climatic conditions. 


AMERICAN PAINTED Cloth is 
made with the same care as all our 
other grades and can be _ recom- 
mended as a quality product in 
painted cloth. 

We also manufacture copper and 


special grades of screen wire cloth. 
Samples and complete information will 


be sent to you upon request. 





aera 


AMERICAN 








« FABRIC 


American Wire Fabrics Corporation 


Subsidiary of 


Wickwire Spencer Steel Company 


General Offices: 41 E. 42nd St., New York City 
Western Sales Office: 208 So. La Salle St., Chicago, Ill. 
Worcester 
San Francisco 


Cleveland 
Los Angeles 


Buffalo 

















Seattle 


FESRCERSTRUASH EERE BAY 
SESSERRRRe BRED 
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All Steel. Sizes 6” to 21” 


Made Right From the Head to the Handle 


Making a heavy duty wrench just strong 
enough for heavy work isn’t the Coes way of 
making wrenches. 


Size for size the Coes All Steel Wrench is 
built to withstand more strain than would 
ever be put upon it. 


A 12 inch Coes was screwed firmly to a sta- 
tionary block and pressure was applied down- 
ward on the handle at a point about where the 
rivet shows. 


The Coes withstood a strain of 1,790 pounds 
before it was crippled. The bar then became 
set so that the screw and jaw would not move 
—nothing was broken. 


An All Steel Imitation Wrench of the same 
size was given the same test and pulled apart 
at 1,075 pounds. The handle shell was forced 


off the bar. 


The Coes tested 715 pounds stronger than the 
imitation. Reserve strength counts. Sell the 
Coes Wrench which has it. 


All Leading Jobbers Carry Coes Wrenches 


COES WRENCH CO. 
“In Business Since 1841” 


Worcester Mass. 


J. C. McCARTY & CO. 
JOHN H. GRAHAM & CO. 
FENWICK FRERES 


Selling Agents 
29 Murray St., New York 
113 Chambers St., New York 
8 Rue de Rocroy, Paris, France 














Modern Homes 
Want 
Modern Door Butts 


Owners of modern residences with hand- 
somely finished doors are usually particular 
about the Hardware. 

They want hinges that will add to appear- 
ances—not detract. These people are quick 
to see and appreciate the superior qualities 
of the 


GRIFFIN 


‘*The Door Butt of America’’ 


The pleasing design of these hinges and 
the attractive finish give a touch that adds 
beauty to the home. 

These strong, al!-steel hinges also give the 
right kind of “‘service’’ every time the doors 
are opened and closed. 





The Griffin is made in its entirety in our 
own mills—each butt wrapped in moisture 
proof paper and packed one pair in a box 
with screws to match. 

We want these popular butts which are 
finished in the various Griffin hardware fin: 
ishes to reach you and your customers in 
good condition. 


Let us send Catalog and quote prices 





GRIFFIN MANUFACTURING CO. 


WAREHOUSE 


45 Warren St.NewYork ERIE.PENNA. ° 74w.Liake St Chicago, Itt 
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‘Perfect 
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The Customer with a Hobby 


He usually has one little plot, carefully cultivated, grow- 
ing every sort of a vegetable that’s sold by the package. en 

Perhaps a set of tools—good tools—a few garden imple- LUDEAWSAYLOR 
ments and a deep-seated faith in his hobby—/is home. | 


He isn’t so hard to please—just a little economizing, doing 
his own repairs during the week-end and depending on his 
home-town dealer for supplies—and advice. 


“| 
| 
| 

a4| 
| 


If you pass his home some time this Summer look over his 
rescreening job. “Perfect” was a good selection. You will 


be glad you recommend it. 
Your Jobber stocks “Perfect.” 


00 wa 


LUDLOW-SAYLOR WIRE CO. 
ST. LOUIS, MO. 
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Pipe Couplings 
Scratch Brush Wire 


Rivets 
Roofing Nails 








Q 
BRIDGEPORT, CONN. 


Trade Mark 


THE BRIDGEPORT SCREW CoO. 


Bridgeport, Conn. 





4 
SSS SS SSAA SIEIEIEN NERO IO SONE NRO IOIO NERO IORE NORCO NORCNRHONNY 


< 
Representatives: 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
George E. Quigley, Detroit 4 
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One of Many Beautiful Designs 





From our 94 page catalog of RINGCO Bath-Room 


Fixtures you can select just the patterns desired for 
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your show room. 
From these you can arrange a display that will make 
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i 
ai people stop, look and purchase. 


You can say to customers: “RINGCO fixtures are 
made of Solid Brass. I am authorized to sell them 
under a guarantee of absolute satisfaction. They can- 
not RUST and will last a life-time.”’ 

Our catalog shows over 300 designs. You will find it 
most interesting. If your Jobber cannot supply you— 
write to us. 


AMERICAN RING COMPANY 





Waterbury Connecticut 
BRANCH OFFICES 
New York, 2 Hudson St. Boston, 170 Summer St. 
San Francisco, 116 New Montgomery St. Chicago, 29 E. Madison St. 

















. 1 No. 1015 No. 1175 
A ok: yt Reduced Size Reduced Size 


THE BRAINERD LINE 
CUPBOARD HINGES 


Prices are Right. Service is 
Prompt. Quality is High. 


We solicit your inquiries 
and orders. 


Here are a few patterns to 
select from. These are made 
both plain and embossed, and 
in steel or brass metal in all 
popular finishes. 





No. 1001 
Reduced Size 





The Brainerd Manufacturing Co. 


No. 1052 


No. 1006 East Rochester, N. Y. Reduced Size 





Reduced Size 
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‘No 600 “E-%0n * 
Model clamps to > 2 
- @ither wobd or 
metal dasl, No 
hole required. }> 
Screw driver anly 
too) needed. 























The Cleaner That Both 


Polishes and Removes Rust 
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The old-fashioned cleanliness and sani- 
stove polish is being tation in proximity to | 
supplanted by STOV- food — keeps burner | 


| ) $15. 00---*A. price for Every ei 
OIL. It gives the a holes open, afford- ze Pocket Book as well as a Model 


housewife w PR 
e what she ing a free flow of isc deh Wlbat twain ae Every Car” They ure alt 


| “range i in brite from $1. 25 cee af 
























wants in an article gas, which Saves Model. Complete with the same as to quality. Th 
like this — greater time in cooking. Utility, cae and w ‘ate in ndes a 
- ; k * ‘ Mace s é; 387 * Shae «6G : : es : a ee ify aos / Be a 
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' DeLuxe Model . $5.00 SB ca | 
STOVOIL not Gas Stores and * No. 622 ditions, ahd without endanger" } 
~ (Ash Receiver . $1.00 ing the lives 0 of the driver, pas- 


Hardware 
Stores sell it. 
Nationally ad- 


only does all | : Pe 
J : sengers,” pedestrians or other 


- motorists: Asa dealer, you are 
eit : . . 4nterested in anything which | 
vertised. 30 Zk , : | contributes to the safety of 
40% retail me: motoring, and regardless of the 
profit. Order * model selected, by pushing the 
three dozen to - gale of’ lectric Matches, you'll 
start val write : help promote safer driving, and = ¢ 
for a circular. “you'll make a good profit on 





these things 
but it destroys 
rust. A polish 
merely coats 





over, but un- 











derneath rust 





goes on. 











Pacific Coast Distributors: s each sale, 7 
GENERAL SALES CORPORATION | ROM tits fee Cialilaglee ont 
718 Mission St., San Francisco F  Goensen iad Sérvice Plan Details. 
474 Everett St., Portland, Ore. 4 gt, ie 4% aed 
350 East. ist St., Los Angeles “s 5 nae ; 
Superior Laboratories | i ne ring Corp. 
P 83 “South Vine ‘Street, © 


Grand Rapids Dept. 902 Michigan 
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The Demand Has 
Created the Largest Out- 
put of Any Lawn Mower 

Factory in the World 


Back of every success there is always a reason. 
The reason for the unparalleled success and de- 
mand of F. & N. Lawn Mowers is found in the 


service they give. 


This service is due to their correct construction. 
No. screws are used to secure the Ball Bearings. 
Such screws invariably work loose and the bear- 
Ings soon get out of adjustment; result—a dull 


mower. 


The Self-Adjusting Device used on F. & N. 
Lawn Mowers always keeps the ball bearings 
in perfect adjustment without attention and this 
device also assures a sharp lawn mower. It is 
creating sale after sale. 


Write us if your Jobber cannot supply you. 


The F. & N. Lawn Mower Co. 


Richmond, Indiana 


The World’s Largest Lawn Mower Manufacturers 





Patented 
Automatic 
Ball Bearing 

Adjustment— 
An Exclusive 
F. & N. Fixture 














This device is completely enclosed. It cannot be 
tampered with, even though an operator ignorant of 
the construction might seek to “fool” with it. 














407% increase in 
sales has resulted 


from these 1925 
improvements in 


Wir Dor 


CASEMENT OPERATORS 


Never before has a builder’s hardware 
specialty created such a sensation as the 
Win-Dor Casement Operators with their 
1925 improvements. These include sim- 
plification of design and manufacture, 
permitting great price reductions in 
Win-Dor Operators of the highest grade 
and desirability. Sales with dealers every- 
where have increased by leaps and 
bounds and new dealers who have added 
Win-Dor Operators to their line have 
enjoyed immediate sales of most gratifying 
proportions. 1925 has produced a “bum- 
per crop” of sales for Win-Dor dealers. 


...and Now’... 


Another Win-Dor improvement. A 
handle that may be tised detachable 
or permanently attached as desired. 


ei... > 


—_ LT ee - 
anmar — ity 
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To permanently attachthe “g SBA, 
handle, slip it into the slot c 


of the operator (G) and 
then, the top disk of the 
operator (D) having been 
removed by removing the 


connecting screw (S), sim- 

ply drop the little rivet (A) through the hole (B). 
It will also protrude through the hole into the handle 
(C) and when the top disk of the operator is returned 
to position the handle is permanently attached. 


Stock Win-Dor Casement Operators and share the big profits 

from fall building that await all Win-Dor dealers. Simply send 

the coupon to the Casement Hardware Company— Casement 
Hardware Headquarters for twenty years. 





Casement Hardware Co.,224 Pelouze Bldg., Chicago 


Please send me complete information 
on Win-Dor Casement Hardware. 


Name 
Address 
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Growing demand for 


W. ROSE Tools 





No. 1111—6 inches Wide Heel Cut Back 


—— 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose& Bros. °°"? 


Selling Agents 


Wiebusch & Hilger, Ltd. 
New York 











Going Strong! 


UST out and everybody 
wants one! .\ really val- 
uable improvement applied to 
an old-established article. The 


K & E 
End Fastener 


(Pat. Appl. for) 








as furnished with 
our “Home” 
Steel Tape great- 
ly facilitates ac- 
curate measure- 
ments. 





No second person needed 
to hold the end of 
the tape while measuring 


This device consists of a sturdy little 
hook and pin, swivel-mounted on the 
end of the ring. Can be hooked over 
an edge or pressed into any yielding 
surface. Easily swung out of the 
way when not in use. No extra 
charge. 


Write and order now! 


KEUFFEL & ESSER CO. 


NEW YORK, 127 Fulton Street, General Office and Factories, HOBOKEN, N. J, 
CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL 
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Genuine Armstrong 


Stocks and Dies 


Are always in working order. They rep- 
resent the utmost simplicity and efh- 
ciency in operation. 





All genuine Armstrong stocks and dies 
bear this trade-mark: 





oS 


Be Sure You Get the Genuine 


The Armstrong Manufacturing Co. 
q Bridgeport, Conn. 


























“YANKEE” RADIO TOOLS 


The handiest tools ever made for Radio Work 


“YANKEE” TOOL SET No. 105 
Contains Ratchet Holder (6%,” over all) for all attachments, comprising one 
Countersink, three Blades, two Socket Wrenches, one Jack Wrench, one Reamer 
and one Wire Bender. (See illustration.) 
Packed one set in extra heavy cardboard box. Weight 1 Ib. 


“YANKEE”? RADIO DRILL No. 1431 (with special display box) 
A Small, powerful drill especially designed for Radio Work. Has special chuck 
with 9/32” capacity, to take largest drills usually furnished with Radio sets. 
Length over all 942”. Wt. 1% Ibs. 
DISPLAY STAND (See Illustration) 
For Tool Set No. 105 and Radio Drill No. 1431. 
Furnished free with each order for 1% doz. No. 105 Tool Sets, and two only 1431 
Drills; but only when specified on order. 


Your Jobber can supply you. 


NORTH BROS. MFG. CO. 


Philadelphia, Pa. 
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For Thrifty Buyers! 


MINIMUM of salesmanship is required to 

sell this Deming Windmill Force Pump. 
Reason? Simply because it contains features of 
construction ordinarily found only in pumps of 
higher price. 








Features 

Fig. 1745 has separate flanged base, tapped for 
2 inch pipe. 

Differential packed plunger. Flanged bearer, se- 
cured by ordinary stove bolts. Renewable slide 
bar bushing. Cock spout. 

Send today for complete information and prices. 
Our 256 page Catalog gladly sent upon request. 


THE DEMING CO., Est. 1880, Salem, Ohio 
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5 CONFIDENCE 

Sg and So f the lasti li f SNO-WITE” Bath R T S) 

sure are we of the lasting quality of our “ . ” Bath Room Trim- ne 

©) MAKES SALES mings that we attach a tag to each article and Guarantee it for 10 years. This 5 , 

iS] guarantee creates confidence and makes sales. Every dealer is protected. ©) 

S Catalog on Application cS 

CG Originators of Porcelain Enameled Bathroom Trimmings © 

, © 

SC Tor uhia American Enameled Products Company © 
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Association and Reputation f 


AK =Morrill Products have gained a world-wide reputation and 
the name—Morrill—has been associated with Saw Sets for y 
over 47 years. They are specified by expert mechanics as well as 
. the “man of odd jobs.” 

The Morrill Hand Punch No. 1 is the most simple curately Hand, Band, 
and durable punch made. Cuts round, clean holes Jig, Butcher and Fret _ 
in any thickness of paper up to 4”. Will also per- Saws; not over 16 Gauge. It has a rotatable indexed anvil 
forate leather. fibre, steel tapes and other thin metal and is easy to operate. Other sizes for other purposes and 


or pliable materials. gauges can also be furnished. ; 
HAND PUNCH Morrill’s Special Saw Our complete line is illustrated in your Hardware Buyers 
esas Set. Madetosetac- atalog. 


CHAS. MORRILL, Ine. '3 y2r"so" 


TREMON 


Proved Best by 
Actual Test 


Tremont Hardened Steel Cut Nails 
are cut from high carbon steel that 
by actual laboratory test contains an 
exceedingly small percentage of im- 
purities. This metal is rust resisting 
to a remarkable degree and will not 
bend, crack or twist while being 
driven. 


Tremont Nails are scientifically de- 
signed to shear their way into the 
wood in a manner that insures a 
strong, permanent grip. They are re- 
markable for their strength of head, 
an important feature in the con- 
sideration of the quality of cut nails. 
All these mechanical ’' superiorities 
make admirable selling arguments 
and in the actual use of the nails 
themselves assures the customer 
satisfaction that is so necessary to 
the welfare of your store. 
































Machine Screws 
Cap Screws 
Set Screws 
Stove Bolts 
Sink Bolts 
Hanger Bolts 
Nuts 
Rivets 
Burrs 
Specialties 
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Sell the Tremont Brand 


Every individual unit must meet Reed & Prince standards of r 


. quality and accuracy. Whether finished plain, blued, nickel, 
Tremont Nail Company brass, copper-plated, sherardized or hot-galvanized, it may be 


205 Lincoln St., Boston selected with the utmost confidence . 




















N Al ‘ ~ | REED& PRINCE MFG.CO. 


Se ———— 











Bronze and Copper 
FLY SCREEN CLOTH 


Spargo is real fly screen cloth that looks the 
part. 

And besides its attractive appearance, du-. 
rability is woven into every square foot of it. 


Write for prices. 


Spargo Wire Co., Rome, N. Y. 
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The 


ULTIMATE Wringer 


ANCHOR BRAND 
Best on Earth 


Warranted for Five Years 
LOVELL MFG. CO., Erie, Pa. — 


Largest Manufacturers of Clothes Wringers in 


the World 














Your Profit 
is ALL Profit 


When you sell your customer any 
one item in the complete Ney line 
of Dairy Barn Equipment and 
Haying Tools you can count ona 
certain, sure profit. 


In your customer’s mind the name 
Ney on a piece of equipment is an 
assurance of definite, known value. 
Every sale stays sold. Satisfactory 


a definite anect that means more Galvanized Wire Clothes Lines 








business—égreater profits. 

Link up your selling effort with the : : 

46 years of progress as vepresented Many people prefer our wire clothes lines to all 
-in the complete Ney line of quality i 

Dairy Barn Equipment and Hay- othe1 a 





ing Tools. ; 
They are thoroughly galvanized to prevent rust. 


} 
(ess cad zal et , [hey are extra strong and safely hold the heavi- 
| est wash. 


They do not have to be taken down and put up 
every wash day. 





THE NEY MBG. Co. 
ESTABLISHED 1879 





Manufacturers of Dairy Barn 
Equipment and Haying Tools 
Indi t hi stalls, 
pens, litter carriers, water 
bowls, hay carriers, hay 
forks, pulleys, hay knives, 
barn door hangers, and 
hardware specialties. 


CANTON, OHIO 


Minneapolis, Minn. 
Council Bluffs, lowa 





\ll standard sizes in lengths from 40 to 100 feet. Write 
for Catalog and Prices. 


G. F. Wright Steel & Wire Co. 


Worcester, Mass. 
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A GUIDE TO BETTER BUSINESS 











Heller’s Reference Book on Hardware Store Fixtures will 
be mailed free upon request to any Hardware Dealer. 
Every one of the scores of beautiful pictures and every line Cc 
of the reading matter is designed to increase sales in oupon 

vare Stores. r C 
ewaee Sates Pn W. C. Heller & Co. 
Many of the interesting problems solved in modernizing . 
over 2000 Hardware Stores are made clear. Always the Montpelier, Ohio 
Dealer writes, ‘‘You have increased my sales.”’ Py} s ; 
The display difficulty that has baffled you has probably al- — send without charge 
ready been solved in one of these many Hellerized stores. and without obligation on my 
It need bother you no longer. Ask for your copy of part the reference book on 

> > 7 . 
Reference Book No. 2/-A. Hardware Stere Fixtures ad- 

W, C, HELLER & ( ‘O. vertised in Hardware Age 

Magazine. 
Main Office and Factory: aie 
700 Wabash Ave., Montpelier, Ohio 
. Ad sy Frere en? tf eee eee fe ee 
Eastern Display Room: coress 








20 Vesey St., New York City 
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Established 1879 











DROP FORGED WELDLESS 


EYE BOLTS 


ROLLED THREAD 
GALVANIZED OR PLAIN 





4” Diam. with Eye 7%” Inside 
yn re “  w 


= yy” 


Quick Shipment 


Oliver Iron and Steel Corp. 


1001 Muriel St. 
PITTSBURGH, PA. 


ESTABLISHED 1863 
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ORE LADDERS| 


Insure perfect shelf service for any line of mer- 
chandise. Deep tread steps, properly spaced, with 
convenient full length handholds on both sides of 
ladder permit mounting or descending with ease. 
Both hands free to remove or replace stock without 
danger of falling. Cushioned Tired Trolley and 
Truck Wheels eliminate noise and prevent vibra- 
tion. Erection as simple as A, B, C. Utilize 














Bett 





small space. Make top shelves safely ° 
available for stock purposes. One » t 
style—neat of design—nicely ° 
& finished—any height ceil- he 
, 








ing. Thousands in . Dp 
al taal on ro ra 





a ol er wk oot 























Better 
Machine Screws 
for the 
Hardware Trade 


HARVEY HUBBELL= : 
MACHINE — SCREWS 


CLEVE LAND. OO 


NEW YORK, NY. 
uw SCHOFIELO Sundine 


BO EAST 42 sT. 


Ww J 

















Confidence in Lfanpion, Brand 


Tungsten Lamps is shown by 20,000 
Retailers and 500 Jobbers who sell 
them. 
CONSOLIDATED ELECTRIC LAMP CO. 
DanVers, Mass. 
‘‘Licensed under the General Electric 
Company's Incandescent Lamp patents.’’ 

















Make Your Wants Known 


If it’s Hardware you have for sale or want to buy— 
make your wants known in HARDWARB AGB, the “News- 
business” paper of hardware retailers and wholesalers 
all over the United States. 

HARDWARB AGE will bring buyer and seller together at 
minimum cost. 
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catalog. 





Stetson’s Combination Cushion Chair Tips are made from 
selected sole leather. The chair is able to move about freely with- 
out noise or scratching the floor. The felt washer act 


Sasa 


cushion. This line is only one of our big sellers. Write for 


Elastic Tip Co. 370 Atlantic Ave., Boston, Mass. 














TAPLIN Faries Bird-Cage Stands 








DOUBLE 
DASHER 


Packed in Handsome 
Individual Boxes 


At a Popular Price 


No beater at any price could do 
better work—none equals it at 
present. The speed and ease with 
which a bowl of eggs are beaten 
to a frothy aerated mass is a reve- 
lation, 


Centre Drive—lIron 
Frame and Gears 


Comfortable to grasp—no sharp 
edges to cut the hands. No holes 
or crevices to hold decaying food. 
No soldered parts to come loose. 
No parts that bend and cramp the 
gears. No wires to pinch fingers. 


Douse it in water to clean—the 
finish is Rust Proof. 


Ideal for mayonnaise. 


30 Years’ Experience 
Behind This Beater. 





No. 477 A 


THE TAPLIN MFG. CO., New Britain, Conn. 


New York Office, 71 West Broadway 





U. 











Faries complete line of 
Bird Cage Stands ofters a 
diversity of designs and 
finishes, all in good taste. 
Distinctive in design and 
appearance, these metal 
stands have an additional 
appeal to the buyer in their 
moderate price. 

The stands are rigidly con- 
structed with all parts 
heavily lacquered to pro- 
tect and preserve the orig- 
inal finish. 


Furnished in all standard 
finishes, also in_ special 
finishes to order that will 
harmonize well with the 
furnishings ot the home. 


Write for our illustrated booklet and 
prices. 


Faries Manufacturing Co. 


ae dee Decatur, 


Hil. 

















mop strands from clogging the bearings. 














Made in 2 sizes. Standard 14 qt. and Ja 














Slot for Approach Fol! Rel/s 
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Patented 
18th, 1916 Mop Guard 








April 








This feature alone soon saves the cost of the entire pail. 
BULLDOG feature is the Triple Rollers which squeeze out more dirty 
water in one operation than any other mop wringer. These Rolls are 
Seasoned Hard Maple. Pails are Cedar. Castings all malleable. 


Stine tty. The Only Mop Pail That Has Mop Guards 


_ The BULLDOG Mop Wringer has a feature found on no other make. 
lhe Pail is made with Patented Mop Guards which unfailingly prevent the 


nitor 20 qt. Tested and approved 


the Good Housekeeping Institute conducted by Good Housekeeping Magazine. 
sellers to Office Buildings, Janitors and Housewives. 


Manufactured by 


Bushnell Novelty Co. 


Mansfield, Ohio U.S. 


Established 1896 





Another 


Write for Folder and Prices. 


by 
Big 


A. 
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fr a C ' 
“cn: py rank Gase Service 
a ae wherever Oil is Sold 
or e iturner 


No More Need for 
Dealer! Pits or Racks 
REE service for one 


Now, wherever oil is sold, the big profits that 




























































. . , come with crankcase service are within easy reach. 
year, direct from the Two inexpensive Brookins products open up this Brookins 
















avenue of money-making sales. Oil Measure 
With the Brookins Oil Measure you can quickly ; 
serve any car with from one to five quarts of oil 
in one operation. With the Brookins Portable 
Drain Tank you can easily drain any crankcase 
without drain pits o@ racksa—without buckets 
or working in grease. 

Start now to build up a big, profitable oil 
trade. Order a set of Brookins Measures and 
Brookins Portable Drain Tanks from your. 
obber. This equipment will save you time, 
enable you to give better service and increase 
your oil sales and profits. Get in touch withh 
your jobber today. 


THE BROOKINS MFG. COMPANY 
342 Xenia Ave. Dayton, Ohio 


factory—that’s the message 
on the RED TAG attached Look for the RED. 
to every Turner 2 in 1 Tim- flash-proof timing 
ing Unit. Your customer isc; the all-steel 
gets the highest quality ee eee 
product in its field at a brush; the instant 
moderate price, PLUS a “take-apart”  fea- 
free service guarantee. ture. List $3.75. 


You get freedom from ser- 
os . We also manufac- 
vice worries. The Turner ture the _ sliding- 


2 in I requires less atten- —_ contact TURNER 
tion than any “timer” and JUNIOR — 
there’s mighty little gri at 1-90 — instant 
attached to it But if -_ — 2 
a > es 2 in I Carburetor TA 

IS any, we get it—not you! Control — Quick - >» ee DRAIN WAINIK 
WRITE and let us tell you  ‘iew Oil Gauge. = Siti, 

how to cash in on the RED eee eas 
TAG guarantee of service. 








MFG. CO. 
Dept. E, 
TIMING UNIT Kokomo, Ind. 








JZ 




















Get the Children to ADVERTISE Your Store 


Children are great advertisers because they are 
great talkers. 


Sell a child a worthy Toy and every voungster 
in the neighborhood will soon hear where it caine 
from and how it “goes” and they ll all want one 
just like it. 

Besides, 


Toys Pay Good Profits 


And unlike some merchandise, good Toys are salable 
every month in the year. 


Obviously different dealers have different ideas about 
how Toys should be sold 

HARDWARE AGE is continually presenting such ideas. 
Interesting articles about how Brown or Smith or Jones 
built up a hig Toy trade are always welcome in its 
columns and are eagerly read. 


Read Harvware Ace each week and keep posted on 
what others are doing. 





And when one dealer in a small town can And while Toy trade may come to him who watts, 
originate a “scheme” that sells $500 worth of Toys the dealer who goes after it will get it first without 
in a single week it simply shows what can be done waiting. 


when one really tries. 


Hardware Age, 239 West 39th Street, New York City 
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UNION 


Coal Sereens 















have been popular 
for 20 years. Made 
of heavy steel wire, 
- firmly fastened to 
strong maple 
frame. Fur - 
nished in all 
sizes and 
meshes. 





We have a qual- 
ity line of Sand 
and Gravel 
Screens with the 
smooth top swedge 
construction which 
will pass 50% more 
material. 


Coal Chutes are light 
and durable and prac- 
tical. All coal men like 


the UNION Coal Chute. 


A:k your Jobber 
for UNION products. 


Union Steel Products Co. 


Albion, Michigan 
Dept. 70 








RE tate eae t4f - 


"Built in uating” 
| n- Quality’ 


KITCHEN TOOLS 


‘°NO-CHIP’’ WHITE ENAMELED HANDLES 


NEITHER 


No. 099 


Mo. 095 re Wo. 0140 % 


ASK FOR 
SAMPLES 


CATALOG 
SHOWS 
COMPLETE 
LINE ‘*Merchandise of Distinction’ 


, 


, % 
VA U F H A N § : -~ eh. “SD a 
FAMOUS & EES au ee 


No. 1008 “ie 


COMBINATION CAN OPENER, BOTTLE OPENER, CORK SCREW 


VAUGHAN NOVELTY MFG. CO. °°; 272'0"* 
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DOOR-STAY AND HOLDER 
Nos. 38 and 39 



















The two curved arms “B” are of spring steel and 
furnish ample spring cushion. To hold the door open 
turn thumb piece “E’’. This applies to No. 38 only. 

The No. 39 Door-Stay and Holder is identical to No 
38, with the exception that thumb piece “E” is made 
a stationary block, so designed,*that by applying a slight 
pressure to the door, this block will engage the curved 
arms “B’’, holding the door in an open position. A 
slight pressure at the handle of the door will either 
engage or release the hold-open feature. 











Circular upon request. 
THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 
















“‘Improved”’ Guaranteed 
Jersey 


Shoe Lasts and Stands 


They are lock bearing and absolutely the best of their 
kind. 

If you are stocking lasts,and stands similar to the 
JERSEY it will be to your interest to get in touch with 
us before placing your next order. 

We will show you that you will increase your sales 
Lasts and Stands by stocking JERSEY. 


Look 


for JN 
This S 


Mark. 
VY 


Denotes 
Quality, 
Durability. 





STAR HEEL PLATE CO. 


Louis Sacks. Ine. 


337-391 Wilson Ave. Newark, N. J. 
































HARDWARE AGE 


September 10, 1925 














Good Fire Pots 
Do Better Work 


The No. 80 not only does better 
work but saves time, as it produces 
more heat units, and also saves 
fuel, as the combustion is perfect. 
The cost of upkeep is nominal, 
being strongly built and simple in 
construction. No. 80 is noiseless 
in operation and will quickly heat 
a pair of large coppers and melt a 
six inch pot of metal at the same 
time. It pays to buy the best. 
Jobbers supply at factory prices. 
Write for a catalog. 


Clayton & Lambert Mfg. Co. 


6275 Beaubien St. 
DETROIT, MICH., U. S. A. 















PR bebe m od 


PAT aa o 
TENTE 
CE TRorr. MICH vs 





No. 80 Fire Pot 
Ask for latest price. 




















As Good as the Best 


One hundred bolts and nuts 
in a strong, substantial box. 


In bulk if you wish. 
Prompt deliveries. 


Sold to jobbers only. 


Samples and discounts on request. 


THE PAINE COMPANY 


2949 Carroll Avenue, Chicago, Ill. 
33 Warren Street, New York, N. Y. 


PAINE STOVE BOLTS 








No charge. 







































American Steel & Wire 
Re gm Bane Fp laaeeellacaaaa 


Portiand, Seattle 
(former! Arrow) STEEL POSTS. 
EMENT. 


Chicago, New York, Bostor 
Denver, Birmingham, Dallas 
U. 8. Steel Products Co. 
— 4° Glidden, Am. Glidden, Am. Special, 
aker Perfect, Ellwood Junior, L 

NAILS, SKE STAPLES "TACKS, Hot Galv’ Nails. 
ZINC INSULATED FENCES: Am 
BANN 
yor gg US REINFORC 

TIES: Old reliable brands. 
TELEPHONE WIRE. 
WIRE for every purpose. 

Quick Delivery. Write us for selling plans. 











STAY-WET 


Paint & Varnish 















Remover 
IT IS THE QUICKEST 
\ND MOST POWERFUL 


PAINTS VARNISH 


VARNISH AND PAINT 
SOFTENER MADE. 

Its widespread popularity 
and big sale carry conviction. 

It is reasonably priced, car- 
ries a good profit and sells 
readily 

4sk us for quotations. 


RELIABLE PASTE CO. 


3223-25 Cottage Grove Avenue 
Chicago, Illinois 


REMOVER 











urnish Remover—Calcimine 





Paste Paint and Ve 

















WHY THIS BLOTORCH 


sales and in quality. 


TENET 


The Pa t Burner Baffle and heat plug 
perfect ypasifies present day gas oline or ker 
Patented one pening, Je peel seal 
e B Tank Patente wanes Adjus a 
Needle that prevents orifice trouble; Patented 
Automatic Safet Valve—no_ explosions The 
Pist Grip Handle fits any hand com! 
FEARLESSLY GUARANTEED 
a from your Jobber 
Write ue for new catalog 























The World’e Largest Exclusive Manufac- 
of Blilotorches, Fire Pots, Brazers 





turers 











pt 


i i 


| 


Sap 


ICE i 


‘OO 


GIFFORD-WOOD CO. 


S 


Iain cca 
quirements 


Ice Tools and other 
equipment for every ice 
handling purpose. A large ff 
stock always on hand to 
promptly meet your re- 


Main Office & Works: 7 Hill &8t., 
Hudson, N. Y. 
NewYork, Boston, Chicago, Pittsburgh 


mee 


Write for complete price } 
list and discount sheet. 








In 10c packets your customers want 


4 Sizes 
No. 24—10 in Pkt. 
No. 25— 6 in Pkt. 
No. 27— 3 in Pkt. 
No. 28— 2 in Pkt. 
24 packets to a carton 








Moore 


Push-Pins 





(Glass Heads-Steel Points) ‘‘ The Hanger with the Twist’’ 


To ‘*Hang Up Things” in Homes, 
Offices and Schools. 


Moore Push-Pin Co. (,"#7"* ) Philadelphia, Pa. 


aJunction.< 


Advertised for 
25 Years 
Great Demand 
Good Profit 
Attractive 
Counter Displays 





Moore 
Push-less Hangers 


Ask your Jobber. 





Look for the full name 


Russell Jennings 


stamped on atom celbetouce) malt te 


Auger Bits 


The original double twist auger bit, patented by 














Mr. Russell Jennings in 1855 








Russell Jennings Mfg. Co. 
Chester, Conn. 
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Every Chevrolet OwnerA Prospect 
For These Socket Wrenches 


This display 
board enables the 
motorist to select 
easily the wrenches 
needed for his 
Chevrolet. 


mliokilirs 


(Reg. U. 8S, Patent Office) 





There 1s no 
WOOD SCREWS charge for the 
MACHINE SCREWS 

DRIVE SCREWS 


STOVE BOLTS 


board. 


The investment 
is small—the 





“turnover” rapid. 


Write for cata- 


log 500. 





ualit Service 
Q y W aLcpEn-WORCESTER 


Incorporated 


475 Shrewsbury Street 
Worcester, Mass., U. S. A. 


Samples Gladly on Request 


CONTINENTAL WOOD SCREW CO. 


New Bedford, Massachusetts, U. S. A. 





Warren 
RENCHES 




















More — Actual o~(CHIC AGO . 
SPRING HINGES 
DOOR SPRINGS 


THE “RELIANCE” ; THE “CHICAGO” 
TYPE 270 TYPE 280 


The “RELIANCE” is a 
POWERFUL and EFFI- 
CIENT door spring of 
extra heavy construction. 
The RATCHET TEN- 
SION ADJUSTMENT is 
very simple and efficient. 
The “CHICAGO” door 
spring is of substantial 
construction and SYM- 
METRICAL APPEAR- 
ANCE. All of — the 
PARTS ARE _ FAST- 
ENED TOGETHER | so 








ZI in 4 


me || “ae ie 











ZION SI MPLEX_ BOOKS 


Flat Opening Duplicating 


Save time on books and records—use it for constructive work. 
Thousands of American Business men save time and simplify their 
work with Simplex Duplicating Record Books. 


There are Zion Simplex Books for every business purpose, over 40 





different forms. Simplex Books, better, more convenient, cost 

no more than other high-grade books. We also make up special ey are ever lost or 1c. 
books with your firm name imprinted. Ask your stationer or th y are never lost roms 
write us for details and prices. placed, 


ZION INSTITU TIONS Send for Descriptive Literature 
AND INDUSTRIES Chicago Spring Hinge Company, 


Office Supply Dept. Zion, Ill. 
he ; CHICAGO NEW YORK 
Wilbur Glenn Voliva 
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Robertson “Horse Shoe Magnet’ Hammers 


Permanent magnet which holds —e 

the tack in position for driv- Sf 10: fo 

ing. Awarded the Silver Medal SS 
(the higheet offered) at the Panama-Pacific Exposition. 
Good profit. Write for price lst. 


Name aud design trade marks registered U. 8. Pat. Of. 
ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 
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Plain or enameled in 


STRATTO to 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 











-WILLIAMG 


WRENCHES 






es The Wrench People’’ ” STANDARD FOR 
New York BUFFALO Chicago MALE A CENTURY 











Waste — Mops — Wicking 
Cleaning Cloths 
Caulking Cotton — Chemical Cotton 
Send for samples and prices 


MASSASOIT MANUFACTURING CO. 
Fall River, Mass. Se & 





New York Uffice - - - - 


350 Broadway 
189 West Madison St. 








Chicago Office - - - 
Makers of Every 
Kind of Screw, 


eaesnes “i Nut and_ Bolt. 


The Corbin Screw Corporation 


The American Hardware Corporation, Successor 


22y High Street New Britain, Conn. 








NONE BETTER 
SOCKET WRENCH SETS 


NINE DIFFERENT SETS 


The New Britain Machine Company 


“ABY Connecticut 


New Britain 








Plug Counterbore 
Made in two sizes, 
— %% and}, inch. 


The Conn Valley 
Mfg. Co. 


Centerbrook, Conn. 
U. S. A. 





A Labor Saving Tool 











Western Factory: Dayton, Ohio 








QUALITY SERVICE 
UNIFORMITY DISTINCTION 


BAND “JF NOX” SAWS - : 





“The Toots in Lhe Pail Be 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 


HACK SAWS - BAND SAWS — SCREW DRIVERS —- GLASS CUTTERS 





THE FOWLER & UNION 
HORSE NAIL CQ. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 








Plant ef 
1000 MILITARY RD., BUFFALO, N. Y. 




















— 2 99 
Meet every ‘call 
Taste in percolators varies but th 
Rome complete line meets them all 
ind meeting the cal means profit 
turnover. 
, a 
Write— [ROME |} 
ROME MFG. CO. ‘ 
Factories and Offices, Rome, N. Y. 























Ask your jobber or his salesmen about new 
deal—lower prices— 


E-Z CORN POPPERS 


“The Popper that put the Pop in Pop Corn. 


O. S. KEENE MACHINE CoO. 
1118 Michigan Ave., S., Chicago, Ill. 


9° 














There is a 
Burroughs Machine 


for every figure job 
in every business 


Burroughs Adding Machine Company 
Detroit, Michigan 








the all ’round Sharpener! 


Knife, scissors, sickle, anything, “Shar- 
pit” will keen-edge double-quick. It’s a 
wizard seller—low priced and good profit 
maker. Send for our _ special offer! 








DAZEY CHURN & 
MFG. CO. 
4301 Warne Ave. 
St. Louis, Mo. 











THE GENUINE 


PUNTERS SiFTER 


The Standard of the World Since 






1880 
Imitated But [| The Fred J. Meyers Mfg. Co 
Never Equalled %& Hamilton, Ohio 











PRIEST’S CLIPPERS 


have been the standard 
since 1865. Style shown 
our Shaver No. 00 is a big 
seller for home use. 





American Shearer Mfg.Company 
Nashua, N. H. 



























SHARPE TOOLS 


early LOO Years [here Has Been: YO 
®& Sharpe Quality 
Tati Catalog No ay 


MFG. 4 


BROWN &S 


BS *: 


Substitute for Brown 





Send for Small Te 


BROWN & SHARP! 
PRQOOVETDENC] oe 
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“THREADWELL”’ 
Taps—Dies 
Screw Plates 
Small Tools 








= 


fo} 


‘ 
4 


f 





+ 
' 











a» = 4 
A a Ay You can sell these tools to the most 
S/ELD-| particular customer. Their quality is so 
apparent that an examination by the 
“The Line customer clinches the sale. 
That Keeps Moving’’ : Send for our interesting 88 page cata- 
og. 
The THREADWELL TOOL CO., Greenfield, Mass. 
Offices : 
New York City Philadelphia Chicago Cleveland San Francisco 
396 Broadway 809 Harrison 300 Wrigley 135 St. Clair 604 Mission St. 
Bldg. Bldg. Ave. N. E. 















4 ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a patented 
process we increase the density of the steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can apply. The Allen process makes 
deep, perfectly-formed socket-holes—no chips in 
the bottom. The entire length of the AL is 
utilized either for solid metal at the point, or depth of socket 
for the wrench. All sizes in stock from % in. to 1% in.; 
any length, point or thread. Also Socket-Head Cap 
Screws, Tap Extensions and Socket Wrench Sets. Dealers: 
Write for catalogue and sales proposition. 


The ALLEN MFG. CO.Hartrorp, Conn: 

















— HEY have a perfect average temper for 
VLCHEK all work. Their wider cutting edges have 
COLD a slight natural round for better cutting. 
CHISELS ~ They dull very slowly and are restored to 
high efficiency with a few file strokes. Made 

of special Vanadium steel. 

See our Catalog 

Tue VicHek Toot Co. Cleveland, Ohio 


EASY TO SAY VELCHEK 


VLCHEK TOOLS 


MADE BY THE WORLDS LARGEST PRODUCERS OF TOOL KITS 


**Torrid” Tinners’ 
Furnaces have stood 
the test of time, 
Imitations come, go, 
are changed, but 
‘Torrid’ standard 
is unalterable and 
price always right. 
GEO. W. DIENER 
MFG. CO. 


CHICAGO 


Makers of fine Blow 
Torches and Fire 
Pots 








TRADE-MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS +» COTTON TWINES 





Osborne High Grade Punches 






0.4 Vat o's eae 


Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for fhe Hardware Trade. Also: Leather 
Workers’, Trimmers’ and Upholsterers’ and Plumbers’ Tools of superior 
quality. 

The above tools will please your customers, as well as our famous Round 
and Oval Punches. 

Remember we have had 99 years of successful manufacturing experience, 
employ only skilled workmen and use the finest quality of materials in 
making our pi “ducts. 

We stand back of every tool we make. Try us 
and Prices. 


C. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 





Belt Punches 


Write for Catalog 














IDEAL LINE 
ROLLING STEP LADDERS 





— Prompt 
rices ° 
are 25% Shipments 
ower than 
any ‘other We make 
Rolli them to fit 
a YOUR 
Ladders Shelving. 
on the 
Market. wn 
Catalog on 
Satisfaction 
Guaranteed. Request. 


SUCCESS FURNITURE CORP. 


St. Louis (Kirkwood), Mo. 


NE si alll WE s 


eer — 





Known as both Adjustable “S” Wrench and Nut 
Wrench. Good seller for general use. Also rec- 
ommended for places where a Monkey Wrench is 
not practical. Keystone Quality throughout. 
Malleable handle. Forged-Steel Jaw. 6 sizes: 


4 to 14 in. , 
Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 


Sales Representatives—Surpless, Dunn & Ce. 
New York Chicage 
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An Effective Low Cost Contact with Hardware Man- 
ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen, Retailers and Retail Salesmen. 


No illustrations accepted for these pages 





Allow seven words for Keyed Box Number Address. 





] Set Solid, Minimum 50 words..,..... 


September 10, 1925 






Each additiona] word............. 
All Capitals, Minimum 50 words...... 
ee sd on 660 600s 6Us eS es 6560 Seow esos . 08 
A EE Eb 666646 605060 66062 6465440444 CONS oo & 
ee Es 0 b00 660000050 6bbked 66000 eee os 6b-e 4.00 


4 insertions, 10% off; 8 insertions 15% off 


Remittance Must Accompany Order 


50% off the above rates for Positions Wanted Advertisements 





Business Opportunities 


Help Wanted 


Positions Wanted 





DOOR LOCKS—Party with $25,000 desires 
connection with party or parties with $25,000 to 
$50,000 to be, if possible, active, to develop high 
grade builders’ hardware, patents just issued. 
Have working models and will, in presence of 
anybody, demonstrate same before dealers to 
prove that my goods are 100 per cent stronger, 
safer and simpler to operate, and that there is 
a ready market for same. Address CARL 
HOFFMAN, 422 North Third St., Allentown. Pa. 





FOR SALE—29 feet of Heller hardware 
shelving, including saw and gun cases, drawers, 
etc. Also mixed stock of hardware and auto 
accessories approximately $4,000; 25 per cent less 
than invoice value. Will rent room or sell goods 
to purchaser who may move the goods as he de- 
sires. Business has been established 23 years 
but owner now in another business. SCOWDEN 
HARDWARE CO., 409 Haywood St., Farrell. 


Pa. 





OPPORTUNITY FOR ONE OR TWO 
PARTIES to take over a good paying hardware, 
housefurnishing and radio store. Known as one 
of the best in New York and located on a 
business thorofare. It will take about twenty 
thousand cash to swing this and shall be 
pleased to interview men with above capital and 
serious intentions. Address Box G-736, care of 
Harpware Ace, New York. 





FOR SALE—On account of age and desire of 
stockholders to retire, the general hardware busi- 
ness and property of the Newfane Hardware Co., 
located at Newfane, N. Y. In the heart of 
Niagara County fruit belt; business established 
for 30 years. Incorporated since 1905. Gross 
annual sales $65,000. Inventory approximatel 
$22,000. NEWFANE HARDWARE COM- 
PANY, Newfane, N. Y. 





CORPORATION OF FINANCIAL  re- 
sponsibility having railroad siding, warehouse 
facilities and established trade with ‘hardware 
stores and jobbers of building materials in New 
York and vicinity, invites correspondence from 
manufacturers desirous of obtaining large distri- 
bution of their product. Address Box 335, 
West 42d St.. New York City. 


>”? 
enc 





WANTED, A MAN to take an active part 
in wholesale merchandising business, established 
four years in Washington, D. C., and working 
southern states. Nature of business—house- 
furnishing, hardware and janitor supplies. Small 
investment and references required. Address 
Box G-731, care of Harpware Ace, New York. 


Help Wanted 


SALESMEN AND DISTRICT OR STATE 
REPRESENTATIVES. We have a few excep- 
tional opportunities for high grade men who know 
how to develop territory, and can sell good grade 
utensils. We also want men who can build 
district sales organizations. Our new plans call 
for men who can build a real business for them- 
selves. We want serious minded, hard working 
men to join our organization. Write full letter— 
all correspondence will be held strictly confiden- 
tial. Write SALES MANAGER, Buckeye Alum- 
inum Company, Wooster, Ohio. 











WANTED — HARDWARE MAN as_ floor 
salesman with _card-writing and window display 
experience. Fine opportunity for right man. 
State age, salary and whether married or single. 
Address CENTRAL HARDWARE CO., Alex- 


andria, La. 





WANTED—Man to take charge of retail 
hardware store. Must be at least 30 years of 
age. arried. Previous experience. Address 
Box G-712, care of Harpware Ace, New York. 





HUSTLING SALESMEN wanted to sell on 


liberal commission basis our popular line of 
labor saving Magic Weeder Hoes to hardware 
trade. REICHARD MFG. CO., Bangor, Pa. 





























) WANTED t) 


TWO HIGH-GRADE EXPERI- 
ENCED hardware and _éeé@=specialty 
salesmen for Texas, Louisiana, Wis- 
consin and Illinois. Give full details. 
All replies held strictly confidential. 
Address Box G-747, care of Hardware | 
Age, New York. 


- 














SALESMAN —NEW YORK HARDWARE 
and jobbing house offers excellent opportunity to 
young man with hardware experience to sell in 
Central or Southern New Jersey. Resident in 
above territory preferred. Give age, hardware 
experience and references. Address Box G-743, 
care of Harpware Ace, New York, 


SALESMAN WANTED—Calling on hardware 
trade to sell product of handle factory making 
maple pick handles and oak sledge hammer 
handles; also removable filler mauls. Factory 
located in Wisconsin. Write stating commission 
wanted and territory you expect to cover. E. M. 
SCHEFLOW, 10 Sherwin Block, Elgin, III. 


WANTED—EXPERIENCED HARDWARE 
MAN familiar with builders’ hardware. State 
experience and salary expected. Address Box 
G-745, care of Harpware Ace, New York. 


WANTED—BY UNDERHILL, CLINCH & 
CO., 84 White St., New York, young man 20 
to 25 years old as Assistant to Sales Manager. 
Good opportunity for bright man. 














Positions Wanted 


EXECUTIVE—American, 35 years old, mar- 
ried, Protestant, good education, appearance and 
personality, seeks connection with manufacturer, 
or manufacturers agent to act with or as their 
representative in metropolitan section. 15 years’ 
hardware factory supply experience, successfully 
running own business. Fully responsible and 
capable handling sound proposition. Address 
ran G-735, care of Harpware Ace, New York 

ity. 


POSITION WANTED—Position with retail 
hardware company where there would be a chance 
of buying an interest in the business. Prefer- 
ably in a growing town or small city in Ohio or 
Michigan. Twenty-eight years old, married and 
five years’ selling experience. References. Ad- 
dress Box G-733, care of Harpware Ace, New 
‘ork. 


MAN WITH 20 YEARS’ EXPERIENCE in 
general hardware lines, retail and wholesale, with 
knowledge of office and mechanical details, de- 
sires a connection where advancement can_ be 
expected, and ability and integrity appreciated in 
remuneration, commensurate with such. Depart- 
ment or large retail business preferred. Address 
Box G-739, care of Harpware AcE, New York. 


THOROUGHLY POSTED HARDWARE 
MAN, executive and road experience, wishes to 
serve firm in builders’ hardware department. 
Estimate from blue prints; purchasing or would 
consider as catalogue compiler of hardware, auto 
accessories or plumbing. Best of references. Ad- 
—_ Box G-744, care of Harpware Ace, New 

ork. 


SALESMAN, 37, permanently located Atlantic 
City, thorough knowledge of hardware and house- 
furnishings, retail and wholesale, has specialized 
in oll cook stoves and paint, desires to represent 
manufacturer of high grade line in New Jersey 























where he is acquainted. Address Box G-734, 
care of Harpware Acre, New York. 
SALESMAN WITH 15 YEARS’ traveling 


expereince wants real live line of retail hardware 
dealers. welve counties in the vicinity of 
Mansfield, Ohio. Have the confidence of the 
dealers in this territory. Only established lines 
will be considered. Address Box G-748, care of 
ITarDWARE Ace, New York. 





SALESMAN—YOUNG, AGGRESSIVE, now 
covering New York State outside Metropolitan 
district calling on hardware and department store 
trade can handle two or three more good standard 
lines to good advantage. Address Box G-741, 
care of Harpware Ace, New York. 


Sales Accounts Wanted 


SALESMAN—20 years’ experience as travel- 
ing salesman in general hardware, sporting 
oods, auto accessories—with wide acquaintance 
in Michigan and Wisconsin—wants lines to sell 
on commission to wholesale and retail trade in 
these States. Best of references. Address Box 
G-722, care of HarpwarE AcE, New York. 














MANUFACTURER’S AGENT WANTS a 
good specialty for the hardware and auto uacces- 
sories trade in the following territory: Ohio, 
Pennsylvania, New Jersey, West Virginia, Dela- 
ware and the eastern shore of Maryland. Have 
headquarters in Philadelphia and know the trade 
well in all of the above territory. Only first 
class items considered. Address Lox G-746, care 
of Harpware Ace, New York. 





Sales Representatives Wanted 


SALESMEN WANTED—Competent men call- 
ing on the retail or wholesale hardware and mil! 
supply jobbers to sell our complete line of turn- 
buckles, brass cap screws, eye bolts, brass nuts, 
etc. Commission basis on protected territories 
to right men. Send complete information in first 
letter as to years of experience, trade called on, 
territory regularly travelled, and lines now 
carried: This is not a get rich scheme but an 
Seprenny to make a good little side line that 
will pay very well. THE HARPER 
COMPANY, 1316 Sherman Ave., Evanston, III. 








HERETOFORE, WE HAVE CONFINED our 
sales efforts to a restricted territory. Now on 
account of increased production and national 
advertising we are in a position to take on 
several sales representatives of proven ability, 
character and personality. Only HE men who can 
follow a policy and instructions will be considered. 
Ten to fifteen thousand per year to men who can 
qualify because we have a proven product and a 


positive sales plan. I want men of experience, 
not kids or cubs. Address WM. R. JOHN- 
S , Pres., Samoline Corporation, 1300 


Fletcher St., Chicago, III. 





TO REPRESENT MANUFACTURER of a 
seed iine of deadlocks and night latches. Line 
ts in admirably with a line of padlocks. Pre- 
ference will be given to men handling padlocks. 
State what line of padlocks handled and territory 
covered. All territories open except New York 
Metropolitan district, Chicago, Milwaukee and 
Detroit. Address Box G-742, care of Harp- 
WaRE AcE, New York. 





SIDE LINE SALESMAN or manutfacturer’s 


representative wanted for Ohio. New York State, 


Pennsylvania or any part of these States. Well 
advertised line selling to wholesale and retail 
hardware and general store trade. Commission 


only. Write to Sales Manager, 525 N. Ada St., 
Chicago, Ill., stating territory you cover, lines 
handled and references. 





SALESMAN WANTED TO SELL IN.- 
CANDESCENT LAMPS ON A COMMISSION 
Box Se nS OR QEPOR HAR DWwARE > 
NEW YORK. one 











Let Us Help You Word 
Your “W od 














September 10, 1925 HARDWARE AGE 147 





FORS i NER BITS One of the Most Remarkable Tools for Wood 
Working Fyer Invented for Brace and Machine 
The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 
It is preferable and more 


arc of a circle and can be guided in any direction regardless of grain or knots, leaving a true polished surface. 
expeditious than chisel, gouge, scroll-saw, or lathe tool combined for core- 


boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 









CO. --- TORRINGTON, CONN., U.S.A. 








THE PROGRESSIVE MFG. 

















{ 
NAIL STAYS IN—WON’T FALL OUT! BURNLEY 
{ 


The Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years. 


A Feature Found Only in 
Graffco Picture Hangers 


The patent spring-steel tongue securely holds nail, 
yet allows easy adjustment or removal. This fact 
alone makes good sales of Graffco Picture 








Hangers. 
No. 2 Interested? Our generous offer will come at Sample free. 
— once on request. 
andy 
Sizes GRAFF-UNDERWOOD CO. BURNLEY BATTERY & MFG. CO. 
Sole Mfrs. Graffco Vise Signals, Vise Clips, Vise Index Tabs ~ NORTH EAST,_ PENN. 











20 Beacon St., Somerville, Boston, Mass. 
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: : EAGLE ts Your customers can tap 

“ their own shoes at home 

: STROP : with 

3 DRESSING 

" Bh AM. li b _ TRADE MARK REG 

2 yu aade “ 

$ h W, y a Half Soles—Heels—Strips 

: i e ors largest ms ante —_ = a means more 
oney to spenc ( other ifems In 

Razor Sfrop Manutacturer ™ your store! 

PRICE PER DOZ.IN DISPLAY CARTON $1.25 2 (See page advt. next week) 

. WRITE FOR OUR STROP CATALOGUE - 

KOKEN COMPANIES.  & | saondiiamaedicomemendanits 

* SAINT LOUIS, MO. ‘, ™ Vl 
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J. L. THOMPSON MFG. CO. 
Bull Dog-Grip” @== American Can Waltham, Mass. 
Manufactured by 


: Tubular and Bifurcated 
U. S. Clothes Pin Co., Montpelier, Vt. 


nk Bldg, Pittsburgh, Pe. American Can Company =—KIivVETsS— 


1015 Union Bank Bidg., 























The “TORREY” —~ ELEVATORS 
A Real Man’s Razor ee Og DUMBWAITERS 

Send fer Catalogue of Pell Line Bnew tye ol : Write for ow cstoleg 
ner evator 0. 
J. R. TORREY RAZOR CO. Syracuse Stamping ¥ 331 New St. Philadelphia 











WORCESTER, MASS. o. 
Syracuse, New York 


SILVER LAKE! |SSxT#S AXES 
SASH CORD Seythes since 1912. Axes since 1880. 
See See ine OR Deastitisingate,ve.| 


Sliver Lake Co., Newtonviile, 
CARPENTER’S 
—CHALK— 
STANDARD CRAYON CO. 


Danvers, Mass. 




















ELEVATORS 


and Dumbwaiters 


fer Heuse, Stere er Warehouse. Write 
fer particulars. State your require- 
ments as te size, capacity and lift. 


The SIDNEY ELEVATOR Mfs. Ce 
Sidney, Ohie 























Easily first in the manufacture of 

Tools for Stone-Working 

Send for our Catalogue—FREE 
TROW & HOLDEN CO. 


Vermont 


5 e TN R knhsone or eet ee ae ee a ee oN 
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Barre 
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THE ADVERTISERS 


No allowance will be 


INDEX is published as a convenience and not as a part of the acvertising contract. 
for errors or failure tc insert. 


made 


Every care will be taken to index correctly. 
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How Do You Buy Wheelbarrows | 
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No / General Furpose 





Price or Sertormance 


Parge consumers of barrows have 
learned that the economies to be fig- — 
ured by performance over a period 
of satis a true 
— economies. t to make price the 
controlling influence of their buying 
is to pay double through mainte- 
_ nance cost. 
‘That the wheelbarrow is subject 
to hard service and little care, and 
for these reasons should be of 
the very highest quality. 
Sterling Wheelbarrows prove sat- 
isfactory to both the buyer and 
wheeler, as they not only outlast 
the ordinary kinds, but also arw 
designed so as to wheel easy 5 
and balance properly. 
Whether you have a large or— 
small demand you will profit by 
selling Sterlings. 











Leg shoes are only 
one of the many 
Sterling improve- 


Sterl ING Wheelbarrow (0, Milwaukee, Cis 
Boston, New York, Chicago, Cleveland, Detroit, St. Louis 
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Szlverware for the Moderate Price Market 


HERE is always a market for a second line. Start 
your sales on the highest priced and best goods; 
but don’t miss on your second effort at lower prices. 
Here is the Silverware AT LESS THAN HALF THE PRICE 


TUDOR PLATE 


By the Makers of COMMUNITY PLATE 


ee) a 


The “Reasons for Tupor Piate’s ‘Rapid Growth: 


Its Low Price The Prestige of COMMUNITY Silver Overlay at 
National Advertising Craftsmanship Wearing Points 


Beautiful Patterns Petit Buffets—Special Chests 25-Year Guarantee 


You ave offered all the advantages of the high priced lines 
at less than half the cost 





Illustrating the Overlay of Pure Silver 


Tupor Pate is the only Moderate Priced Line that has this Feature 
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